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READILY REPLACEABLE MEASURING ELEMENT 





























—reduces down-time on ha 
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loading racks and pipe lines Ke 
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Though seldom required, periodic inspection and cleaning of the als 

new Brodie BiRotor Meters is easily accomplished without removing = 

: ; ; sae : : an 

the meter from the line or disturbing existing line connections. A Me 

complete and interchangeable measuring unit, compactly mounted Sot 

within a welded All-Steel meter housing is readily accessible at all Mi 
times. By simply installing a spare measuring element, loading rack 

and pipe-line shutdowns are reduced to a minimum. All-Steel hous- 3 

@ ALL-STEEL HOUSING gib 


ing avoids damage from shocks and impacts, further contributing 





—_ , ; NT 
to longer trouble-free service life. Designed for high sustained ac- . ae ne iz 


curacy and efficiency, Brodie BiRotor Meters are built to last. In- @ STREAM FLOW DESIGN 
vestigate fully, today. Write for complete details. ® FRICTION-FREE OPERATION 


@ TRUE-ROTARY PERFORMANCE 
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RALPH N. BRODIE CO., INC. 61ST & LOWELL, OAKLAND 8, CALIFORNIA 


Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 £. VAN BUREN, CHICAGO 5 + 2101S. SAN PEDRO, LOS ANGELES II, CALIFORNIA 
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Gaylord W. Schultz and James H. Department of Labor Fueloil Prices 78 cd 
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West regional manager and district Canada Refuses Gas for Northwest 82 
sales manager, respectively, by Timken ; 96 Industry Groups 
Silent Automatic Div.. Timken-Detroit { OHI of NE Sponsors Uniform Accounting 82 Me 
Axle Co., Jackson, Mich. Mr. Schultz 104 Manufacturers’ Activities o 
has been in the heating business since Reader Views on Brown-Connolly Article 84 
1936, will make his headquarters in - 118 Everyday Snags 
Kenosha, Wis., and will be responsible Three Eastern Cities Get Gas OK 90 vy 
’ °9 oe 
for the Northwest region. Mr. Eldridge, pen 126 New Products 
also in the heating business for thirteen lowa Farm Furnaces 38% Oilfired 92 > Probl 
years, last served with Herndon Sales 145 Readers’ Problems po 


and Service, Chicago Timken distribu- FRONT COVER: Portraying a transition in fuels is this scene of a storage yard 

tor. His territory will include Northand } of the Multnomah Fuel Co., long-time fuel merchandiser in Portland, Oregon. 

South Dakota, portions of Iowa and } In the foreground are storage tanks for liquid petroleum gas, which the com- 

pany retails. along with fueloil, with slab wood, still widely used for heating 

in the area, piled in the background. Multnomah’s activities in merchandising 
LPG are described in the article beginning on page 63. 


Minnesota. 


Frank J. McCusker has joined Fitz- 

ibbo i COPYRIGHT 1949, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 

gibbons Boiler Co., New York 17, N. Y., PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 
Acceptance under Sec, 34.64, P. L. & R., authorized. 






as sales representa- 
tive in the Phila- 




















; VOLUME 8, NUMBER 5 OF FUELOIL & OIL HEAT. PUBLISHED MONTHLY MEMBER 
delphia area. He BY HEATING PUBLISHERS, INC., BALTIMORE, MD., AND 232 MADISON AVE., 
ee NEW YORK 16, N. Y., SUCCESSOR TO FUELOIL JOURNAL (1922) AND AIR _ 
; FJOLNsS Edgar N. CONDITIONING & OIL HEAT (1928), SEPTEMBER, 1949. ECA! 












Black III and Wil- { HEATING PUBLISHERS, INC., 232 Madison Ave., New York 16 
liam C. Wether- Phone: LExington 2-4566 & 4567 





















LEOD D. BECKER, Chairman, Board of Directors Yearly: | 
stine, Jr. in the 3.00 
company’s Phila- A. E. COBURN ROBERT GRAY A. G. WINKLER $3. 
P e y Editor Business Manager Advertising Manager 
delphia office. Mr. Lee Steedle, Advertising Canadian: 
McCusker vibeomeed Mid-West Manager: Harold J. Hannigan $4.00 
sive heating back- 549 W. Washington Blvd., Chicago 6 Phone: Central 6-0545 
1926 noe ground began in Pacific Coast Representative: Don Harway single copy: 
when he joined The Trane Co. Pe etats 
Wetanaes ‘exstern cales divin d 1709 West 8th St., Los Angeles 14, Cal. Phone: Fairfax 8576 
ee Oe ae ee ae 57 Post St., San Francisco 4, Cal. Phone: Yukon 6-1069 35¢ 







> 5 


water 
tre te buwvey / 


Where sudden hot water pulls—or an unpredictable 
time schedule —are in the order of things, install 


anacoil 
NTANEOUS 
R HEATERS 


WITH THE LOAD—ALL THE WAY! 










INST. 
WATE 


TO KEEP PACE 


No storage tank is 
necessary—they 
have enough, and 
more, heating sur- 
face built into them 
to heat the water as 
fast as it is drawn! 
Thousands in oper- 
ation. 


i you hiae such t piucblem, we huave the 
Guar! Stock designs piumit Guick 
ddtuy- at pricta Lowe Thine you theirk. 


This bulletin, in addition» 


oa: Write today for a copy 

to tables of capacities re Tare | re rotecians dot 

physical dimensions on Section, describing 

our U-Tube designs, con- this line of Paracoil 
Water Heaters. 


tains a wealth of practical, 
worthwhile engineering 


data on how to size, figure 
steam requirements, and 
pipe up PARACOIL IN- 
STANTANEOUS WATER 
HEATERS. YOUR COPY 
AWAITS YOU! 











DAVIS ENGINEERING 


CORPORATION 
1064 East Grand Street 30 Rockefeller Plaza 
ELIZABETH 4, NEW JERSEY NEW YORK 20, NEW YORK 
AGENTS On PROPNEC TP AL crrires 





then became associated with John J. 
Nesbitt Co. in a selling capacity. From 
1934 to 1938 he represented the Hajoca 
Corp. of Rosslyn, Va. and then began 
eight years of service with the U. S. 
Army. Immediately after the war Mi: 


| McCusker became Philadelphia district 
| representative for Iron Fireman Mfe. 
| Co., a position which he resigned to 


| out 


join Fitzgibbons. 


Daniel D. Kelly has been appointed 
a sales engineer for L. J. Mueller Fur 
nace Co., Milwau- 
kee, Wis. A native 
of St. Louis and for 
the past twelve 
years a heating 
and air condition- 
ing sales engineer 
in that area, Mr. 
Kelly will operate 
of Mueller’s 





| Central District 


Headquarters in St. 
Louis and cover parts of Missouri, Ne- 
braska and Iowa. In the territory he will 


| be associated with R. M. Rosebrough, 


Central District Sales manager, and J. 


| §. Rosebrough. 


W. E. Conkright has been appointed 
sales promotion and advertising man- 
ager, General Controls Co., Glendale, 
Calif. His background, including con- 
nections with International Harvester 
and the Harnischfeger Corp., covers 
long experience in industrial advertising 
and promotion. 


Fred H. Gallup has been named man- 
distributor 
heating division, 
Elec 
tric Company’s Air 
Conditioning De- 
partment, Bloom- 
field, N. J. A na- 
tive of Hudsen 
Falls, N. Y., Mr. 


Gallup served as 


automatic 


sales, 


ager of 


General 


sales manager, Bry- 
ant Air Condition- 
ing Corp., Philadel- 
phia from 1937 to 1940 and for the next 
four years was associated with the Tim 
in New 





en oilburner organization 
York. For two and a half years ending 
in August 1947 he was sales manager 
of Chrysler Airtemp distributor 
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W's as aos as A-B-C! With * eoaloaieik = 
counting dollars closely, Fluid Heat economy is 
a bigger-than-ever selling feature! 





The ‘Fuel Saver” regulator control provides 
higher combustion efficiency. 


That means faster sales, more sales when you. = 

offer your customers FLUID HEAT because they ~~ 

get more heat from every gallon-of oe ee 
consumed ... and cut their fuel-dollar costs. he 


Write today for full details on a Fluid Heat Deale? 

Franchise. Learn how our development labora==« 

tory keeps smooth-running Fluid Heat equipment 

ahead of competition. Learn how a wide 

selection of models helps you satisfy more 
people, make more sales! 


FLUID HEAT OlL BURNER DIVISION, 

ANCHOR POST PRODUCTS INC., 

6700 Eastern Avenue, Baltimore 24, Maryland. 
PRESSURE BURNERS 


stot teeeeecmy — a, 








OIL BURNER 
“WORLD’S ECONOMY CHAMPION” 


Manufactured by Anchor Post Products, Inc. BOILER BURNER AIR-CONDITIONING 
Baltimore 24, Md. Established 1892 ane RRNACE 
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It long has been a mystery to those 
who live in the oilheating business why 
two towns side by side have totally dif- 
ferent rules governing an oilburner in- 
stallation. Fire records fail to show any 
safety advantage for the town with 
stringent and voluminous rules over the 
community that accepts National Board 
of Fire Underwriters regulations. The 
chief difference is in the price the citi- 
zens have to pay for their burners. 

New York City, for example, has 
regulations that fill a small book to gov- 
ern the installation of an oilburner. 
Examinations for license to work in the 
city have to be so concerned with a 
man’s knowledge of the rules there is no 
time to test his ability to follow them. 
Neighboring communitiees have no more 
trouble with half the regulations. 

It is heartening to see Oil Heat Insti- 
tute of New England tackle its avowed 
aim of unifying the rules on the six 
New England States. Past work with 
Massachusetts State authorities has pro- 
duced a surprisingly simple, understand- 
able and reasonable safety code for the 
state. Nobody claims the rules are per- 
fect. Some 22 revisions are to be consid- 
ered at the next meeting of the state 
authorities, and future meetings will 
consider other changes as they seem in- 
dicated. The aim always is to simplify 
the code for (a) better understanding 
and compliance, and (b) easier enforce- 
ment. Result: Massachusetts, the sev- 
enth state in population, is the second 
state in oilburner installations. 

Not all Institute groups cover the 
wide area served by New England OHI, 
and unfortunately few have the enviable 
record of close cooperation with fire 
protection authorities. At least the latter 
deficiency can be corrected, and with 
profit to the community and the oilheat- 
ing industry locally. 

This industry wants no favors. It 
must demand proper and reasonable 
safeguards against hazardous installa- 
tions and shoddy equipment, but equally 


it must oppose any local fire department 
writing detailed specifications and es- 
tablishing road blocks against adequate 
and economical installations. 


© 
Away back in Old England—in 1306 
to be exact—Edward I issued a procla- 
mation declaring that anyone caught 
burning coal would be put to death. It 
was believed the gases from burning 
coal were poisonous. 
There should be a moral in that for 
oilburner men, but it escapes us at the 
moment. 


© 

While flash bulbs popped, Mayor 
O’Dwyer of New York cracked an over- 
size valve on August 22, to start the flow 
of Texas gas into New York City. The 
introduction of natural gas to Staten 
Island marks the first appearance of the 
fuel in the world’s largest market for 
automatic heating equipment. The other 
four counties of the city will get gas in 
due time. 

Simultaneously, the American Gas 
Association announced that utilities 
serving about three million customers 
lifted househeating restrictions during 
the year ended May 1. Slightly less than 
half the country’s 19.75 million gas 
customers were unrestricted at that time, 
and something -more than half will be 
free of househeating restrictions by the 
end of the year. 

The gas industry is readying its attack 
on the househeating market. There will 
be the usual fanfare coupled with con- 
centrated sales campaigns in each area 
as gas volume is increased and restric- 
tions dropped. There is no indication 
that gas will be competitive in price in 
most territories, but that is a detail. 
Fueloil was not competitive with coal 
in the era of its growth to general ac- 
ceptance. Markets are gained by selling 
effort, not by price alone, and this in- 
dustry is long overdue on its road back 
to an aggressive merchandising business. 
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Our friend the field man was in the 
other day, and after the preliminary 
greetings he got down to the cold, hard 
facts—as he sees them, at least. 

“These dealers, your friends and 
mine, are too fat,” he snorted. “Since 
you ask me, business is good, but only 
half as good as it should be. I bust a 


blood vessel, catch what-for from the 
sales-manager, and miss my quota by an 
eyebrow. Can I get these guys off their 
fannies? Naw! They tell me to keep cool. 
The season won’t open for a month, and 
what’s the use of trying to sell in the 
summer. 

“Look, we got a swell program. We 
got dealer helps clear up to there. About 
all a dealer has to do is give us permis 
sion, and we'll practically sell the equip- 
ment for him. You'd think we were 
trying to break up his home the way he 
fights us, and all we are trying to do 
is help him get business. “Next month, 
Johnnie,’ they say. “Next month the 
season starts.’ A couple of live dealers in 
a town would have all the business be- 
fore the ‘season’ opened. 

“These are the guys who used to be 
red hot. These are the guys who used to 
sell heating equipment while the old-time 
heating contractor was waiting for the 
season to open. Now they are waiting 
with him. You know what I think?” 

We didn’t. 

‘These dealers are too fat. They got 
maybe a couple million gallons of oil 
business. They got problems, but keep- 
ing the rent paid ain’t one of them. 
They'll eat if they don’t sell twenty 
burners in July, like I want them to, 
and the devil himself can’t prod them 
into doing the things that got the busi- 
ness when they needed it. They should 
miss a few meals each week. It would 
improve the industry's business, but 
quick.” 

And what could we say? He was talk- 
ing about the man we love. 
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To save bookkeeping in their coopera: 
tive advertising program, the Polaroid 
Corp., Cambridge, Mass., has hit upon 
the scheme of issuing Ad Scrip. This 
private money is issued in denomina- 
tions of $5 and $1. 

When an order is received the com: 
pany sends the dealer scrip equal to 5% 
of the value of the order. He can tell 
what his co-op advertising fund is by 
counting the scrip. When the dealer 
runs an ad under the plan, he simply 
tears out the ad, attaches the invoice 
and scrip for half the amount. The com 
pany then sends its check for the {ull 
value of the scrip. New dealers get scrip 
in advance for three months’ estimated 
business. 
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That's what we said last May when we first advertised this 
new unit combining 


VENTALARM SIGNAL and a TANK GAUGE 


But we didn't know how hot! Things had begun to get warm around 
the time of the National Oil Show in Boston this year when many of 
you actually saw the VENTALARM GAUGE. You saw how easily it 
could be screwed into the vent opening of a tank; how easy it was to 
read the gauge from all angles. 


THEN THE SAVING OF ABOUT $2.00 PER BURNER IN- 
STALLATION that comes with VENTALARM GAUGE really started 
the temperature rising and demand took a sharp upswing. It's a 
saving that's easy to figure. Instead of buying two items, you buy only 
one. There's $1.00 saved right there. The VENTALARM case acts 
as a reducer from 2" or |!/2" tank opening to I!/," vent pipe, so you 
save an additional 25c by eliminating need for reducing bushing. 
There's a saving in labor because you install one item instead of three. 
Then again, you need one less tank flange opening. So you save 30c 
to 40c on your tank order specifications. A real money saver! 


Apologies to those of you who had to wait for your initial order. We 
hope "them days are gone forever." Production has been increased 
and we're all ready for you. 


VENTALARM GAUGE is available for 275 Basement Tanks with 
depths of 22", 24", 26", 27", 42", 44", and 47". Specify tank depth 
and opening when ordering. 


YOUR JOBBER has VENTALARM GAUGE along with the other 
VENTALARM Signals he now carries. 


Fully protected by U.S. and Foreign patents. 
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FACTORY SHIPMENTS, in HLT 
90} Domestic Oilburners & Units | : 90 
Domestic Stokers | Ht 
80h H mm 80 
10 tt] U LU an | 1} ! | | 710 
60 | | 60 
50h 30 
40 40 
30 30 
20 20 
10 10 
0 0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APRMAY JUN JUL AUG SEP OCT NOV DEC 
1944 1945 1946 1947 1948 1949 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FuELoIL & Oi Heat's estimates of shipments are: 
—_____— JUNE——_____—- —__—_————SIX MONTHS—————— 
Percent Pesciae 
1949 1948 Change 1949 1948 Change 
Conversion 34,268 18,892 81.4 143,996 102,426 + 40.6 
Boiler units 29) 3,159 re 77.0 16,901 13,429 = ee 
Furnace un‘ts 7,546 5,219 + 44.6 28,919 33,904 — 14.7 
All Domestic 47,405 27,270 + 73:8 189.816 149,759 = 26.7 
Commercial 1.919 2,148 — 10.7 10.834 14,194 — 23.7 
Total 49,324 29,418 oa « \ (P 200,650 163,953 1 2204 


100 100 
90 |JSTOCKS OF DOMESTIC & 

(in Thousands) End of Month S 1|hy i] hile | le a See a ‘ena 90 
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Oilheating Trends 


THE PRELIMINARY ESTIMATE of domes- 
tic oilburner and unit installations in 
July is 49,203, up 16% from 42,411 in 
the same month a year ago. This brings 
total installations for the seven months 
to 245,653 compared with 210,359, 
rise of 17% for the year to date. 

July installations were divided: New 
homes 19,386; Replacements of old oil 
burners 9,004; Conversions from othe: 
fuels 20,813. For the full seven months 
the division was: New homes 81,304: 
Replacements 41,221; Conversions from 
other fuels 123,128. 

BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands on 
August 1 were 59,045, a further con 
tinuation of the down-curve. Oilburner 
prices have dropped enough in the past 
year to encourage dealers to expect fur- 
ther declines. It is hard to see how this 


10 Dealer Stocks ee : ? 3 
mT rs | 7-170 can go on much longer in view of the 
60 60 : eulicly ; 
50 59 comparison of oilburner pie with the 
40 tgp general economic indexes shown on the 
30 30 chart. Factory stocks on May 31, the 
-- 20 latest available data, were 55,990, the 
9 
OL | | highest point since July 1948. 
JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN F — : 
i944, 1945 1946 a aoe EB MAR APR MAY 7 aN GUL AUG SEP OCT NOV DEC SUMMER FILL UP: Fueloil distributors 
July Minj Dakachites Key Deal report that through August 1 they had 
u inimum Retail Prices: ' - ae ae 
Y winseadlicein: cane provided summer fill-ups for 34% of 
CONVERSION BURNERS BOILER“’BURNERS FURNACE-’BURNERS J ‘ . 
July Aver. $323 $673 $567 consumer tanks. This is quite a drop 
June Aver. 326 679 566 from last year when the figure on the 
mi - * e > ate as OG reve ‘ 4 
Price Index: Conversion Burners: January 1940 is 100%, sensu date bia 69%. However, at th a 
waite etna e —— time we pointed out that that degree of 
July 1 29.2 Six months ago 138.3 July 129.6 Six monthsago 145.2 fill-up was unusually strong and resulted 
June 129.5 Yearago 146.2 June 134.1 Yearago 152.0 ; : . ; 
, largely from anxiety over fueloil supply. 
The marketers reporting this month 
OILBURNER PRICES COMPARED TO GENERAL INDEXES The marketers reporting this mont 
: oaaniaiial point out that a little over 7% of their 
O/LBURNER PRICES - RETA/L CONVERS/ON BURNER ~JAN. 1940= 100 ees or : atic deliverics have 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939=100 ------------- customers on automatic deliveries Nave 
CONSTRUCTION COSTS — RESIDENTIAL — DEPT. OF COMMERCE — 1939 =100 —--——-—— asked that their tanks not ke filled until 
COST OF LIVING — BUREAU OF LABOR STATISTICS — 1935-39 =100 cxxccccx0000000020000000 
fall, or in other words that the auto- 
250 250 ; , 
matic system be suspended until the fuel 
is actually needed. Since about three: 
225 225 : ‘ 
a fourths of all domestic consumers are 
on an automatic delivery basis, this 7% 
an salad who have held back are equivalent to 
f ‘ about 5% of all fueloil customers. That 
ra Ww . - * 
Q 175 175.0 then is the effect on consumer stocks of 
¢ : the price uncertainty so far as autom atic 
150 150 delivery customers are concerned. There 
is no way to determine the so ( the 
125 sit price problem on the one-fourth o! cus’ 
to tomers not on automatic delivery. Most 
aie ct +- on of them do not as a rule fill up in the 
JAN MAR MAY JUL SEP NOV JAN MAR MAY JUL SEP NOV JAN MAR MAY JUL SEP NOV summer, so the maximum effect of price 
1947 1948 1949 . 1 | , 
uncertainty on that group could })irdls 
September 
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iccount for more than another 5% in 
the overall picture. Thus the entire hold- 
back on the part of consumers will be 


in the range from 3 to 4 million barrels 
in the area East of the Rockies. 


There was considerable concern at 
the start of the season over customers 
becoming dissatisfied when they re- 
ceived automatic deliveries on normal 
dates and learned a few days later that 
the price had dropped. Only 15% of the 
reporting fueloil distributors say that 
they had any significant number of com- 
plaints from customers on that score. 
The other 85% after a summer's experi- 
ence found the whole problem of little 
consequence. Asked if they fell in line 
with the majors and now guarantce con- 
sumer prices against drop to October 1, 
approximately five-sixths of the compa- 
nies say they do and one-sixth that they 
do not. 

DEALER BULK STORAGE: Approximate- 
ly 38% of the fueloil distributors say 
that on August 1 their own bulk tanks 
were as near empty as possible. Another 
32% say that on that date they were 
unusually well filled, and the remaining 
30% say that the condition was aver- 
age with no particular attempt to be 
either empty or well filled. 

Asked about their present thinking 
on what they should do over the follow- 
ing sixty days, 41% said that they would 
keep their bulk tanks as full as possible 
during August and September while 
the other 59% had no intention to fill 
up. These figures are to be looked at in 
the light of another statement by the 
same group in which 90% say that their 
costs are guaranteed against loss to them 
during the period. It is increasingly ap- 
parent with the passing summer months 
that the guaranteed price program has 
not been very effective to get tanks filled. 

OILBURNER SELLING: As the industry 
approaches its peak months for sales 
volume, considerable merchandising ac- 
tivity is apparent in all sections of the 
country. Among the dealers reporting, 
69°% or a little over two-thirds say that 
they are now actively driving for busi- 
ness while the remaining 31% of the 
dealers are content to coast through the 
season. It is evident that an expanding 
dezree of actual marketing is in prog- 
ress after so many years in which the 
industry did not have to sell. 

Asked for details on just what they 


Oilburner and Building Permits 


OILBURNERS———-— —————DWELLINGS 
July 7 MONTHS July 7 MONTHS 
1949 1948 1949 1948 1949 1948 1949 1948 
53 17 zi / Albany, N. Y. 64 ee ue ted 
429 223 2791 964 Baltimore, Md. 159 351 1282 2779 
¥: =e ns ’ Binghamton, N. Y. 10 30 63 78 
es Bloomfield, N. J. 8 13 38 53 
aie 3595 ate a Boston, Mass. 30 37 208 208 
66 72 388 402 Bridgeport, Conn. ¥ os Ss ase 
a es 3p es Buffalo, N. Y. 52 27 209 189 
oe Des Moines, Ia. - 147 99 665 574 
Ss 719 ee ae Detroit, Mich. 1169 727 6259 4873 
38 22 257 269 Elizabeth, N. J. + 8 Za 17 
33 23 148 114 Freeport, N. Y. oe 2 ne tp 
2 43 es Greenwich, Conn. an 48 107 167 
nis a on Pe Hackensack, N. J. 4 1 30 31 
12 48 525 516 Hartford, Conn. 3 ns ry ae 
wi 2% - , Hudson County, N. J. is és ne ‘ic 
17 23. «144 84 Irvington, N. J. int 4 15 36 
ee - ze Lynn, Mass. 29 18 107 97 
6 17 rt re Mer-den, Conn. as as a de 
303 167 1698 925 Milwaukee, Wisc. 216 130 P 1100 
67 93 415 571 Minneapolis, Minn. 131 152 820 802 
22 18 115 132 Montclair, N. J. or a 1 és 
a re a ds Morristown, N. J. wi 1 ra 8 
28 24 197 113 Mt. Vernon. N. Y. ; oe me 
ad F y we Newark, N. J. 
83 28 544 376 New Bedford, Mass. 
42 47 244 200 New Haven, Conn. 
0 ne 0 New Orleans, La. ae ar ne & 
24 9 135 75 New Rochelle, N. Y. 1 9 31 53 
, 4029 .. 33,209 New York City (total) - $d aa i 
—~. See -. 30908 Brooklyn-Queens 
508 312 2888 2301 Manhattan Bronx, Rchd ‘is oa ‘i wa 
108 171 732 836 Norfolk, Va. 34 51 414 356 
” 3 oe 8 Oakland, Calif. AP ~ oy Si 
59 51 2 607 Omaha, Neb. 49 59 ah 468 
24 17 88 77 Orange, N. J. va 1 pa 8 
28 25 163 135 Passaic, N. J. oe re ie £é 
67 56 367 236 Paterson. N. J. 10 11 60 61 
989 538 4084 2589 Philadelphia, Pa. ae aa ies -P 
ie ai a ~ Plainfield. N. J. 27 11 63 55 
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are doing to promote sales at this peak 
of the season, 54% of the dealers say 
that their men are doing some canvass- 
ing, 70% are advertising, 36% have di- 
rect mail campaigns and 18% say that 
in their markets they have cooperative 
or group promotional activities under- 
way. 

COMMENTS: Typical comments from 
dealers on questions of the month are 
... “Cannot think of anything bad 
enough to say about the summer dis- 


count plan”... “We are nct advertis- 
ing at this time because we have all the 
work we can handle for the next two 
months” . . . “Too many ice dzalers are 
underselling and misrepresenting (ap- 
parently fueloil)” . . . “Business is on 
the up-grade but there are plenty of 
price buyers” . . . “Most of our new 
business comes through old customers 
and with very little promotion our busi- 
ness has grown each year”. . . “Quite a 
(Continued on page 157) 
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LOOK at what Superfex gives you 


CHOICE of the exclusive “Homogen-Air” three-stage fire 
with synchronized blower*; two-stage system or gravity 
furnaces, either gas or oil fired. 


CHOICE of basement furnaces, floor furnaces, high-boys or 
suspended units. 


CHOICE of vaporizing or gun-type oil burners. 
CHOICE of complete furnaces or conversion burners. 


CHOICE of natural, manufactured or L.P. gas burners. 


HIGHEST QUALITY CONSTRUCTION; stainless steel oil burner 
parts; high efficiency heat exchangers; Double-wall casings 
of heavy gauge steel; Sealed-to-steel baked enamel finish. 





AND heating engineering service backed by the finest 
development laboratory in the industry. 






*The Superfex “Homogen-Air” 
is the only system that continu- 
ously delivers the right amount of 
heat from a three-stage fire, and 
continuously circulates it. “Homo- 
genized” effect of constant mixing 
gives even heating with never 
more than 4° difference, floor to 
ceiling. The most critical buyer 
likes the added VALUE in this 


extra comfort at less cost. 





















Every Season Is Your 
Busy Season With Superfex 









MODEL 62 Gas, 100,000 BTU. Input 











With this complete line, you can be GLAD that customers 
are getting tougher about the VALUE they get for their 
money. The PLUS features of Superfex, the things no other 
furnace has, provide Superfex dealers with the greatest 
heating values in ANY kind of a market. 
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Margins and Marketing 


Some Problems in Distributing Fueloil 


by 
Robert G. Elmslie* 


This article is a summary of develop- 
ments in the marketing of fueloils in the 
Pacific Northwest with particular em- 
phasis on fueloil dealer and distributor 
relations with their competitor-suppliers. 
Mr. Elmslie also reports on a recent case 
study of costs-of-operation, showing the 
dealers’ present vulnerable position in a 
weakening price market. The study in- 
cludes firms handling stove oil (PS 100), 
diesel or furnace oil (PS 200), and light 
and heavy residual oils (PS 300 and 
400), during the calendar year of 1948. 


O.. FUEL ECONOMY and expansion 
in the Pacific Northwest, unlike Eastern 
markets, has been dependent on only one 
supply source; the narrow producing 
confines of central and southern Cali- 
fornia. Some half dozen or so major oil 
companies produce, refine and market 
their products without fear of external 
domestic competition upsetting their 
general plan of distribution. Oil heat 
development on the Pacific Coast has 
been retarded by competitive fuels and 
price influences. 

With considerably colder winters and 
reasonable proximity to the low cost 
coal producing areas of Canada, Mon- 
tana, Wyoming and Utah, the inland 
market of Eastern Washington, Eastern 
Oregon and Idaho developed from a 
wood consuming area in rural sections 
to coal consuming urban centers. Oil 
was transported by tanker to the Lower 
Columbia River, up the river in barges 
and trans-shipped in tank cars or truck 
transports to major metropolitan cen- 
ters. Freight transportation costs to these 
inland areas placed oil at a disadvantage 
pricewise to wood and coal. 

While major terminals, Seattle, Ta- 


_*Manager, Oil Fuel Dealers’ Credit Asso- 
ciation, Seattle 1, Washington. 


coma, Bellingham, Everett and Port- 
land are supplied directly by tankers 
from California points, two extremely 
competitive fuels dictated general price 
levels during the °20’s and °30’s. First— 
mill-waste wood products, slabwood 
and sawdust, marginally produced forest 
wood by farmers, etc. Pre-war price 
levels on slabwood along the entire coast 
area probably averaged $5.00 per cord 
delivered to the consumer. Some areas 
were as low as $3.00 per cord at the 
beginning of World War II. Sawdust 
was equally low, averaging $4.00 per 
unit (200 cu. ft.), delivered to the con- 
sumer. The average householder would 
burn from eight to twelve cords or units 
a year for space heating. Second. Prox- 
imity of Washington coal to principal 
metropolitan markets—pre-war prices 
for coals, Seattle, Tacoma, and Belling- 
ham—$7.50 to $9.00 per ton for stoker 
coals—$8.00 to $12 for prepared coals. 


Oil Prices Pre-War 


Asa result, during the °30’s, major oil 
companies’ posted selling prices on mid- 
dle-range oils were unnaturally de- 
pressed by competitive fuels, and grad- 
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in the Northwest 


ual oil heat expansion was only through 
intensive selling effort by the dealers. 
At the beginning of World War II, the 
prevailing price close to tanker terminals 
in the Pacific Northwest for furnace 
oils was approximately 614-6l14¢ per 
gallon, with stove oils selling for about 
a cent more. At the same time, light 
(PS 300) fuel oil sold for between $1.05 
and $1.35 a barrel. Heavy fuel oil, PS 
400, the same as eastern No. 6, was gen- 
erally 20¢ per barrel lower in selling 
price. In the Inland Empire, price levels 
were somewhat higher due to reship- 
ment transportation costs. 


Fuel Prices—War Years 


During the war years, with prices 
frozen, major oil companies were unable 
to increase realizations for the middle 
range fuels. Standardization of lower 
octane ratings of gasolines gave refiners 
a material increase for the light end 
products. To match that more lucra- 
tive return and to prevent serious di- 
version of distillate stocks into gasolines, 
OPA granted a #¢ per gallon increase 
on furnace and stove oil during the last 
year of price control—a very healthy 
increase. During this period, some of 
the major suppliers on the Coast made 
studies of competitive fuel costs and 
prices throughout the entire Northwest. 
These studies influenced their thinking 
as to possible future returns. The studies 
were based on the then existing rela- 
tionships between oil as a fuel and other 
fuel supplies. This was both unfortunate 
and, we feel, unwise, since comparisons 
among fuels did not reflect normal com- 
petitive conditions. 

The rapid expansion of shipbuilding 
and airplane manufacturing on the 
Coast, caused a resultant tremendous 
influx of population. The heating fuel 
requirements of these people could not 
be met by oil, they had to be supplied 
by either coal, wood, or sawdust. These 
fuels were, therefore, increased in price 
beyond normal levels to encourage mar- 
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ginal production and distribution from 
remote sources. For example, sawdust, 
selling at $4.00 per unit, slabwood at 
$5.00 per cord, and prepared coals at 
$10.00 to $12.00 per ton, during the 
war were increased, in some cases, over 
100%. These fuels then, were the price 
yardstick upon which major supplying 
companies based thinking on future 
levels of oil pricing. 


Post-War Prices 


The householder was caught at the 
war’s end in an artificially high and fre- 
quently short fuel market. He was 
anxious to convert to oil heat—to get 
away from both the annoyance and the 
suddenly high cost, hand fired heating 
plant. His conversion to oil heat with 





lower annual costs was short lived— 
with the end of wartime price controls, 
dealers and consumers in the Northwest 
experienced a rapidly accelerating pace 
of price increases on all types of heating 
oils. Major suppliers were beginning to 
use the studies they had made of com- 
parative fuel prices. At the present time, 
fuel oil price levels throughout the 
Northwest are more than 100% higher 
than during the war years. This rapid 
increase created pressing problems of 
consumer relations—the more so be- 
cause they came so fast after the war and 
from an admittedly low level. Very 
poor judgment was exercised by the ma- 
jor companies in such precipitous price 
increases. At the same time that the deal- 
ers were experiencing these price in- 
creases, they were being squeezed mar- 
gin-wise by increased labor and equip- 
ment costs. 

It must be remembered that during 
the entire pre-war and post-war period 
the distributors did not have a free elec- 
tion to determine prices at the retail 
level. Major oil companies, their sup- 
pliers, posted prices in each community 
for various products supplied that 
community. They religiously guarded 
against any dealer increase in margins 
by continuing the set practice of grant- 
ing only nominal discounts from their 
posted retail prices. While the distribu- 
tor was the primary factor in expanding 
the market and creating demand for oil 
heat and oil products, the major con- 
tinued his competitive role of supplying 
part of the market through company 
owned facilities. In many communities, 
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the major supplier was in direct retail 
competition with his dealers. 

With most oil products originating in 
California under the control of five or 
six major refiners, there is no incentive 
for the independent dealer to buy or 
own storage facilities. Unlike eastern 
marketing centers, he cannot take ad- 
vantage of “free” or spot oils on the 
market—there are none. 


As the dealers’ business grew and ab- 
sorbed a greater percentage of the vol- 
ume in the market, the majors business 
declined. The independent dealer now 
handles 80% or more of the entire heat- 
ing oil market, with the major supplier 
handling 20% or less. 

The frantic rush of the majors to in- 
crease oil prices to a “parity” with other 
fuels in the post-war years disregarded 
certain basic reasons for those tempo- 
rarily higher fuels. They disregarded 
also definite cost increases of the dealers 
—that is operating cost increases—labor 
— facilities —— equipment. The dealer 
position percentage-wise would not have 
deteriorated so badly if the major sup- 
pliers had granted normal increased 
margins as they advanced, step-by-step 
their retail posted price levels. It is true 
that dealers received somewhat larger 
margins dollar-and-cent-wise than they 
had received prior to the war, but these 
were not in proportion to the increased 
costs of operation. 


As a matter of fact, the dealers lost 
ground very rapidly percentage-wise on 
margin return. Pre-war, the dealers had 
from 244¢ to 2/4¢ margin on furnace 
oils, with a cost roughly of 4¢, and a sell- 
ing price of 644¢ to 6'4¢. This resulted 
in a selling price percentage return of 
from 36% to 39%. A slightly higher 
margin was enjoyed on stove oils, and 
the average return per barrel of indus- 
trial fuels was approximately 40¢. It 
takes little imagination to evaluate the 
relative dealer position, then and now, 
in terms of investment and capital re- 
quired to cover operating costs. Today 
furnace oils cost 9¢ plus, and posted 
prices in this community are .112 per 
gallon (500 gallons up), the dealers’ 
margin is less than 20%. Stove oils cost- 
ing 10¢ plus, with posted prices of .127, 
the dealer has roughly 21%. Obviously, 
the dealer could not continue to operate 
on this price structure. In the last year 
and a half the dealer was forced into 


selling at premium prices over the ma- 
jor’s posted price in the community. 
During periods of semi-shortage of 
product, it was comparatively easy for 
the dealer to maintain his volume of 
business and to sell at premium prices. 
When oil supplies become free, the 
problem is magnified disproportionately 
to the part each plays in supplying th« 
market. The lowest price, particularly 
when it is the major oil company’s post 
ing becomes the going price in the com- 
munity. It, in effect, dictates the price 
levels at which the dealer can sell his 
product. 


Cost-Of-Operation Study 


In the study we are examining, deal- 
ers in the Seattle market area had 
reached a rather general premium post- 
ing of .006 cents on furnace oils and 
.008 cents on stove oils. These premiums 
were only on the smaller deliveries; i.e., 
seven barrel tanks and smaller in diesel 
oil, and two and three drum deliveries 
in stove oil. On the 500 gallon and up 
bracket the dealers were forced to main- 
tain the majors posted prices. However, 
the smaller sized deliveries probably ac- 
counted for 80% of the dealers’ total 
deliveries. This is an extremely un- 
healthy position. As economic conditions 
tighten, the dealer has greater difficulty 
in getting such a premium without seri- 
ous loss of customers and volume. 


Some 12 dealers are represented in 
this study, ranging from the smallest 
sized dealer in the market, handling 
roughly one million gallons of fuel a 
year to one of the largest distributors in 
the market. The total gallonage of the 
twelve dealers for the year was approx! 
mately 48,500,000 gallons, including 
12,500,000 gallons of stove oil, 26,750,- 
000 gallons of furnace oil, and the bal- 
ance of other grades. The significance 
of this study is that these representative 
better dealer operations were treading 
on thin ice profit-wise, in spite of the 
premium they were getting during the 
calendar year of 1948. The average op- 
erating profit of these dealers before 
taxes or interest was barely 5%, or 
slightly over Y2¢ per gallon. If we con 
sider their returns after taxes, this re’ 
turn would drop to 314%, or less than 
40¢ per hundred gallons. 


When we consider that the dealer 
(Continued on page 158) 
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Buying the Right Oil Truck 


There Are Several Considerations Besides Cost and Glamour 


by 


George Clement* 


= NO TWO DEALERS’ delivery 
equipment requirements are exactly the 
same, even in a single locality. In an ar- 
ticle of this kind, reaching dealers all 
over the country, it is impossible to even 
suggest what type, size or make of equip- 
ment is most desirable. We will attempt, 
however, to cover some of the points to 
be considered and offer some suggestions 
which we have found helpful over some 
20 years of operating fuel oil delivery 
equipment. 

One of the first and most controver- 
sial issues is “What size fuel oil trucks 
are most economical to operate?” In con- 
sidering the matter of size, it is well to 
remember that a fuel oil truck serves 
two major functions. First, it is used as 
a means of hauling the product from the 
loading point to the place of delivery. 
Secondly, at each delivery point it serves 
as a device for pumping, metering and 
controlling the flow of oil into the cus- 
tomer’s storage tank. This second func- 
tion can be performed just as well by 
the smaller as by the larger truck. While 
it costs more money per mile to operate 
a large truck than a small one, in many 
cases, enough miles can be saved by 
using larger trucks to more than offset 
the higher cost per mile. The objective 
should be to determine the size truck 
that will provide the lowest cost per gal- 
lon for deliveries. 

It is not too difficult to make a study 
of this problem. One method is to obtain 
a map of the city or locality to be served 
(an automobile road map may serve the 
purpose). Locate and mark oil terminals 
and loading points. Indicate on the map 
the centers of the neighborhoods or areas 
Where your customers are located. If 
your delivery area is in a large city, one 
method we have found to be accurate 
is to select every 10th or 20th fuel oil 
customer from an alphabetical list and 
locate such stops on the map. 


*General Manager, Modern Heat and Fuel 
Co., Philadelphia. 


_ When the map is so marked, it should 
first be examined critically as to the loca- 
tion of the oil loading point or points 
in relation to the delivery areas. It may 
be possible to arrange to load oil in your 
trucks at a point nearer your delivery 
areas, or to load oil at two or more 
points instead of one. Considerable sav- 
ings in delivery expenses can often be 
made in this way. 

Having settled on the loading points, 
trace and measure a few typical trips for 
various size trucks (1,000, 1,500, 2,000, 
2,500, 3,000 and possibly 4,000 gallons 
capacity) starting at the loading point, 
then to a group of customers in a cer- 
tain area until the truck is empty, then 
back to the loading point, etc. 

The larger trucks usually show up as 
delivering more gallons of oil per mile 
travelled, but we must next consider the 
cost per mile of operating each size 
truck. It is best to obtain this informa- 
tion in your own area. If you do not 
have operating cost figures of your own, 
for comparative purposes, the following 
figures represent averages of several 
Philadelphia operators and may be of 
some help: 

1,000 gallon trucks—18¢ per mile 
1,500 gallon trucks—23¢ per mile 
2,000 gallon trucks—27¢ pe: mile 

After you have determined which 

size truck shows the lowest cost per gal- 





lon of oil delivered, consideration should 
be given to some of the following factors 
as they apply in your locality before de- 
ciding what size trucks fit your particu- 
lar operations. 
1. Larger trucks require a greater 
capital investment. 
. Larger trucks usually last longer. 
. Larger trucks require more skillful 
drivers. 


uw Ww 


4.In suburban and rural areas cus- 
tomers often dislike very large 
trucks using their driveways. 

. Check the maximum weight limits 


“tI 


and other truck laws in your state. 
In some states the weight law will 
not permit operating a conven- 
tional two axle truck of more than 
2,000 gailon tank capacity. Greater 
tank capacity may be permitted on 
three axles, but consider the prob: 
lems. of traction on ice, snow ang 
mud. Also consider the availability 
of parts and service on third axle 
equipment in your area. 

6.In the 4,000 gallon class it will 
usually be found necessary to go 
to tractor trailer operations. This 
type of vehicle involves some prob- 
lems in pumping equipment (de- 
scribed later) and requires more 
skillful operators. You will have to 
bear in mind that such vehicles may 
not be able to deliver to all cus- 


A typical 2,000 gal., cab-over-engine light oil delivery truck, showing the skeleton 
skirting used by Modern Heat & Fuel Company. 
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tomers in an area because of long 
x winding driveways and may 
prove to be impractical in mid-city 
areas where trafic is congested, 
streets are narrow or where park- 
ing is a problem. 

Consideration of the above factors as 
they apply in your area should be of 
some help in determining what size 
trucks to operate. Before leaving the sub- 
ject, however, we would like to suggest 
that even though large trucks may seem 
more attractive in your operation from 
an economical standpoint, it is well to 
have at least one small truck for emer- 
gency deliveries during off peak periods 
such as nights, Sundays and holidays. 


What Make and Type of Truck 
Should We Buy? 


This is a favorite topic of discussion 
whenever truck operators get together. 
In our opinion, the highly competitive 
situation that exists in the truck market 
more or less guarantees that you get your 
money's worth no matter what make of 
truck you decide to buy. 

We believe there are two important 
things to consider in deciding what 
trucks to buy: 1. Select a make that is 
well represented in your locality either 





This 1,020 gal. cab-over-engine model 

requires no more parking space than an 

ordinary passenger car and is used for 
mid-city deliveries. 


by a well established dealer or by a fac- 
tory branch which has a record of op- 
erating over a number of years without 
frequent changes in management and 
operating personnel, 2. It is advisable for 
many reasons, but particularly if you 
do your own maintenance and repairs, 
to continue to buy the same make of 
truck year after year. We have found it 
impractical to follow this practice with- 
out deviation but out of some thirty oil 
trucks, twenty-four are of one make. 
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We do most of our own maintenance at 
night and with a relatively small stock 
of parts such as axles, springs, etc., we 
can complete most repair jobs in time 
for the truck to go to work first thing 
in the morning. 


Another rule we have found it wise 
to follow, and this again applies pri- 
marily if you do your own maintenance 
work, is not to buy a large number of 
new trucks at one time. The older a 
truck becomes the more repairs are re- 
quired. Planned replacement of a certain 


Another cab-over-engine model whose 
cab tilts forward to facilitate service and 
maintenance. 


percentage of your fleet each year will 
keep the work load of your maintenance 
force at a more or less constant level. 


Now let’s consider the type of vehi- 
cle. We deliver fueloil in rural and sub- 
urban areas with conventional two axle 
trucks of about 2,000 gallon capacity. 
This is about the maximum weight for 
two axle trucks in Pennsylvania. We 
also deliver oil in the city and in the 
very congested downtown section of 
Philadelphia. We have found the cab- 
over-engine or C.O.E. type of truck su- 
perior for this type of work, C.O.E. 
trucks are shorter in wheel base and in 
overall length and can be parked more 
easily. They have a much shorter turning 
radius and can be maneuvered more 
easily in heavy trafic and narrow mid- 
city streets. 


They have another advantage, often 
overlooked—because the driver sits high- 
er in a C.O.E., he has better visibility 
and can often see over the tops of sev- 
eral cars ahead—thus he can anticipate 
quick stops. Many of our C.O.E. trucks 


carry 2,000 gallon tanks, but we use a 
1,020 gallon C.O.E. with a 105” wheel- 
base in the heavily congested section of 
mid-city and in spite of all the traffic 
jams the driver of this unit averages 
four loads a day. 

Why not use C.O.E. trucks exciusive- 
ly? They have disadvantages too. They 
cost somewhat more than conventional 
trucks and because of their shorter 
wheelbase do not hold the road as well 
at higher speeds in rural areas, particu 
larly when the roads are slippery. On 
most C.O.E. trucks the motors are less 
accessible for maintenance. One manu- 
facturer has, however, licked this prob- 
lem by building a C.O.E. so the cab can 
be tilted completely out of the way hy- 
draulically, thus providing even better 
accessibility than can be found in con- 
ventional trucks. 

The use of a third axle will in most 
states permit the use of 2,500 or 3,000 
gallon tanks. In some areas these units 
are used quite extensively and may be 
economical to operate, particularly for 
larger dealers with high volume. We 
have not had any experience with these 
units and are reluctant to try them be- 
cause of their relatively high initial cost. 


Some operators are using tractor trail- 
er units of around 4,000 gallons for 
delivering light oil to household accounts 
with apparent success. We tried one for 
one season a few years ago, used it on 
several different routes and found that 
on each route there were numerous stops 
that could not be made with such a unit. 
Another smaller truck, consequently, 
had to be sent out to cover them. That 
used up all the miles we saved and we 
discontinued the practice. 


We do, however, use a number of 
tractor trailer units for delivering heavy 
oil to commercial and industrial con- 
sumers. One point in favor of this type 
of equipment is its flexibility. In the 
event of motor, clutch or transmission 
trouble it is frequently possible to ob- 
tain another tractor on a temporary 
basis until repairs can be made, thus 
keeping the unit in service. There is also 
the possibility of finding an operator or 
hauling contractor who has surplus trac’ 
tors during the heating season. The trac’ 
tors can then be leased for the season and 
only the trailers owned outright. 

Before purchasing a tank truck chas- 

(Continued on page 153) 
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Finding the Prospect 


Canvassing Is the Surest Way to Make Enough New Friends 


by 
Ray Horan 


Ox: OF THE FIRST PROBLEMS facing 
the new salesman as he leaves the shel- 
tered life of the dealer’s classroom will 
be to establish a system for finding pros- 
pects. Considering the amount of his 
time, and the dealer’s money, invested 
in the man up to this point in his career, 
there must be a system for finding pros- 
pects. It cannot be left to chance. No 
man has relatives enough to make him a 
successful salesman. He must be taught 
to make new friends and acquaintances 
on a schedule that will keep him busy, 
and provide a continuing source of peo- 
ple to talk to. Without such a stream of 
prospects all his training is worthless. 

Essentially prospecting is only the 
process of making friends systematical- 
ly. Some men make friends easily; some 
find it hard to strike up a conversation 
with strangers, and others find it nearly 
impossible. Those in the latter classifica- 
tion never should attempt to make a liv- 
ing in sales work. Those who like people 
and can talk to them easily—or with lit- 
tle dificulty—can be trained to sell. 

The importance of this point too 
often is overlooked by experienced men. 
Few people buy oilheating equipment 
from strangers. That is mainly why so 
few oilburner and unit sales are made 
on the first call. The unit of sale is rela- 
tively high, and people do not buy from 
$300 to $1500 worth of merchandise 
from salesmen they do not feel they 
know. As a rule they do not change 
their way of life on the word of a 
stranger, or allow casual visitors to make 
major alterations in their dream houses. 
The introduction to oilheating is an im- 
portant step in most families’ lives. They 
must have confidence in the man to 
whom they entrust this step. 

So, in this essay on “prospecting” let’s 
keep in mind that the term is a mis- 
nomer. Finding a prospect, and even- 
tually a customer, is the end result, but 
the immediate aim is to make a new ac- 
quaintance, start to build confidence. 


Prospecting frequently is used as a 
synonym for canvassing. Canvassing 
properly means door-to-door selling ac- 
tivity. As applied to our selling activity 
canvassing also is a misnomer. We are 
not “selling door-to-door” but calling 
door-to-door, store-to-store, and factory- 
to-factory to make new friends with 
whom we expect to live for a long time. 





"Finding a prospect, and eventually a 

customer, is the end result, but the im- 

mediate aim is to make a new acquaint- 
ance, start to build confidence. 


Instead of ringing doorbells we might 
simply stand on a drugstore corner and 
try to start a conversation with every- 
one who stopped to look in the window. 
Of course we would find many who 
would not talk, others who were visitors 
in town, the usual number of people liv- 
ing in apartments, and a percentage of 
characters who needed “a dime for a 
cup of coffee.” By the end of the day 
the number of qualified people we had 
found in this way—people we wanted 








to know and to know us better—would 
be disappointingly small. 

We might stand in the cigar store and 
start conversations with strangers, but 
apart from annoying the proprietor, we 
would be disappointed. The field is too 
thin, and we need to make the acquaint- 
ance of people who can buy. There have 
been numerous tricks invented to avoid 
doing the obvious and necessary thing, 
but all of them fall far short of the need. 
The only sure way to make friends with 
people who can buy is to call on them 
at their homes. 

There is no real oilburner salesman 
in the country who does not fall back 
on cold canvass as the last resort, but 
too many do not practice it regularly. 
The new man should be trained prop- 
erly. He should make a habit of calling 
on a few homes each day or every other 
day—depending on his needs—to keep 
his list of acquaintances growing at a 
constant rate. There is no substitute. 

Occasionally a man will be found 
who likes to canvass and will spend too 
much time finding prospects and too 
little selling them. It is almost as bad to 
have too many prospects as too few. 
Any salesman with too many prospects 
invariably reduces the work applied to 
each one, and eventually comes to the 
point where he is doing no intensive 
selling at all. 

What is needed is a system for a man 
that will produce two or three new 
possibilities each day. These possibili- 
ties can only be explored, sold or elimi- 
nated at the rate of two or three a day. 
Only by direct contact with suspects at 
their homes can a man be sure of creat- 
ing possibilities as constantly as his sales 
work will eliminate them. There are 
other points in favor of canvassing. 

This direct contact method of pros- 
pecting tends to concentrate a man’s ef- 
fort in one area. His chief asset is his 
time, and it should be spent as much as 
possible in the presence of people who 
can buy, not in traveling. Some sales- 
men have made it a practice to concen- 
trate selling effort on friends and rela- 
tives of people previously, contacted. 
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They soon find their prospects are scat- 
tered over too wide an area, and half 
their time is spent in travel. 

Canvassing uncovers a larger per- 
centage of people who are not presently 
talking to competitors. Prospects devel- 
oped by cold canvass usually are not 
shopping. They are usually sold without 
calling in the competition, but without 
direct contact with the people in a sales 
territory, competition will be selling 
them before they are found by our new 
man. 

Salesmen are able to select those pros- 
pects from canvass calls that he can sell 
best. It is understood that no one sales- 
man can sell every type of prospect. 
Personalities sometimes clash and 
whether it is the prospect who does not 
like the salesman or vice versa makes 
little difference. Every salesman should 
do his very best with all the people he 
meets, but he can find those most easy 
for him to sell only by calling on them. 


Canvassing—Positive, Reliable 


The canvass method is positive and 
reliable. It develops prospects as needed 
and in the quantity desired. Further, it 
brings the salesman in contact with the 
wife who will influence the sale prob- 
ably more than the husband. It locates 
old installations ready for replacement. 
It makes possible a reliable source of 
leads the year around, and last but not 
least, it develops salesmanship and ver- 
satility as nothing else can. 

Every experienced man has his own 
ideas about the best time to canvass, but 
most agree that the morning between 9 
and 12 as the most reliable. First, the 
salesman is rested physically and he is 
more alert. Next, housewives usually 
are at home during these hours and the 
kids are at school, or demanding less at- 
tention than they may at other times of 
day. In warm weather canvassing can 
be done in the early evening when peo- 
ple may be found around the grounds 
or resting at home. Many people can be 
contacted at this time who are not avail- 
able at home during the day. It is the 
best time for call-backs on those who 
could not be seen during the morning 
hours. 

A type of canvass call that should not 
be neglected—and too often is—is on 
the store properties in town. Canvassing 
store property is different from calling 
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on homeowners. In most cases the store 
is not owned by the tenant, though if 
the tenant has a long lease he may be 
a good prospect. Usually this type of 
sale also involves the landlord and some 
discussion of new leases. Store owners 
or tenants should be seen early in the 
morning. Most of them have trouble get- 
ting up heat in the morning after the 
fire has been banked all night, and the 
proprietor has more time for discussion 
before the customers start coming in. 

In blocks of stores with apartments 
upstairs both the store and the living 
space frequently is served by one heat- 
ing plant. Heat is kept up all night or 
until late at night and fired again in the 
morning. Usually the tenant upstairs 
has to handle the fire, and gets a reduc- 
tion in rent for his services. But whether 
the tenant fires the furnace or it is done 
by an outside janitor, automatic heat 
can show a handsome return on the 
investment. 

Commercial-establishments offer a va- 
riety of prospects with needs ranging 
from supplying hot water for the bar- 
ber shop to fixing. the Boiler i in theypower 
plant. Garages, ‘laundries, ‘banks and 
office buildings all need’ heat and hot 
water. The field is limited — by the 
salesman’s imagination. 


D hey 
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Other Obvious Sources . 


There are other obvious sources of 
oilheating prospects the new salesman 
should be taught to use. The real estate 
office can supply leads if proper incen- 
tive is offered to make it worth while. 
Interior decorators know where altera- 
tions are being made, and though it 
would be better if the salesman had 
called on the family before the redeco- 
rating were settled, there still is a chance 
of including a new heating plant in the 
renovations. 

Secretaries of clubs and fraternal or- 
ganizations frequently know prospects 
they can turn over to the salesman, pro- 
viding he makes it worth while. Re- 
frigerator service men, insurance men, 
and even the milkman may have leads 
that can be turned into sales. All these 
sources should be used by the alert sales- 
man. It must be his job to know as many 
as possible of the people who live or 
have businesses in his territory. He must 
be coached to look for opportunities to 
increase his acquaintanceship in his area. 


The new salesman also must be taught 
to keep his record of calls in such a way 
that he can tell easily the status of his 
prospects. Usually the dealer has a sys- 
tem of his own that salesmen are re- 
quired to follow. If not, the man should 
be taught to keep his own records. A 
small wooden file box separated into 
three sections can be used. A canvass 
call that develops a call-back generates a 
card in Section 1. When a presentation 
has been made but not closed the card 
moves into Section 2. Cards in Section 
3 may mean a closing attempt has been 
made without getting the order, and the 
prospect deserves another call to close. 
Cards that graduate from the file marked 
“Sold” present no problem. The others 
should be kept in a “Future” file for 
follow-up at a later date. The card file 
should be kept current and not allowed 
to become stuffed with deadwood. 

To sum up, there are many ways to 
develop prospects, but the new man will 
do well to consider all his calls as op- 
portunities to make friends. The best 
and most reliable method of contacting 
people to make their acquaintance is by 
making canvass calls. This method, used 
just enough to develop the two or three 
new prospects needed each day, provides 
a steady source of potential customers 
the year around. Prospects developed by 
advertising, by drop-ins at the show- 
room, and by chance acquaintances, 
should not be neglected, but neither 
should they be depended upon to sup- 
ply a salesman’s total prospecting needs. 


W. F. Brannan, president, Anchor 
Post Products, Inc., Baltimore, Md. and 
L. P. Hanson, general sales manager, 
U.S. Air Conditioning Corp., Minneap- 
olis, Minn., both are included on a fif- 
teen-man board acting as an advisory 
group for the first Plant Maintenance 
Show, to be held January 16 to 19 in 
Cleveland. A four-day conference on 
plant maintenance methods will be held 
concurrently with the show, for which 
more than fifty companies already have 
reserved space. 


A. F. Westerfield has been elected 
vice president, United States Radiator 
Corp., Detroit 26, Mich. He has spent 
his entire business life in the distribution 
of heating products and during the past 
twenty-three years was manager of the 
corporation’s Southern Branch. 


September 
1949 
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Rating Service Men 
When Men Know How They’ re Doing, Jobs Are More Interesting 


by 
Robert Gray 


ae A MAN BELIEVES that his par- 
ticular job doesn’t make much impres- 
sion in the large firm or industry that 
employs him, there’s little reason to take 
any special pride in the skill he might 
develop. This is particularly apparent in 
the service side of any business . . . that 
non-profit department that too many 
bosses look on as a necessary nuisance. 
A service man may not even have the 
satisfaction that comes to a man doing 
routine work in a factory, a cog-in-the- 
machine, because the cog at least knows 
that he’s helping to make a product that 
someone is going to brag about and sell 
at a profit. By the trouble-shooting na- 
ture of his work, the service man often 
senses that both the boss and the cus- 
tomer wish they didn’t need him around. 

This is another Sherwood Brothers 
story, another of the revelations that 
come through a study, year by year, of 
that Baltimore firm’s imagination and 
ingenuity. Through a system of analyz- 
ing the work done every month by each 
of 31 service men and taking steps both 
individually and collectively to cure the 
bad spots, the output per man hour has 
been raised 14% in the past 18 months, 
and the men are enthusiastic about the 
changes because their activities are get- 
ting a lot of attention from the top 
bosses. Now they’re on the team. 

The saving was not engineered for 
company profits, because John R. Sher- 
wood, company president, does not be- 
lieve in making money on service. He 
does want this department to break even 
while giving the customers the most 
possible for the money. It was not many 
years ago that Sherwood had an annual 
service contract at $10, including sum- 
mer overhaul, emergency service and 
parts. By steps, this has now gone up to 
$17.50, which he feels is too high, since 
Many thousands of customers live in 
small row houses and burn only 1,000 
gallons a year of fuel. The object, then, 
of the higher efficiency program is to be 


able to cut the annual charges and still 
hold good incomes for the men. 

The men belong to the International 
Assn. of Machinists, an independent 
union that the company rates as being 
on the level. Top service men get $1.75 
an hour with time and a half over 40 
hours, and they have two weeks vaca- 
tion, two weeks sick leave and seven 
paid holidays . . . in other words, extra 
good jobs worth holding. 

Along in the fall of 1947, Tom Car- 
son, mastermind of the company’s oil- 
heating and fueloil division, got the urge 
to try improving service department efh- 
ciency. The more he thought about it, 
the more he could see that before you 
start to improve something you should 
know what it is you want to improve. 
In other words he needed a yardstick of 
good service performance before he 
could start measuring. 


Endorsed by Men 


When the service men learned that 
their department and their individual 
activities were to become the subject of 
studies the reaction was surprising. Off- 
hand you'd say they would object, be- 
cause it would look like someone was 
about to make them work harder. . . 
but that viewpoint ignores the implica- 
tions in the first paragraph of this story. 
The men, as a matter of fact, were en- 
thusiastic . . . there were a lot of things 
they wanted cleared up for themselves. 

With the help of some of the service 
men and union stewards Carson worked 
out a simple plan that would measure 
the monthly output of each man. There 
was no previous standard against which 
to gauge this but it could be matched 
against the average of the group as a 
whole. In that way each man could know 
whether he was doing better or worse 
than the gang. 

It was not necessary to have a minute- 
ly accurate measuring system, so long as 
it was uniform and treated everyone 
alike. It was decided that all service calls 
would be divided into only three cate- 
gories. First would be all emergency 
calls, second would be overhaul jobs 





(cleanup and tuneup) and third would 
be combined inspection-and-miscellane- 
ous, which included all unidentified 
types. 

For each service call the service man 
is credited with $3.50 in revenue even 
though some individual calls are longer 
or shorter than others. For each overhaul 
job he is credited with $7.50. For all 
inspection and miscellaneous jobs the 
credit is at the rate of $3.50 per hour 
for as many hours as are needed. For 


‘every repeat call there is a charge-back 


against the man’s record of $3.50. To 
show how the rating system actually 
works, let’s take an individual, call him 
Jackson, and follow him through the 
month of December 1948. 


During the month Jack- 
son made 183 emer- 








a @ $3.50 $640.50 
14 overhaul jobs ..... @ 7.50 105.00 
35.25 hours inspection 

and miscellaneous .. @ 3.50 123.38 

Total credits .... $868.88 
Deduct 40 repeat calls @ 3.50 140.00 
Net credits ..... $728.88 


Jackson had during the month 262 
total hours. Dividing the net credit fig- 
ure of $728.88 by 221% hours we get 
$2.78 credit per productive hour and 
that is his rating for the month. It hap- 
pens that the average rating for all of 
the 31 men was $2.74, so Jackson is in 
the upper half. 

Each month a rating or report card 
is mailed to the man’s home, so that he 
can study it at his leisure and also com- 
pare it with his results in other months. 
There is another important advantage 
to the man in having an official record 
of his own rating compared to the group. 
If he at any time goes after another job, 
his official rating cards showing him 
above average in the Sherwood organ- 
ization would be pretty useful. 

To be sure and work the bugs out of 
the program, Carson kept records for a 
full year, from November 1947 to No- 
vember 1948, before he started sending 
out the rating cards to the men. 

When a man is rated below the group 
average it doesn’t mean much for one 
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This is a sample of the monthly record 
mailed to each man's home 


PERFORMANCE REPORT 


Date: Jan. 15, 1949 
Period: Dec., 1948 


Group Your 

Aver. Aver. 

Hours per Service Call .96 86 
Hours per Overhaul 2.09 2.11 
Hours Lost Time 22.38 40.50 

Per Cent of Repeat Calls 16 20 
PERFORMANCE POINTS 2.70 2.78 


Remarks: Your very good record on 
the first item was almost overcome by less 
favorable comparisons on the other three. 
At the first opportunity let’s check the 
lost time sheet. It’s a good card. 


T. E. CARSON 











or two months unless he’s near the bot- 
tom of the list. Even these men take to 
the idea with little resentment. They 
come in and talk things over with the 
supervisor . . . sometimes he goes out 
with them on some of their jobs to see 
how they do things. Sometimes he can 
point out short cuts that do good work 
in less time. Again it might be that a 
man had a tendency to stay around to 
“spit and polish” more than necessary 
after the real trouble had been fully cor- 
rected. 


Study Helps Records 


In checking to see how different men 
do specific jobs, some interesting facts 
came to light that have naturally led to 
standardization of some operations. Noz- 
zles, the chief source of emergency calls, 
have been explored from stem to stern, 
a lot of new things learned and put into 
practice. The men were having a lot of 
trouble with a particular make of relay. 
Investigation convinced them that the 
product was defective—not well made. 
Submitting their evidence to the manu- 
facturer, he was glad to change the con- 
struction of the control and to take off 
Sherwood’s shelf the remaining stock. 

Their pump experience was novel. 
They used to bring in pumps and swap 
them for rebuilt models. Carson felt that 
this cost too much, particularly to the 
consumer in higher annual 
charges. Now all pumps are repaired on 
the job, with much lower costs. To learn 
to do this work each man took a night 


service 


school course in pump maintenance. 
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Each month an analysis is made of the 
causes of service calls and a lot of search- 
ing is done to find ways to pull down 
the high ones. The table shows the list 
of reasons for the month of March this 
year. There were 3,105 calls out of a 
total of 17,000 customers in the city 
(Sherwood has another 3,000 in other 
parts of Maryland). About half of the 
calls were in six items—so these deserve 
attention. 

All of Sherwood’s service men work 
all over town. They start at different 
hours... 7 A.M., 8 A.M., 3:30 P.M. 
and midnight and all men rotate on these 
four shifts. Of the 31 men now in serv- 
ice, 19 have been with the company 10 
years or more. At the peak there were 
37 men... that was in the winter of 
1947-48. Last season the 31 men han- 
dled a total of 1,500 more accounts than 
had been cared for by the previous 37 
men. Not all of this improvement came 
because of the rating program for men. 
Some came through spreading annual 
clean-ups around the year so that there 
would be no slack season. Yet the rating 
plan has been responsible for an average 
improvement of around 14%. 

Some company averages might be use- 
ful to compare with your company rec- 
ords, so these figures are based on a study 
of a single month, December 1948, and 
covers 31 men. 


Average number of emergency calls 


aGled © atoar wianst senor eas 128 
Average number of annual overhaul 

ee eee ee eee 12 
Average number of inspection and 

mescellaneous Calls) <5. c.05e-5 2:60 5 


Average hours per call 





Emergency service «0.20 00s css 0.96 
Amal OVEENAUIS 95.65 a5os sors wi 2.09 
Inspection and miscellaneous .... 3.16 

Average hours worked 
TO CCLIVE ose are iecs 2 ee ogee! so 164.6 
POSEMGIGIE. cherie eci wis aw Sov es % eneueke 224 
EGtall per MAN + aii eves 187.0 


Repeat calls, 16% of total (compares 
with 25% previous year) 
Average miles driven during month 928 
The lost time hours during the month 
were divided: 


Not home 24.8% 
In shop 38.6 
Waiting parts 18.0 
Travel time 9.4 
Waiting a call it] 
ce Dal 
V'sit doctor 0.5 
Pick up parts 1.1 
Build up 1.4 


It was mentioned that average output 
or ratings for the group had risen 14%. 
This was based on five winter months 


from November to March, inclusive, of 
the past season compared with the one 
before. The average in the 1947-48 win- 
ter had been a rating of 2.22 and this 
past season it was 2.54. 

A number of the methods worked out 
by Carson and Oliver Travers, assistant 
general manager of oilheating, could be 
found in other well run organizations— 
particularly the idea of analyzing service 
calls to spot and correct weaknesses in 
procedure, but the program of rating the 
men is unique. They watch their batting 
averages just like ball players, not so 
much to be able to do better than some 
other man as to keep their ratings in the 
upper half of the group. They are not 
paid any more for this superior perform- 
ance... that is, paid in cash. But there 
is something even more important to 
some of them, the sense of personal satis- 
faction and security that comes from 
having definite proof of being above 


average . . . being good men. 





Causes of Service Calls 


March 1949 
No. of Calls 
Nozzles 408 
Relays 247 


Ignition 230 
Thermostat—plain 220 
Strainer 215 

Burner motor 163 
Pumps 131 

Oil leaks 124 

Out of oil 113 
Atomizer 101 
Aquastat 86 
Thermostat—clock 60 
Circulator motor 49 
Boiler clean 38 
Emergency switch 36 
Constant level valve 32 
Oil placement 31 
Water leak 30 

Fan 30 

Coupling shaft 25 
Installation 23 

Low water control 23 
Hearth, combustion chamber 21 
Water valve 20 

Oil valve 19 
Vibration noise 16 
Draft-O-Stat 15 
Comb. Fan & Limit 14 
Tankless heater 13 
Water tank 11 

Water feeder 6 
High fuel consumption 
Oil tank 

Airstat 

Radiation 
Pressurestat 
Modernization 


me MY Ww Ow oo 


Miscellaneous 439 





Total for month 3,015 
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Gas on Wheels 


Some Dealers See LPG as Parallel to Oilheating 


by 
A. E. Coburn 


I. YOU ARE thinking of getting into 
the liquefied petroleum gas business, as 
many dealers are these days, those who 
already are in it think there are some 
things you should know about its simi- 
larity and dissimilarity to the oilheating 
business. It is true that both LPG and 
fueloil are petroleum products; both are 
handled in bulk to consumers’ tanks and 
both are burned in domestic, commer- 
cial and industrial burners and appli- 
ances. The sale of fuel and burners for 
both petroleum products offers a poten- 
tial profit. About there the similarity 
stops. 

The chief difference between burn- 
ing oils and liquid gases is that distil- 
lates require a few hundred degrees of 
temperature to vaporize them complete- 
ly. Liquid gases will vaporize completely 
and almost instantaneously at below 
room temperatures. It requires either a 
low temperature or a high pressure to 
keep them liquid. Since it is not prac- 
tical to keep the product under refriger- 
ation until used, it normally is stored in 
pressure containers. The liquid in the 
container evaporates until a pressure is 
teached at which no more vaporization 
will take place—50O to 125 Ibs. per sq. 
in. tor butane and up to 200 lbs. for 
propane. As a burner is turned on, and 
Yas is used, the pressure in the container 


drops and more liquid evaporates. Gas 


flows to the burner under its own pres- 
sure without need of pumps, by-passes 
or return lines. Power requirements all 
are met by the gas pressure in the tank. 

LP gases are of two types, butane and 
propane. Butane becomes a stable liquid 
at about 32° F., where water freezes. 
Propane will vaporize at any tempera- 
ture higher than —42° below zero. For 
this reason butane tanks have to be 
buried in most parts of the country to 
protect them against freezing tempera- 
tures and thereby maintain pressure. 
Propane tanks can be installed above 
ground where temperatures do not reach 
42 below. These limitations have made 
the LPG business largely a propane 
business in most areas. 


Propane Economics 


Liquid propane contains 92,000 Btu 
per gallon, and a gallon weighs 4.23 
pounds. It is sold by the gallon in bulk 
and by the pound in metal “bottles.” 
Fourteen cents per pound in small bot- 
tles makes the price 60¢ per gallon, 
against a price of 20¢ per gallon and 
below for large bulk drops. Though 
margins may range up to 10¢ per gallon, 
the difficulty in handling, and the higher 
cost of equipment do not allow the net 
that such a margin would mean in burn- 
ing oils. It is important that nobody be 
confused on that point. 

Methods of distribution also range 
over a wide area from the dealer who 
delivers in truckloads from his own 
bulk plant to the “peddler” who deals 





in bottles and returns empties to his 
supplier. Most oilheating men would 
not be interested in this latter type of 
distribution. It is the equivalent of de- 
livering oil in drums to small users. 

Chief markets for LP gas are in those 
territories not supplied by public utility 
gas lines. There are few areas where 
liquid gas can compete successfully with 
city gas for the more common domestic 
and commercial uses, such as cooking, 
refrigeration, water heating and light 
space heating loads. It competes directly 
with fueloils for the larger uses, though 
it has advantages of flexibility, simplic- 
ity of equipment and ease of operation 
and control that allow it to be sold over 
oil at a considerably higher price. 

One of the most successful oilheat- 
ing firms in the LP gas business is The 
Multnomah Fuel Company at Portland, 
Ore. C. A. Marsh, manager, has devel- 
oped a sizable business with special em- 
phasis on the tourist and resort estab- 
lishments that spot Western Oregon. 
Though electric power is cheap in the 
area, LP gas has been sold extensively 
on the basis of its dependability, and 
freedom from service interruptions due 
to line failures. Such considerations are 
of prime interest to restaurants, auto 
courts and other roadside establishments 
with a transient clientele, as well as to 
domestic users who want to avoid lapses 
in the supply of fuel for cooking, water 
heating and small space heating. 

LP gas is relatively expensive for 
space heating, but it is used widely by 
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auto courts where a little heat is desir- 
able in the evening and early morning 
throughout the summer season, Equip- 
ment is relatively inexpensive to install 
and requires little service. It is more 
flexible than a central steam or hot water 
plant, and can be operated individually 
by all types of people without danger 
or inconvenience. 

There are a number of industrial uses 
for the gas in metal working and heat 
treating. There are few gasoline-burning 
plumbers’ torches or lead pots in the 
area. The telephone company and elec- 
tric utility use the gas for metal melting, 
and industry has found that propane 
and oxygen is a better metal cutting fuel 
than acetylene and oxygen, since it 
leaves an edge that can be filed instead 
of requiring grinding. Farmers use the 
gas for brooders and are experimenting 
with it for dehydration. All these uses 
have built an imposing gallonage for 
Multnomah, and the business still is 
growing. 

“We deliver in trucks of 1,300 to 
1,500 gallon capacity,” J. C. Yeo- 
mans, Multnomah’s secretary, explains, 
“though the average dealer probably 
would require 800 to 1,000 gallon 
equipment. Our larger capacity for the 
individual truck is due to the greater 
distances we cover, running to 130 miles 
in one direction. The average dealer 
probably covers a radius about 25 miles 
from his plant, with 35 to 50 miles as 
the maximum haul for the smaller equip- 
ment. 
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Delivery trucks for liquid gas and fueloil 





mingle in the yard at Multnomah. Both products are “liquid fuel” to the company. 


“The time consumed in making a de- 
livery makes it necessary to make the 
largest possible drop,” says Mr. Yeo- 
mans. “All connections must be able to 
take the 200 pound working pressure 
safely, and the delivery problem is con- 
siderably more complicated than in 
dropping burning oils.” 

Size of consumer storage runs from 
75 gals. up to 1,000 gals. Most popular 
sizes in Multnomah’s territory are 150, 
250, 500 and 1,000 gals. Price per gal- 
lon depends on the size of the tank, and 
the amount it is possible to deliver in a 
single drop. There is no attempt at a 
degree day delivery system, since the 
consumption is not principally de- 
pendent on outside temperatures, but a 
check is made on the individual's aver- 
age consumption in an attempt to antici- 
pate the probable date of delivery. 


Seasonal Demand 


Though space heating does not ap- 
pear to be a principal use for LP gas, 
there is enough used for heating to cre- 
ate a seasonal problem. Refinery storage 
for the gas is limited and it must move 
out roughly as it is produced. However, 
winter demand peaks up to such an ex- 
tent it causes a serious problem in the 
industry. Some refiners have limited 
their distributors to a winter supply not 
more than 1 times their summer re- 
quirements. This has forced distributors 
to insert a clause in their contracts re- 
leasing them from obligation to supply 
more in the months of October to March 





than the customer bought in the months 
of April to September. Until some 
change in this storage situation takes 
place, or some summer use can be found 
to level the peak demand, it is not like- 
ly that LP gas will be a serious competi- 
tor for the heating market. 

Consumers generally buy their gas 
burning appliances, but it is not usual 
for them to own their storage tanks out- 
right. Tanks of every size are “sold” to 
the customer for about the dealer’s cost 
for labor and equipment, with the pro- 
vision that the customer is to buy all his 
gas from the dealer, Failure to buy fuel 
from the dealer makes the customer 
liable for an additional charge roughly 
equal to sales expense, overhead and 
profit on the job, after which he owns 
the tank. If the customer fails to pay the 
additional charge when he changes sup’ 
pliers, the usual contract specifies that 
he shall sell the tank back to the original 
dealer at a specified discount to cover 
depreciation. In a typical contract the 
depreciation allowance amounts to 50% 
in the first four years and 80% in ten 
years, plus an allowance of $15 for re 
moving the tank. Some dealers lease 
tanks to their customers for a payment 
about equal to the labor and materials 
necessary to make the installation. The 
dealer has the right to repossess the tank 
at any time the customer breaks his fuel 
contract. Customer turnover in the LP 
gas business is much lower than in the 
fueloil business! 

(Continued on page 152) 
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Vaporizing Pot Type Burners 


Service to Solve Fuel Flow and Combustion Problems 


by 
Charles H. Burkhardt 


— on vaporizing pot type burn- 
ers breaks down into two basic divisions: 
(1) fuel and fuel flow problems, and (2) 
combustion problems. Although each is 
a specific type of service and requires a 
definite type of approach, variations in 
the fuel or fuel flow will also result in 
defective combustion conditions. In this 
instance, the service problem is of a pri- 
mary and secondary type. The primary 
cause, (defective fuel flow or fuel), re- 
sulting in the secondary service problem 
of smoke, soot or no fire at all. In the 
majority of cases, fuel or fuel flow difh- 
culties will almost always cause combus- 
tion troubles, but the reverse of this will 
not occur with any great frequency. 
From this it can be seen that primary 
service on vaporizing burners is any 
service that concerns itself with the fuel 
and its correct unimpeded flow to the 














or mechanical difficulties in controlling 
the oil flow rate. The things affected are 
the oil flow control valve, the filter or 
strainer, the oil line, the oil tank, the pot 
itself, and the proper height and space 
relationship between burner, flow con- 
trol valvés and tank. 

Secondary service affects the air de- 
livery parts, such as the fan, fan motor, 
air shutter (if any), draft, draft con- 
trols, chimney, baffle parts of the pot, 
and also perforated walls of the pot it- 
self. 

Much primary service with vaporiz- 
ing pot type burners can be avoided by 
observing the flow control valve manu- 
facturer’s specifications, as to the height 
of the tank above the valve and the 
method of piping from tank to valve. 
Figures No. 1 and No. 2 show the proper 


height between parts that should gen- 
erally be observed. As the static pressure 
head on the flow control valve is gov- 
erned by the height of the body of oil 
abeve that valve, it follows that some 
care should be taken to observe the di- 
rections that affect this height. If a tank 
is not high enough, the flow of oil will 
not be constant or in large enough quan- 
tity because the pressure exerted by the 
column of oil will not be enough to over- 
come the frictional resistance of the line, 
filter and flow control valve. As a re- 
sult, the burner will constantly be go- 
ing out. If the tank is set too high, the 
head pressure exerted will cause erratic 
operation of the valve; and if the needle 
valve is slightly worn at the seat or dirty, 
it may force enough oil into the valve 
to trip the safety float mechanism and 
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shut down the flow of oil completely. 

In the event that the safety float lever 
has to be reset constantly, it may mean 
that the above condition, or a defective 
needle valve, or needle valve float as- 
sembly is the cause. If a tank is to be 
placed higher than is specified by the 
flow control valve manufacturer, then 
an intermediate constant level valve, as 
shown in Figure No. 1 should be used. 
The height of the intermediate constant 
level valve should correspond to the nor- 
mal height dimensions for the tank if it 
were to be properly located. The tank 
will maintain the head pressure on the 
intermediate valve and it in turn will 
maintain the proper head pressure on 
the oil flow control valve. If a wall pump 
is used to lift the oil from a buried tank, 
the general dimensions given in Figure 


No. 2 should be observed. 
Oil Flow Problems 


In the event that no oil is flowing 
freely from the valve to the pot, the fol- 
lowing points should be checked to find 
out the cause. The safety reset lever on 
the oil flow control valve should be in 
the “down” position. If it is in the “up” 
or “locked” position, no oil will be able 
to get past the needle valve. This float 
will only act when the oil rises above 
the safety level in the pot. In such a case, 
the safety float in the valve will rise too, 


66 


as the valve level and the designed pot 
oil level are the same. Any higher level 
of oil than is normal in the pot means 
the safety float in the valve will rise and 
trip the lockout safety mechanism. This 
will shut off all oil flow to the pot. The 
pot should now be drained at the tee 
fitting usually provided. Such draining 
will leave a small amount of oil in the 
pot which can only be removed by tilt- 
ing the pot or removing it. It is not 
necessary, however, to remove this small 
amount of oil that remains after remov- 
ing the plug from the drain tee. 

The fact that the retort is flooded 
means that the needle valve fails to close 
off the flow of oil completely, or that the 
main constant level float is sticking. 
Push the float gently down and see if it 
rises immediately to the top of the oil in 
the valve chamber. It should be buoyant 
enough to do so. If it does not, there may 
be a slight leak in the float which caused 
it to become oil logged. Remove the float, 
empty it of oil, and blow it clear of va- 
pors. Then solder up the perforation 
with as little solder as possible, so as not 
to overweight and unbalance the float. 

If the float is all right, check the 
needle valve to see if it seats properly 
and is clean. It will be necessary to dis- 
assemble the valve to clean it thorough- 
ly. There are several manufacturers who 
make many models of such valves, and 


for this reason it is impossible to give a 
specific procedure for cleaning. Figure 
Nos. 3, 4 and 5 show models of these 
types of valves, but there are a multi 
tude of variations in the construction of 
different models. It is wise in cleaning 
the valve seats and stems to use a good 
solvent, such as naphtha or carbon tetra: 
chloride and avoid employing meti! 
prongs to remove the sediment and 
sludge. Us a toothpick or sharpened 
wooden stick. 

If there is no oil in the pot at all, 
check the tank to see if there is any fuel. 
If there is, remove the cover of the valve 
and see if it contains oil. If there is no 
oil in the valve, or the level is lower 
than it should be, then either the strainer 
is clogged; the static head pressure of 
the column of oil is not enough to as- 
sure free flow; there is a restriction in 
the line; or the needle valve is not lifting. 

If, however, there is the proper level 
of oil in the valve, but the pot is dry, 
the stoppage then is in the line between 
the valve outlet and the burner pot. 
Remove the plug at the drain tee and 
see if there is oil up to that point. If not, 
clear the tubing between the valve and 
tee. If oil flows freely from the drain 
tee, then the line into the pot or the pot 
opening is clogged. Turn the reaming 
rod and push it back and forth. This 
should break up the stoppage. If the 
burner is not equipped with a cleanout 
rod, use a flexible strip of metal, stiff 
2noucgh and of sufficient width to do a 
good reaming job. This should solve the 
oil flow problem. 


Vapor Lock 


Another source of fuel stoppage 1s air 
or vapor lock in the line. For this rea 
son, the oil feed line should be tilted 
upward as it runs toward the burner. 
Air will rise to the highest point in the 
system, and tilting the line in this fashion 
will help the line purge itself. If it does 
not, open the line where it joins the ‘low 
control valve, and allow the oil to flow 
freely and steadily from it. It should 
not flow erratically or in spurts. Such 
conditions show lack of static pressure, 
or air and vapor in the line. If neces 
sary, create a slight suction on the 
opened line by drawing on it. This will 
dislodge even the most stubborr aif 
bubbles. 

Vaporization of the oil in the line can 
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Fig. 3. Detroit Lubricator CRC-239-WA float valve. 


cause the same type of lock in the line 
as does air. Remember that light fuel 
oils will begin to vaporize at 100° F. to 
110° F. It is important, therefore, that 
oil lines do not run too close to the boiler 
or furnace, especially if they are run- 
ning down to the burner from a wall 
mounted pump. Such oil lines pick up 
heat from the boiler and upon reaching 
about 100° F. will cause vaporization 
of the oil in the line. Such vapor lock 
can cut off the fuel supply completely. 
The best remedy here is to avoid the 
cause of the trouble—run the oil line in 
such a manner as to prevent it from be- 
ing heated by the furnace. 


As can be seen from the foregoing 
information, fuel flow service problems 
on pot type burners are simple to diag- 
nose and still simpler to service. While 
flow control valves may appear compli- 
cated, by observing Figure Nos. 3, 4 
and 5, it is obvious they all follow the 
same general principle of operation and 
differ only in mechanical details. Thus 
all service on such valves follows the 
same general pattern. These valves 
should be handled carefully. Do not bend 
or distort the levers attached to the float. 
They are precision instruments and such 
Practices will not help but only destroy 
the effectiveness of the valve. The clean- 
Ing of valve seats and valve stems 


| should be done with a pointed wooden 


implement, not metal, in order to avoid 
damaging the metal parts. Clean strain- 
ers with a toothbrush and hot water or 
a good solvent. 


Combustion Problems 


If the burner has been properly cali- 
brated for fuel flow, (see July issue of 
FUELOIL AND O1L Heat for the correct 
method of doing this), and it is smok- 
ing or sooting, then the service is of the 
secondary type, involving the air flow. 
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Adjust for the correct draft, as explained 
in the previous article. If smoking still 
occurs with the proper draft and oil rate, 
then the trouble is in the amount of air 
being delivered or the grade of oil (too 
heavy). Check the fan and see if it is 
clean. If not, clean the blades with a 
brush. Observe whether or not the motor 
is coming up to speed. A slow motor 
will cause smoking by preventing the 
fan from delivering its rated quantity 
of air. 


However, if these conditions are all 
right, it may be that the air is not get- 
ting into the pot. This can be a result 
of the holes in the perforated inner wall 
of the pot being clogged with soot or 
hard carbon. The pot will have to be 
removed and cleaned. Remove the baffle 
ring or rings and scrub the sides with a 
brush, using a good solvent such as car- 
bon tetrachloride. Open the clogged 
holes with a wooden prong. Do not 
punch additional holes in the pot wall. 
If deposits of carbon on the walls are 
wet with oil, it does not mean that the 
oil level in the pot has risen that high. 
Carbon acts like a blotter, absorbing the 
oil and because of this it may appear 
as though the pot oil level rose higher 
than it actually did. After cleaning, re- 
assemble the pot with the baffle ring and 
install it. Then level the unit at the pot 
and valve, not at the casing. 


In the event the burner ignites, but 
will nct stay lit, the following should 
be checked. Observe the pilot or low 
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Fig. 4. Automatic Products water heater oil control valve, model 240W-YP. 
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flame; it may have been snuffed out by 
lack of draft or insufficient oil flow. If 
a pressure burner is used in the same 
flue, it may blow out the pot type water 
heater each time it comes on by creating 
a bad back draft condition. Insufficient 
air and draft will many times cause a 
vaporizing flame to smother and go out. 
Be certain the cellar is adequately ven- 
tilated. Lack of ventilation in a tightly 
sealed cellar means the fire is going to be 
starved for air. It will then smoke and 
soot. This will clog the flue passages, 
reducing draft and aggravating the 
trouble. The result is, the flame dies. Al- 
ways check to see if the furnace room is 
getting an adequate supply of air, espe- 
cially with chronic smoking complaints. 

If a pot type burner will not light, 
check the tank to see if there is oil. If 
there is, check the safety lever to see if 
it is tripped. Reset it, if it is, but find out 
why it was tripped. This procedure was 
covered in an earlier part of this article. 
This is an oil flow problem, or it may 
be that there is oil of too heavy a grade 
being fed to the pot. 


Sometimes pot type oilfired hot water 
heaters will not furnish sufficient quan- 
tities of hot water. This may be due to 
a defective hot water temperature con- 
trol. A more likely condition is that the 
heater is too small. Check on the demand 
and see if the storage and recovery ca- 
pacity of the heater is sufficient to take 
care of them. The use of an oil that is 
too heavy can cause this. In order to 
obtain a clean fire with such an oil, it 
requires cutting back the rate of flow. 
Naturally, this reduces the number of 
Btu liberated and results in less hot 
water. To remedy this, use a lighter oil 
which can be burned in large quantities 
with a clean fire, permitting a heat re- 
lease rate that is high enough to provide 
sufficient quantities of hot water. 


Excessive draft will reduce the quan- 
tity of hot water produced by such a 
fire. High draft just exhausts the heat 
up the stack instead of it going to the 
water heater. The result is not enough 
hot water. To get a graphic picture of 
the effect of draft on such heat loss, take 
a stack temperature reading after the 
unit is hot, with the draft control wide 
open and with it tightly closed. Notice 
the difference. Concrete evidence of the 
sensible heat waste caused by excessive 


draft! 
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OHI and YMCA Combine on 
Oilheating Sales Course 


icc INSTRUCTION for oilheating 
men will be inaugurated September 26, 
at New York, in what is believed to be 
the first formal course in oil heat selling. 
Oil Heat Institute directors, at their 
July meeting, authorized cooperation 
with the Evening Division of the YM- 
CA’s Walter Hervey Junior College in 
sponsoring the seminar in specialty sell- 
ing for the oilheating industry. 

The program, announced jointly by 
A. E. Hess, OHI managing director, and 
W. Albert Lotz, president of the col- 
lege, will be launched with the fall col- 
lege term, beginning September 26. Mr. 
Hess points out the seminar will be 
tailored to fit the needs of the industry, 
which is “in desperate need of qualified 
sales personnel.” 

While the first sessions are likely to 
draw men only from the New York 
Metropolitan area, it is hoped students 
will attend from the entire Eastern Sea- 
board eventually. 

Scheduled in 24-week sessions, the 
seminar offerings are sales techniques, 
motivations, oil heat information, sales 
psychology, public speaking and heating 
equipment orientation. All candidates 
are to be tested for aptitudes prior to 
admittance. Although the first session 
will be limited to twenty students, mid- 
winter classes are expected to reach a 
capacity of sixty. 


Frank Thomas, dean of the evening 
college, who will administer the pro- 
gram, states the project method of teach- 
ing will be used. Students will be as 
signed practical projects involving all 
phases of selling and these projects will 
be coordinated by three instructors, spe 
cializing in sales, public speaking and 
mechanical aspects. 

Assisting college officials in preparing 
the course of study are T. A. Crawford, 
chairman of the OHI Publicity Com- 
mittee, and general manager for Timken 
Silent Automatic, and Carl Watres, 
Timken sales manager in the New York 
area. 

Mechanical phases, which will include 
study of various types of burners, con- 
trols and practical applications of instal- 
lation surveying, will be taught in the 
well equipped heating laboratories of 
the YMCA Trade & Technical School. 

Discussing the new program, Mr. 
Hess says it is aimed to the dealer who 
lacks facilities to conduct a sales training 
program. It is designed to provide the 
fundamentals for a professional sales job 
in the oilheating business, and also will 
serve as a refresher course for salesmen 
now actively engaged. 

Admission to the course is through 
the Director of Admissions at Hervey 
College, 15 West 63 St., New York. 
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Oil Preheating Problem 


‘5; SHORT-SHORT service story has 
not yet come to a happy ending. 

Some years ago a horizontal rotary cup 
oilburner, of the fully automatic type 
intended to use No. 6 oil, was installed 
with the steam-type indirect oilheater 
shown in the upper diagram. The way 
things turned out when No. 6 oil was 
used, the burner could not start auto- 
matically without help after it had been 
idle long enough for the boiler to chill. 
When not filled with steam, the suction 
line heater did not heat the oil of course. 
Aside from that, the oilheating was 
poorly controlled. When the burner 
was stopped for a few minutes with 
steam pressure on the boiler, starting 
the burner resulted in its receiving 
overheated oil from the tubes of the 
steam-type oilheater. 

A janitor coaxed the burner into 
starting when the boiler was cold, and 
babied it along through spasms caused 
by erratic oilheating, and for years the 
owner was more or less satisfied. 

Along came a service man one day, 
called in to tend to ailing safety controls, 
and he suggested improving the oilheat- 


ing arrangement. He aimed to make it 
similar to the arrangements used for 
lately-installed horizontal rotary cup 
burners he serviced. Knowing the burner 
started hard at times and often needed 
understanding care even with the boiler 
steaming, the owner said go ahead with 
the improvements. 

The service man discarded the old suc- 
tion line heater, installed a much larger 
heater in the return line, and hooked 
the new heater to the boiler in the under- 
the-waterline fashion that would keep 
it hot for hours while the burner was 
idle. He piped the return line to the 
bottom of the oil tank and fitted it with 
the pipe tee the lower drawing shows. 
The right side of this tee connects to 
the suction line, the left side is open to 
receive oil from the tank. The suction 
and return lines are 2” size right up to 
the burner. 

“The oil pump on the burner will 
draw 60 gph from the suction line,” rea- 
soned the service man. “Firing 40 gph, 
20 gph of hot oil (heated by the return 
line oilheater) will pour into the tee at 
the bottom of the oil tank. There it will 
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mix with 40 gph of cold oil drawn into 
the tee from the tank. That gives the 
suction line 20 gph of hot oil mixed with 
40 gph of cold oil from the tank.” 

This reasoning was not bad but, to 
the service man’s bewilderment, the 
burner performance was not good. In- 
stead of performing better than before, 
the burner did worse, plainly because 
of poorer heating of the oil. 

The owner, now working on the burn- 
er with the janitor, described the situa- 
tion this way, “We used to have starting 
trouble, caused by the oilheater’s being 
cold when it got no steam from the 
boiler, but we obtained good, efficient 
burning once we got steam from the 
boiler. True, starting and stopping the 
burner with a head of steam on the 
boiler called for burner adjustments. But 
by keeping the burner running steadily 
we could burn the oil at high efficiency. 

‘Now there is less trouble starting the 
burner after it’s been idle four to eight 
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hours, but we have a new kind of trou- 
ble. Even when we keep the burner run- 
ning steadily, we can’t get the clean, 
bright, flame we used to have. The flame 
is full of big sparks and it doesn’t burn 
clean, thereby wasting a lot of fueloil.” 

Feeling the suction line close to the 
burner, together with seeing that com- 
bustion was poorer than it had been, 
made the service man realize that in 
the past the oil fed to the burner must 
have been much hotter. Then, checking, 
he found that the burner was returning 
little or no oil to the tank because it 
was giving a larger flame than it was 
built to give. 

To date the troubles have not been 
remedied. At times the service man 
thinks his new method for heating the 
oil will work only if a larger, proper- 
size oilburner is installed. Again, he 
considers fitting the old burner with a 
specially made pump having twice the 
gph capacity of the present pump. He 
fears now that excellent combustion 
might be obtainable only through steam- 
heating the suction line oil to 160° or 
180°. High cost of more changes is much 
on his mind. 
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Pictures Help the Sale 





Visuals Also Drive Home Points in Training 


by 
Lyne S. Metcalfe 


£ FOR VISUAL AIDS in the fuel and 
heating equipment field have steadily 
widened since the war. Films have been 
used for training artisans, servicemen, 
and salesmen. Still another use which 
is adapted to the coming competitive 
markets for fueloil and fueloil equip- 
ment is that of demonstration and sell- 
ing—either with pictures shown before 
prospect groups, at the deskside or in the 
home. 

After all, most fueloil equipment is 
heavy and hard to explain. The film 
provides a visualization which forms the 
basis of the salesman’s demonstration. 
To name one instance: The Minneap- 
olis‘-Honeywell people’s soundfilm, “Sev- 
en Points To Comfort,” which has been 
widely used for showings before home 
owner and trade groups. In this picture 
heat control equipment is pictured and 
explained in simple terms so that the 
average layman can understand the im- 
portance of the equipment to a thor- 
oughly comfortable home. 

In the case of burner units, the visual 
method of demonstration makes it pos- 
sible to use cutaway drawings and reveal 
the principles upon which the unit op- 
erates. Feature of economy and efficiency 
can be indicated by either the salesman 
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using the screen or elaborated by the 
oral commentary on film sound track or 
disc record. 

The film techniques available to the 
industry for this purpose are varied. 

Especially in the case of heavy or not 
easily portable products, or more or less 
complicated ones, requiring detailed 
explanation and demonstration, films 
have proved their ability to do an out- 
standing job in aiding salesmen. From 
many years of experience in helping 
train salesmen, and in speeding up the 
job of training them, the many improve- 
ments in picture techniques and simpli- 
fication of equipment to show them- 
portability, ease of setting up, and of 
operating—films, miniatures and other 
visual aids are more and more being 
adapted to the purpose of direct to cus- 
tomer selling. 

However, some questions naturally 
come up when the sales organization of 
any concern in the trade considers the 
visual medium as an aid to the sale and 
demonstration of its products and/or 
services. As a result of many years of 
practical experience, not only in assist- 
ing large sales organizations to train 
sellers by means of many mediums 
(without prejudice as to tvpe) the Jam 
Handy Organization’s research in this 
field has produced answers to many such 
questions. 


For instance: 

a) What type of film is best suited 
to the particular demonstration or 
selling job? 

b) What is needed in the way of 
deskside or office projection equip- 
ment? 

c) How much training does the av 
erage salesman need to be able 
to hold a smooth picture showing? 

d) How shall the film (or other visual 
aids) be presented as to meeting 
or conference procedure to get 
and hold maximum prospect's or 
customer's attention? 

e) How shall selling-demonstration 
pictures be shown in connection 
with other of the organization's 
selling techniques, methods, means 
and policies? 

f) How shall 
showings be arranged, and by 
whom? 


sales demonstration 


It is not, however, in the mere field 
of complicated or hard-to-carry around 
products that films serve best in selling. 
Motion picture techniques and treat- 
ments today give the user for selling 
purposes a wide range with which to 
reveal complicated hard-to-explain fea’ 
tures and facts about product and/or 
service. If the picture is of the silent 
type, the salesman is provided with a 
properly arranged and “patterned” pic’ 
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torial guide with which to give his sales 
talk or which serves to implant the 
basic selling ideas for discussion after 
the showing. 

There is also the allure which illumi- 
nated, projected pictures, especially out 
of the theater, have for nearly all of us 
and the dramatic interest which films 
may and do bring to even a somewhat 
otherwise drab salesman’s story. 

For years, sales managers have sought 
some means of making certain that the 
carefully planned sales talk, the answers 
to prospect’s common questions that 
arise would be delivered uniformly, by 
all the salesmen on the staff. But in many 
instances pep talks fail to do this since 
once the seller is out on his own in the 
presence of the prospect, he is apt to 
follow the natural human instinct of 
improvising or diversion. Especially 
where he faces the negative type of 
prospect who gets him “off the track.” 


Sales Talks Become Uniform 


That is one great advantage of the 
film no matter what type it may be. It 
tends to keep the company’s salesmen 
“on the track” since it cannot be changed 
in arrangement or continuity. What is 
said, if it be sound, is always what the 
home office has approved, what is shown 
is beyond the power of the salesman on 
the spot to change. 

One other thing. Because he hears 
and sees the story presented in its right 
way, the salesman improves his tech- 
nique by vicarious instruction. 

Films of most types are as easily sub- 
ject to revision as product or services 
or sales story changes, as a loose leaf 
book. This makes the visual selling aids 
always flexible where the home office 
finds it necessary to make changes in 
product services or policy prices and 
points from time to time, or season to 
Season. 

It is almost a generally accepted prin- 
ciple in postwar selling, and especially 


‘in the types of markets the trade con- 


fronts today, that the salesmen, more 
than ever, must make each golden min- 
ute he can get of the prospect or cus- 
tomer’s attention count. It has been 
estimated as a result of millions of train- 
ing film showings during the war, off- 
cial or otherwise, that visual aids reduce 
the time required to get over a series 
of connected facts and ideas by as much 


as two-thirds. More than that, visual 
aids of any kind, make the seller’s call 
something more than a casual one. They 
introduce a new note of novel interest 
into his call or his call-back that usually 
is welcome. 

Furthermore, the salesmen who must 
sell more than one person in a given 
prospect’s family or organization, can 
more easily bring them all together in 
one sitting when pictures or other visual 
aids are part of the contact. 


Films As Direct Selling Tools 


With respect to films as direct selling 
“tools,” is may be said that the slidefilm 
has proved of great value in this field, 
especially where sound or commentary 
is provided on accompanying records. 
That is, where the product or service 
being sold does not require that any- 
thing be seen in motion to be clearly 
understood. 

However, it would, as Jam Handy 
points out, be unwise to consider visual 
aids of this type as complete sales tools 
in themselves, easing the way of the 
salesman to the point where he can sit 
back and let the pictures do the job. 
The fact is that fully half of the selling 
job remains for him to do. Films can 
ease the approach, facilitate the appoint- 
ment, lay the ground work for the sale: 
but, the salesman will have to capitalize 


on all this before and after the showing 
itself. Pictorial presentations always 
provoke questions among _ prospects, 
which is a healthy sign in any sales job 
since it: 
1. Reveals customer interest. 
2. Brings cbjections and doubts out 
into the open where the salesman 
can attack them. 


However, a distinction must be made 
between those types of pictures and 
programs which indirectly rouse inter- 
est. and create demand, and those de- 
scribed above which are part and parcel 
of each sales contact. Usually, where 
sales organizations in this field have 
adopted visualized direct selling aids, 
such films and the procedures of their 
use or application have been a part of a 
well planned over-all program with the 
advantage of expert assistance. 

Much will depend upon the market- 
ing policies and mechanics of the organ- 
ization, upon its selling policies, its field 
setup, objectives. Few programs of this 
kind are without a basic training pro- 
gram behind them, including the train- 
ing of the salesmen to use the visual aids 
properly and effectively. 

Also, such programs often include: 

Institutional films, to sell the organ- 

ization itself, its history, to sales 


staff and field. 
(Continued on page 157) 


Realize importance of comfort. 
Discuss with experts. 


Don’t skimp. 


Know what to expect. 
Select fuel and system. 
Don’t forget other factors 
affecting heating. 
Control the heat. 





"Seven Points to Comfort" as dramatized in the sound film referred to in the 
accompanying article. 
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= OF HIS close association with 
the draft it might be presumed that the 
experienced oilburner man would be 
familiar with all its manifestations. But 
a conversation with any average installer 
or serviceman would reveal that his un- 
derstanding of draft is a fuzzy mixup of 
fact and fancy. Servicemen in the course 
of time get many of the main facts 
straightened out in their minds because 
the process of solving problems results 
in the elimination of dead wood. In- 
stallers who do not work at service rarely 
have any draft problems to solve, so 
any odd opinions they may have ac- 
quired sometimes persist for years. 

A number of oilburner men were in- 
duced to give their views on the sub- 
ject, not in the form of a poll of opinion, 
but in small groups, in coffee shoppes 
and supply stores. A few questions were 
asked, the first important one being: 

What effect has too much draft on 
the efficiency of an oilburner? 

They were all in agreement. High 
draft causes the hot gases to be pulled 
through the boiler so fast that they don’t 
have time to give off their heat to the 
boiler surfaces, resulting in high stack 
temperature. 

Did you ever use a stack thermom- 
eter to find this out? 

The replies varied. A few answered 
yes. Most of them had not. They had 
merely accepted the common belief that 
high stack temperature is the natural 
result of high draft. It sounded so logical 
that they had no reason to believe other- 
wise. It became apparent that few of 
them had ever used a stack thermometer 
for any purpose. 

How much hotter do you think a 
stack would get with high draft than 
with low draft? The questioner was not 
surprised that nobody tried to pin him 
down to exact draft-gauge readings. 

The answers varied between 200 and 
300 degrees. The men who claimed to 
have made such comparative tests went 
out on a limb on this.one. They agreed 
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with the others, which made it clear 
that they had given the wrong answer 
to the previous question. 

Would it surprise you to know that 
there is seldom a variation of more than 
100 degrees between the lowest and the 
highest stack readings possible on any 
particular job? Or that the average vari- 
ation is less than 60 degrees when the 
higher stack temperature is less than 
600? This was a more or less rhetorical 
question to get their reaction to an idea 
which contradicted a belief existing in 
their minds. In general they were 
apathetic. A few disbelieved the state- 
ment, but not violently. One man was 
angry at the attempted upset of a pre- 
conceived idea. He wanted to bet. 

Does high draft have any effect on 
CO,? 

All agreed that CO2 would be lowered 
if draft were increased. How much? A 
couple of per cent? A lot? No figures. 
But the indication was that they had 
never given it much thought before. 

Where does the air come from that 
reduces the CO,? 

Through the burner blast tube. By in- 
filtration through unsealed spaces be- 
tween sections, around door frames, etc. 
No disagreement on that. 

How about the air coming into the 
boiler by infiltration? Would you ex- 
pect a higher or a lower stack tempera- 
ture? 

There were mixed answers. Thinking 
was muddled, so the question was clari- 
fied. 

Suppose the boiler was absolutely 
tight, so that there was no infiltration 
between the fire and the smoke hood. 
But there was space for infiltration in 
the smoke hood itself, below the point 
where the stack thermometer was in- 
serted. Would you expect the stack tem- 
perature to be higher or lower? 

All agreed that the stack should be 
cooler because the incoming air would 
dilute the heat in the gases leaving the 
boiler. 

Suppose, instead of being in the smoke 
hood, these openings allowed air to come 
in about two feet back in the boiler. 





The mixing with the gases would be 
taking place while they were still in a 
position to heat the boiler surfaces. 
Would the stack temperature be higher 
or lower than if the air came into the 
stack itself? 

Most of them took time to figure it 
out. The answer in each case was the 
same. Higher. It developed that since 
excess air coming through the boiler had 
some effect in raising stack temperature, 
this effect would be greater as the point 
of infiltration was placed closer to the 
fire, even though in all cases an equal 
volume of air would reduce COs by the 
same amount. Air coming from the 
burner should therefore raise the stack 
temperature most. 

When it was stated that the loss due 
to the lowered COs was several times 
as great as that of the higher stack tem: 
perature, in cases of excessive draft, this 
comment came from several 
“What's the difference whether the loss 
is caused by high stack temperature or 
lower COs? It’s a loss, isn’t it? It just 
shows that too much draft is no good. 
That’s why they put draft regulators 
on oilburner jobs.” 

These questions were not asked in a 
spirit of criticism of the individuals, but 


men: 


to uncover the state of mind of some 
men to whom the subject of draft should 
presumably have some importance. The 
replies indicated that a little basic mis’ 
information can go a long way. They 
understand draft in a general way, but 
apparently are too willing to take things 
for granted. Loose thinking of this sort 
on many of the “facts of life” of oil 
burning is probably responsible for the 
large number of mediocre installations 


to be found. 


The notion about draft causing enor 


mous rises in stack temperature 1s 3 
holdover from the days when many pres’ 
ent oilheating people were installing 
coal-burning heating plants, or possibly 
lived in houses heated with coal. When 
the dampers of a coal furnace are 
opened, producing more draft, there ca” 
be a large rise in the heat of the stack. 
But there is a good reason. The higher 
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draft causes the coal to burn more rap- 
idly, so that while more heat is being 
trarisferred to the boiler, there is a larger 
loss up-the chimney. This can amount to 
several hundred degrees. 


With oilburners there is no such in- 
crease in the rate at which the fuel burns. 
It continues to come out of the nozzle 
at the same rate as before the draft was 
increased. The larger quantity of air 
reduces COs. The total heat resulting 
from burning a given quantity of fuel is 
distributed in a larger volume of gases. 
One of the observable results is a some- 
what higher stack temperature. When 
a draft change is made decreasing COz 
from 12% to 6% there will be a definite 
rise, say from 600 to 680 or so. It will 
never go to the 800 or 900 degrees that 
might be predicted by those who have 
never made such a test. These are fig- 
ures with a strictly coal-burning back- 
ground and do not apply to oilburning. 

As for the theory that the greater 
velocity of the gases resulting from high 
draft gives them less time to give off 
their héat to the boiler surfaces, you 
can také it or leave it. The factor is 
pretty small in relation to the loss due 
to the lowered COs. But if this belief 
is accepted it should be understood that 
convection works the other way in most 
other things. Unit heaters and coolers 
with multi-speed fans are capable of 
greater heat exchange as the air speed 
through them is increased. The point at 
which air moves too fast to pick up the 
heat of an aircooled motor does not seem 
to bother the aircraft designers. 

One of the basic reasons for much of 
the hazy thinking about draft is that 
pressure and vacuum are regarded as 
separate forces by many people. The 
expression “negative pressure” seems to 
be sclf-contradictory, whether used in 
connection with the behavior of oil in 
a suction line, soda in a straw, or draft 
in a chimney. Even a course in high 
school physics often does not remove 
this psychological barrier to clear think- 
ing from some minds. 

The calibration of a compound gauge 
demonstrates the continuity between 
Pressures above and below atmospheric, 
but the fact that these values are ex- 
Pressed in different terms actually ac- 
centuates the separation at the zero 
mark. The phrases “inches vacuum” and 
“pounds pressure” are stumbling blocks 
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Over-the-fire draft gauge readings, indi- 
cated above, reflect conditions encoun- 
tered in most installations. 


to newcomers in many trades. In the 
oilheating industry, where the draft 
gauge has considerable importance, some 
have difficulty in getting accustomed to 
a third scale, “inches water,” expressed 
in decimals. It is easy to write or read 
these expressions, and they look all right 
on paper. But it is cumbersome to use 
them in conversation, especially on the 
telephone. Some people bypass the deci- 
mal, referring to 7 inches of draft in- 
stead of seven-hundredths; you wonder 
if they are doing this in ignorance or 
simply for convenience. Some day we 
will get around to a simpler system of 
expressing the reading of a draft gauge, 
understandable to everybody, even 
though meaningless. You don’t have to 
know what BTU means to use it in meas- 
uring heat loss. 


Possibly some users of draft gauges 
think they sound scholarly when they 
say “minus-point-oh-seven inches.” It 
reeks of math to the average Joe in the 
oilburner business, who wouldn’t care 
if these minus and plus points were 
called “goofers” and “‘geefers.” At least 
that would get them down out of the 
highbrow jargonese. 


The man who wants to study draft can 
find the subject included in heating and 
oilburner textbooks, with mathematical 
formulas for those who like them, so 
that chimney capacity can be estimated 
on paper. But he will also discover that 
the figures given work out very well for 
tall, wide chimneys, petering off into 
unreliability for the small domestic sizes. 
There are many other things to be con- 
sidered in dealing with the one- and two- 
story chimney. 


The most important measurement of 
draft cannot be made with a draft gauge. 
This is the one the dealer needs before 
he installs a new burner, or more espe- 
cially, a boiler-burner unit. Most burn- 





ers are sold in the summer and fall when 
the chimney is cold. Even if the job is 
operating with coal he cannot get any 
more than an approximate indication of 
what to expect when the new job is 
hooked up and adjusted to its proper 
firing rate. 

The burning paper test is often used 
to determine the capacity of a small 
chimney. The smokepipe is removed and 
the chimney base is cleaned out. A sheet 
of crumpled newspaper is placed in the 
bottom, being careful that it does not 
block the passage. It is lighted and the 
action is watched. If it begins to blaze 
quickly and the fire product is carried 
up, the chimney is regarded as at least 
clear. If the entire burning mass is car- 
ried right up during the first minute the 
chimney can be considered excellent. 
Sometimes the first test fails because of 
dampness in the passage. Another try 
or two may produce a better showing. 
But if the flame is lazy, or smoke comes 
out into the basement, the chimney is 
blocked. Further investigation must be 
made before it can be approved for the 
installation of an oilburner. 

This test is regarded by some as crude 
and inconclusive, giving no clear indi- 
cation of the way the chimney will 
respond to a stack temperature of 500 
degrees. But under the observation of a 
man with some practical experience with 
draft it indicates something the draft 
gauge does not show, the volume of gases 
the chimney is capable of removing. 


What every oilburner man wants to 
know is what to do when he is stuck 
with a chimney that is not producing 
enough draft, or is behaving erratically, 
with good draft one day and poor draft 
another. The customer is on his neck 
because there is soot all over the base- 
ment, and smoke or odor throughout 
the house. These are the simple symp- 
toms; the more complex one is that of 
pulsation, which involves other things. 
It is a pretty deep study in itself, but 
understanding draft is essential to it. 

One thing is certain when smoke, soot, 
and odor are found outside the unit; 
there is plus-pressure at the fire instead 
of minus. These things come out through 
leakage between the boiler or furnace 
and the base, the base and the floor, be- 
tween the sections of a cast-iron unit, 
around doors and door frames. Most 
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units are not perfectly tight. Some in- 
stallers are conscientious about sealing 
every possible leak, others are careless. 
But there is almost always some leak- 
age. This leakage could be partly re- 
sponsible for draft loss if it were IN- 
FILTRATION. But in cases of EXFILTRA- 
TION, resulting from plus-pressure at 
the fire, some of the combustion prod- 
ucts are exhausted into the basement, 
relieving the chimney of a small part 
of its job. That is what the complaint 
is about. The leaks should be sealed, but 
it will not improve the draft. 

The whole draft question revolves 
around one simple point: The oilburner 
works best when it fires into a slight 
vacuum. The difference between a plus 
.01 and minus .02 can make all the 
difference between a dirty, smoking, 
smelly job and a clean, trouble-free in- 
stallation. If the draft gauge indicates 
a small minus over the fire it does not 
matter what the draft at the stack may 
be. It is enough. If it shows a positive 
over the fire everything possible must be 
done to increase total draft so that a 
negative indication can be obtained at 
that point. 

Right here an important observation 
about draft measurement should be 
made; that because a true draft reading 
is difficult to take over the fire most peo- 
ple are satisfied with an approximation. 
They arrive at it either by estimating the 
draft-drop through the unit and sub 
tracting it from stack-draft, which is 
easy to get; or they try to take it through 
the partly opened front door or plate. 
Both of these methods are entirely in- 
accurate, so that the study of a particu- 
lar draft problem gets off to a bad start. 

There is only one sure way to get 
this accurately; if the 
boiler has no opening for the insertion 
of the gauge it will be necessary to drill 
one. The fire must be burning in its 
normal way, in a closed combustion 
space, open only to the boiler flues. The 
over-fire index is too important to be 
dependent on half-way methods. Those 
who use them are only fooling them- 


measurement 


selves. 

Having decided that draft must be 
improved the serviceman should look 
around for visible draft hindrances be- 
fore considering the chimney. He may 
find that the smokepipe has several right- 
angle bends. Some installers with a pas- 
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sion for neatness like to square off all 
joints. It will often be found that some 
of these can be converted to wider angles. 
This will reduce turn-resistance greatly, 
besides cutting down overall length. 


He should not attempt to improve 
draft by sealing the draft-regulator 
closed. This device reduces draft, but is 
not there especially for that purpose. Its 
business is to regulate it to a certain 
necessary minimum, to keep fire-efhi- 
ciency from being altered by draft 
changes. Closing it should be considered 
as a last resort, after other possibliities 
are exhausted. 


The entrance of the smokepipe into 
the chimney is often square; if possible 
it should be given a definite slope; the 
steeper the better. The pipe may extend 
too far into the chimney. This is easily 
corrected. If there is a clean-out well 
beneath the smokepipe there could be 
eddy-currents set up, resisting the flow 
of the gases. If other means fail to in- 
crease draft sufficiently it may be neces- 
sary to fill this space and streamline the 
bend. Not now. Later. Clean-out wells 
are useful. Be sure the door and frame 
are tight. 

A mirror set at 45 degrees at the 
chimney bottom will reveal many things 
about the interior. If straight it should 
be possible to see the sky. Obstructions 
or offsets can be discovered. If there is 
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enough light the condition of the lining 
can be seen. The better chimneys are 
tile-lined; many others are not. But 
rough masonry is usually made smooth 
in time by a coating of soot. Unlined 
chimneys are more likely to have air 
leaks, reducing draft. Leaks are hard to 
discover; the best clue is the condition 
of the mortar between the bricks out- 
side. 


The top of the chimney should be 
considered especially in relation to other 
high parts of the house. A chimney at 
the lower side of a peaked roof can be 
troublesome. In some winds the down- 
flowing currents create pressure areas 
at the chimney top. Nearby trees can 
have similar effects. A high building 
near a chimney can cause an area of 
positive pressure making it difficult for 
the gases to rise in the chimney. This 
kind of trouble is especially common in 
close-built cities. 

Ornamental masonry at the chimney 
top can give a lot of trouble. It should 
be removed. Nothing should interfere 
with the upward flow of gases leaving 
the chimney. 


Draft inducers actuated by the wind 
should warn a prospective installer of 
previous draft trouble. Nobody has one 
who doesn’t need it. The turbine type 
is the least troublesome. The weather- 
vane type, which holds its outlet always 
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Wind-operated draft inducers, which often can be indicators of past chimney 

trouble. The weathervane type, on the left, can give trouble at the burner if tt 

becomes stuck or during rapid wind changes. The turbine type, on the right, 
may help when the wind blows and presents no service problems. 
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away from the wind, may look like a 
logical idea. It worked well with coal, 
but with oil it can be responsible for 
service problems. Because its position 
depends on wind movement, its outlet 
may be facing in the direction of the 
next breeze. If the burner is running 
the momentary pressure may prevent 
the gases from rising in the chimney. 
The fire lashes back into the burner, 
sometimes out into the boiler room. In- 
sulation is burned off ignition cables. 
Ignition trouble develops; sometimes 
puffback. A serviceman unfamiliar with 
the symptom is often at a loss to explain 
the cause of the burned wiring. 

The best practice is to remove any 
of these devices. Even though they im- 
prove draft they do so only when the 
wind is blowing. The oilburner must 
have draft even if there is no wind. 

In almost every case of poor draft a 
large improvement can be made by in- 
creasing the height of the chimney. This 
is a generally overlooked possibility, be- 
cause most oilburner people cannot see 
very far beyond their own installation. 
It will not only improve a low chimney, 
































Extending chimney with smoke pipe 

represents an easy method of correcting 

problems of height, area or wind varia- 
tion. 
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it will also add to the draft obtainable 
in a narrow one. The extra intensity will 
cause the gases to be moved faster, so 
that more of them can be removed. Many 
stubborn cases of pulsation have been 
remedied by increasing height. 

If the customer is willing to pay for 
it the best way to extend a chimney is 
with permanent masonry lined with tile. 
But there is usually a lot of delay in 
getting this done. Meanwhile the draft 
trouble continues. To prevent interim 
service calls, and to see if the proposed 
change will really improve things, some 
oilburner people build a temporary ex- 
tension of standard smokepipe. Two or 
three lengths will increase draft meas- 
urably. The joint between the extension 
and the permanent chimney is made as 
smooth as possible. The outside should 
be grouted with concrete. Sheet metal 
screws will secure the sections. 

No rain protector should be installed 
at the top. It might interfere with the 
upward gas flow. This is to be considered 
a strictly temporary measure, though 
most owners never get around to build- 
ing a permanent extension. If it should 
rust through in two or three seasons it 
can be replaced cheaply. Meanwhile it 
can be depended on to keep a draft 
headache under control. 
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1949 Guide Is Largest 
Ever Issued by ASHVE 


THE 1949 EDITION of the Heating, Ven- 
tilating and Air Conditioning Guide, 
containing a 992-page technical data 
section, and a 392-page catalog section 
of the products of 249 manufacturers, 
is the largest ever issued by the Ameri- 
can Society of Heating and Ventilating 
Engineers. Many special features and 
numerous revisions which bring the tech- 
nical data up to date with current prac- 
tice and the most recent research were 
achieved in the 1384-page volume 
through the cooperation of more than 
40 members and many other author- 
ities, according to R. C. Cross, chairman 
of the ASHVE Guide Publication Com- 
mittee, who prepared the book. 
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“It appears, gentlemen, that we'll have to adopt our, 
competitor's tactics, and turn out a reliable product” 

Published recently, the 52 chapters 
of this 27th edition of the Guide are 
grouped in sections having the follow- 
ing headings: Principles, Human Reac- 
tion to Atmospheric Environment, Heat- 
ing and Cooling Loads, Combustion and 
Consumption of Fuels, Heating Sys- 
tems and Equipment, Air Conditioning, 
Special Applications and Installation 
and Testing Codes. 

Both the technical data section and 
the catalog data section are completely 
cross-indexed for ready reference. The 
latter section provides concise informa- 
tion on the sources of supply for heating 
and ventilating equipment. 

Some special features are the addition 
of a section on design, rating, installa- 
tion and operation of space heaters, en’ 
largement of the section on vapor trans 
mission and addition of new temperature 
data for both summer and winter. 

Research conducted by the Society is 
the source of new tables of circular 
equivalents of rectangular ducts, along 
with three methods of sizing ducts. The 
chapter on steam heating systems has 
been improved. 

The Guide, priced at $7.50, is avail- 
able from the American Society of 
Heating & Ventilating Engineers, 51 
Madison Ave., New York 10, N. Y. 


© 
Omaha Moves Rapidly 


To Automatic Fuels 


IN FOUR YEARS since the war ended the 
number of oilheated homes in Omaha 
has risen 50%, gas heated homes 59%, 
and those coal heated are down in num 
ber by 11%, according to a continuing 
study by the Omaha World-Herald. 
The table shows the shift by years. 


Per Cent of Total 


1949 1948 1947 1946 1949 1948 1947 1946 

Oil Heated 23,907 p PIR a 16.376 15,903 26.3 26.7 19.8 19.2 

Gas Heated 17,362 14.495 12.169 10,933 19.1 7S a7 13 2 

Coal Heated 49,995 46,383 54,537 55,990 70) 56.0 65.8 67.6 
September 


1949 
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Air Conditioning 


NOWULALION THE E16 GAS JOBS / 
with the New Pa CAST IRON...GAS FIRED 


Air Conditioning Units 
































Front view of No. CA-140 
Unit, 140,000 BTU input. 





“Something new has been added” to the Luxaire line 
of Gravity Furnaces and Air Conditioning Units—larg- 
er sizes of CAST IRON, GAS FIRED Air Conditioning 
Units with up to 200,000 BTU Input per hour! 

The Luxaire CAST IRON, GAS FIRED series of 
Gravity Furnaces and Air Conditioning Units now 
ranges from inputs of 50,000 to 200,000 BTU per hour! 
Now, you and practically every homeowner, builder 
and architect who prefer gas equipment with Cast Iron 
Heating Elements can obtain the type and size that 
they require from Luxaire. 

Completely new in conception and design, Luxaire cast 
iron gas fired units have such advanced, 1949, features as: 


1. Round Combustion Chamber. 


2. All joints between combustion chambers and radi- 
ators are horizontal joints, leak-proof and gas- 
tight with cementing. 


3. Round, Ribbon type gas burner. 





Side interior view of No. CA-200 unit, 
200,000 BTU input. 


4. Radiator, or complete heating element can be re- 
moved for cleaning without dismantling cabinet or 
disturbing cabinet top, plenum chambers or ducts. 

Write for new catalog just off the printing press. 

In addition to Cast Iron, Gas Fired equipment, the com- 
plete Luxaire line includes gravity furnaces and air 
conditioning units, of steel as well as cast iron con- 
struction, for all fuels, oil, coal and gas; also the new 
Counterflow units, Gas or Oil Fired, that discharge the 
air downward through the base of the cabinet. 

See your Luxaire jobber for complete information. 





Series A Series H Series O Series G 
Gas-Fired, Steel Gas-Fired, Stee] Gun, Oil-Fired Air Gas-Fired, Steel, 


Conditioning Unit: 
also available in 
Utility and Gravity 
Furnace models. 
Convertible to Gas. 


Utility Air 
Unit Conditioning 
Unit 


THE C-A-OLSEN M nus 





Series V Series AC-700-F 
Vaporizing Oil- 
Fired, Air Condi- 
tioning Unit; also 
available in Utility 
and Gravity fur- Casing Casing, and in 
nace models. Con- 
vertible to Gas. 


Gravity Furnace. 


Series No. 700 Series C 


Coal-Fired, Steel, 
Air Conditioning 


with Round 


Pipeless style. 


ELYRIA 12, OHIO 
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Coal-Fired, Steel, Coal-Fired, Cast 
Gravity Furnace; Iron, Gravity Fur- 
Unit. also available nace; also avail- 
able with Square 





Heat for Small Homes 


How to Use a Riser with Forced Hot Water Systems 


ae of heating risers for the heating 
of small rooms long has been common 
in steam systems, but it is not generally 
the best method because much of the heat 
is given off at a high level. Rooms heated 
in this manner pocket much of their heat 
near the ceiling. Because of its space 
limitations the heating riser is found most 
often in bathrooms and small bedrooms. 

Small rooms, bathrooms especially, 
have little choice of floor space for radi- 
ator placement. A two-inch pipe, capped 
at the top, or continued into a similar 
room above, can be run in a corner and 
will take little away from the useful 
space in the room. 

Because of the lower surface tempera- 
ture heating risers have seldom been used 
in hot water heating systems. The fact 
that two pipes are needed is also a factor 
which has kept heating contractors from 
applying this method. It is difficult to 
prevent the pipes from becoming air- 
bound, unless they are connected to an 
upstairs radiator. 

The introduction of the circulator, 
and especially modern control systems 
by which it is possible to operate at much 
higher water temperatures, has altered 
these factors considerably. A surface 
temperature of 200 degrees makes a hot 
water heating riser almost the equivalent 
of steam in its ability to heat a small 
room. But it is still necessary to devise 
a means of preventing the frequent air- 
binding, and avoid the unsightliness of 
two vertical pipes if possible. 

During and after the war, when radi- 
ators were hard to get, the writer had 
occasion to work with several heating 
men who were remodeling old systems 
or installing new ones in old houses. One 
of the ideas developed made it possible 
to install a single-pipe heating riser to 
be used with circulator systems, which 
did not become airbound easily. The sev- 
eral that were installed have been suc- 
cessful to the present time. 

A half-inch branch is taken off the 
supply main in the conventional way. 
It is piped into the “bull” of a vertical 
2x 2x" Tee. A 2 inch riser is taken 
from the upper end of the Tee directly 
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to the room to be heated. The top end 
of the pipe is capped. A hot water vent 
valve is tapped into the cap, or into the 
side of the pipe near the cap. 

Return is provided by installing a 
piece of half-inch pipe inside the two 
inch riser. The top end of this half-inch 
pipe should be about a foot below the 
vent valve, so that if there is a tendency 
for air to pocket in this particular riser 


S-8 upply [ain 
B-Return Main 
VY. -Fiser Vent 


D-Louble Tapped 
Bushin 9 





















there will be plenty of space for it to 
accumulate before it becomes necessary 
to remove it through the vent valve. 

The means by which the inside pipe is 
connected back to the return piping in 
the basement is a 2-to-l4 inch double- 
tapped bushing in the bottom of the Tee. 
It need not be threaded tightly into the 
inside thread. The outside tapping is 
connected to the return main by a half- 
inch branch. It may be necessary to bring 
this branch into the underside of the 
return main because of height limita- 
tions, as shown in the diagram. This will 
not interfere with the movement of the 
water in any way. 

While this hookup has been used in 
one-story applications there is no reason 
to believe it cannot be piped to two simi- 
lar rooms, one above the other. Also 
there is no reason for its not being used 
in single pipe hot water installations. 
The same type of deflector-Tee can be 
used in the main which feeds water to 
the radiator branches. 

If it is inconvenient to use half-inch 
solid pipe inside the riser, half-inch cop- 
per tubing can be substituted. The in- 
side burrs from the cutter should be 
reamed out well to prevent their inter- 


fering with flow. The fitting at the 
doublée-tapped bushing should be ful! 
size with the tubing. The straight 
through type used for suction lines at oil 
tanks would be best. The compression 
ferrule must be tightened well around 
the tubing to prevent its slipping down 
and causing stoppage. 
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U. S. Department of Labor 
Fueloil Prices (June) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 
section of the country. Getting retail 
quotations from various suppliers in 
each market, the prices are averaged and 
published. Those in the table that fol- 
low were taken June 15 (cents per 
gallon) : 

Range No.1 No. 2 - 3 

Boston 12.93 12.75 11.10 

Manchester 14.07 13.30 11.80 
Portland, Me. 12.80 12.95 11.00 #5 
***Buffalo 13.33 12.62 12.62 
*New York -. 10.42 Pe 
Philadelphia 11.90 10.40 - 
*Chicago 14. 20 13.87 12.85 12.85 
+#%** Detroit 14.29 13.26 4s 
Milwaukee 14.30 13.30 13.30 


*Kansas City .. 12.83 11.80 11.83 
Minneapolis 13.13 12.90 11.74 11.90 


*Balt:more 12.04 10.91 

Wash... D€. 12:27 F110 
Jacksonville 13.37 12.45 ay 
Norfolk 12.28 10.30 10.30 
Richmond 12.60 10.70 ae 

** Savannah 13.95 12.40 


13.67 11.84 11.84 
13.94 11.64 6.55 
13.70 11.38 6.45 
14.77 12.65 6.81 


*EEKEEN ew Or’s 
Portland,Ore. 
**** San Fran’co 
***** Seattle 


*Prices include 2 percent tax. 
**Inspection tax of one cent per gallon 
included on kerosene only. 
*** Prices include 1 percent tax. 
****Prices include 3 percent tax on all 
fuels except gas. 
***** Prices include 3 percent tax. 
*#****Prices include 3 percent tax on all 
fuels except gas, and one cent per gal’ 
lon inspection tax on kerosene an 
fueloil No. 1. 
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J. Edward Salter has succeeded Pres 
cott A. Flage, retired, as Sun Oil Com- 
pany district manager at Atlantic City, 
N. J. Mr. Flage joined Sun as a sales’ 
man at Philadelphia in 1921 and went 
to the resort city as district manager 
three years later. 
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AIRTEMP DEALERSHIPS 
AVAILABLE! 


Investigate today- 


Sell the famous Chrysler Airtemp Heating and 
Air Conditioning Products—Big Market— 
Strong Demand—Good Profits 


@ You'll find Chrysler Airtemp products a 





fine line to sell—well known and highly re- 





garded—nationally advertised and in good 
demand. They are designed and built to high 
standards for dependable performance and 


long life. 


Here are quality products priced to meet the 


needs of home, business and industry. Prod- 


ucts to sell 12 months a year assure you 
profit opportunities in every season. And you'll 
find we back our dealers with close coopera- 
tion in advertising, promotion and field 


engineering service. 


Investigate this opportunity while it still ex- 
ists. Write today 


full details. Or mail the coupon. 





without obligation—for 


NATIONALLY-ADVERTISED PRODUCTS 


FOR YEAR-’ROUND SALES 


(you can handle heating or air conditioning separately if desired) 


Gas and Oil-Fired Furnaces and Winter Air Conditioners * Gas and Oil-Fired = 
Boilers * Oil, Gas and Electric Water Heaters * Oil Burners * Coal Furnaces C H 
* Convertible Winter Air Conditioners for gas, oil or coal * Year Around Air v= 
Conditioning Units (Heats and Cools) * Anthracite and Bituminous Domestic 
Stokers * Blower Units for Furnaces * Stoker-Fired Water Heaters * Room 
Air Conditioners * Packaged Air Conditioners * Commercial Refrigera- 
tion * Condensing Units * Central Systems Cooling Equipment * Marine 


Refrigeration * Water Cooling Towers. 


Chrysler 
Airtemp 


“PACKAGED”” AIR CONDITIONING 
CENTRAL STATION SYSTEMS 
HEATING AND COMMERCIAL REFRIGERATION 


AIRTEMP DIVISION OF CHRYSLER CORPORATION 


DAYTON 1, OHIO 
In Canada: Therm-O-Rite Products, Lid., Toronto 








RYSLER 





AIRTEMP 




















F AIRTEMP DIVISION, CHRYSLER CORPORATION } 
- DAYTON 1, OHIO | 
| Send immediately full details about the Chrysler Airtemp dealership | 
| arrangements, without obligation. i 
: Name { 
Company | 

| Address 
City Zone. i j 
F.& O.H. 7-49 | 
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—_— A FUEL UNIT new to them, in- 
stallation and service men must learn to 
set it up for operation with or without 
a return line. The instructions always 
are available from the manufacturers of 
fuel units. 

Here’s the ABC of fuel units: 

A. Know how to set up the particalar 
fuel unit for one-line or two-line op- 
eration. An internal port or bypass must 
be open when no return line is used, and 
closed when a return line is used. 

B. Every outside tank job should have 
a return line. If an inside tank is below 
the fuel unit, a return Jine should be 
used. 

C. The usual inside tank installation 
does not need a return line. However, 
occasionally inside tank jobs are fitted 
with return lines because this provides 
certain advantages. 

In Diags. 1 and 2, the connections are 
marked “S” for suction line, “R” for re- 
turn line, and “N” for nozzle line. A 
small pipe plug, provided in addition and 
representd by “X,” permits (a) apply- 
ing a gauge to ascertain the nozzle pres- 


Worst Kind of Air-Binding 


sure, and (b) air-ridding a unit that 
won't develop pressure because it is air- 
bound. To air-rid a fuel unit, run it with 
this plug removed or loosened sufficiently 
for air to escape. Have a can or rag 
handy to catch oil that spurts out when 
the pump develops pressure. 

A study of Diag. 3 reveals why a fuel 
unit with a return line rids itself of 
small amounts of air, whereas a fuel unit 
with no return line air-binds easily. Oil 
follows path A-B-C through the strain- 





fueloil & oil heat 
Short Short Article 
on Burner Service 








er and pump. When the pump starts, 
first the shut-off valve at D opens wide 


as the piston of the automatic valve is 
pushed upwards by oil pressure devel- 
oped by the pump, then the piston goes 
higher and opens port E enough to regu- 
late the pump pressure. The pump may 
deliver 15 gph to the automatic valve. 
The nozzle may take 1.0 gph. Then 14 

































To start a stubborn burner, pump airbound. 
No return line but burner must lift oil from 
outside tank. 
1. Set up fuel unit for temporary two- 
line operation by closing its bypass. 
2.Install temporary return line to bottle 
or can. 
3.Run burner, Use gauge port to rid 
pump of air, Remove plug from port. 
4 After flame burns properly, close 
suction line valve to hold prime, 
stop burner and set up again for 
one-line operation. 









gph would come from the return con 
nection at E. 

The pressure regulating port at E 
never closes dead-tight. With no pres- 
sure under the piston, air can leak 
through port E to return line F when an 
airbound pump is trying to start. 

With a return line, any air from the 
fuel unit escapes and stays out of the 
unit, going to the oil tank through the 
return line. When no return line is used 











Diag.2 - Fuel unit rigged for one-line 
operation. Bypass of fuel unit is open. 
Inside tank installations do 

not need return lines, 


Diag.1- Fuel unit with return line. By- 
pass of fuel unit is closed. Return line 
should be used if pump lifts oil. 










and the bypass inside the fuel unit is 
used, air from the pump takes path 
F-G-H and goes back into the strainer of 
the fuel unit; air can escape from the 
fuel unit only very slowly through the 
nozzle, mixed with the oil sprayed by 
the nozzle. Without a return line, air 
that finds its way into the fuel unit goes 
round-and-round for a long time. 

In service work, you may encounter 
a burner which is airbound, and which 
though connected to an outside tank has 
no return line. It may be impossible to 
lift oil by running the fuel unit with 
its air-vent plug removed. Removing 
this plug lets air into the chamber under 
the piston (or bellows in some units) 
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ine ais and the leak at port E lets this air travel 
--~- for nozzle 
-f- ¢ > Jac lum 
A shut-off and pres- path E-F-G A, dropping the vact 
‘ sure regulation that should lift oil from the tank. 
— To start such a burner quickly, and 
ine . . : . . 
thus lick the worst kind of air-binding, 
LJ —— Diiag.3- Dotted lines show effect of using Nozzle Line fit it with a temoprary return line, set 













it up for two-line operation, and air-rid 
it in the usual manner. Really, such a 
job needs a return line. - 


bypass arrangement instead of return line. —> 














$5.23 IWS, 
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The field is wide open for fast sales . . . quick 
profits NOW with KO*Z-AIRE, the Condition- 
ing Units that are easy to sell. Carefree, depend- 
able winterlong warmth with clean, economical 
oil or gas firing and complete automatic control 
make KO*Z*AIRE the perfect conditioning unit 
for every home. 

Dealers all over the country report the 
KO*Z:AIRE line has doubled and tripled their 
Other KO-Z-AIRE Conditioning Units available sales. Get busy NOW, turning your prospects 
for heating needs to 350,000 BTU. into customers with KO*Z:AIRE. 















Jones & Brown, Inc. pe eis 
439 Sixth Avenue ‘ra yo | = : 
Pittsburgh 19, Pa. I <7 a a ews 


Yes, I’m interested in quick profits with KO-Z-AIRE. ‘ ‘ 
= Nationally Distributed by 


Rush full information on choice territories still open. 
a JONES & BROWN, INC. 


ADDRESS— ——ss 















439 SIXTH AVENUE PITTSBURGH 19, PA. 




























Canada Refuses Natural Gas 


to Northwestern States 


— oF Northwestern oilheat- 
ing men over the arrival of Canadian 
natural gas was eased late in July when 
Canadian officials ruled that there would 
not be sufficient gas available in Alberta 
fields for export. Previous plans had 
called for Canadian gas to arrive in the 
cities of Washington and Oregon with- 
in the next three to five years, though 
provincial officials were battling to in- 
sure the gas for their cities before any 
was exported to the States. It appears 
now that the provinces will get the gas, 
though Canadian national officials are 
said to be anxious for the dollar exchange 
such an export would create. 

Officials of British Columbia long 
have fought to get Alberta gas for Van- 
couver and Victoria before any exten- 
sion of the line was authorized for 
Washington and Oregon. The logical 
path for such a line westward, however, 
would take it close to Spokane, and it 
was believed Spokane would get the gas 
first, then west to Seattle with lines 
north to British Columbia, and south to 
Portland. 

An all-Canadian gas line would have 
to go west over the Canadian Rockies 
and would reach heights up to 10,000 
feet, much of the way through solid 
rock. By coming into eastern Washing- 
ton the heights of the Canadian Rockies 
would be avoided, and most of the way 
would be through the comparatively 
easy digging afforded by agricultural 
areas and desert. 

Few gas utilities in the Northwest 
have adequate distributing systems for 
the demand that natural gas might cre- 
ate. Electricity has been so abundant un- 
til recently, and so low in cost that gas 
has little acceptance as a cooking or 
water heating fuel. Existing mains 
would have to be almost completely re- 
placed and vastly extended to allow gas 
to compete successfully with oilheating, 
but utilities were anxious to solve these 
problems ta build a load. 

Dealers in Northwestern cities saw 
the possibility of their areas following 

‘Salt Lake City in gas acceptance. Oil, 
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wood and coal are the principal heating 
fuels at present. Gas has very little ac- 
ceptance as a domestic fuel for any pur- 
pose. Much this same condition existed 
in Salt Lake City until recently, but gas 
now has become a strong competitor for 
the heating market. 

Gas from the Wyoming fields arrived 
in Salt Lake City about 20 years ago, 
mainly as an industrial fuel for the 
smelters. A short time ago the gas util- 
ity applied for permission to increase the 
industrial rate, and after study the Pub- 
lic Service Commission of Utah allowed 
the increase, but with the provision that 
domestic rates be drastically reduced. 

The “Deseret News” of Salt Lake 
City recently published a consumer 
study in which is included data on home 
heating in the area. Fifty-five percent 
of homes are now gas heated, 38% coal 
heated and only 5% oilheated. 

Domestic gas rates in Salt Lake City 
start at $1.00 for the first thousand feet 
per month; 80 cents for the second thou- 
sand; 60 cents for the third; 40 cents for 
the fourth and fifth, and 30 cents for 
all gas over 5,000 ft. per month. This 
is a straight natural gas of 1,000 Btu 
per cubic foot. Domestic heating oil is 
selling at 11 cents a gallon in Salt Lake 
City, though both Utco (Standard of 
Ind.) and Standard of California have 
refineries there. Crude is piped from the 
Rangley field in Colorado. Standard of 
California now has plans for piping 
products from Salt Lake refineries to the 
Columbia River for water shipment to 
the coast. Meanwhile, gas from Wyo- 
ming costs about a third as much as local- 
ly refined heating oil. 

The present decision to keep Cana- 
dian gas for Canadian users meets with 
the wholehearted approval of most oil- 
heating men in the Northwest. Heating 
oil prices at retail presently range from 
around 11 cents to a little more than 12 
cents per gallon, and there is no indica- 
tion that prices will be reduced in the 
near future. Dealers report that rela- 
tively high oil prices, coupled with 
rumors of coming natural gas have in- 
creased sales resistance this summer. 








“Hide the pencil sharpener, paper clips, 
pen set, memo pads and rubber bands. Daddy's 
bringing his boss home for dinner!” 


OHI Of N.E. Sets Up Uniform 


Fueloil Accounting System 
A UNIFORM SYSTEM of accounts for 
fueloil distributors has been presented 
to its membership by the Oil Heat Insti- 
tute of New England after a series of 
meetings and a study by a firm of certi- 
fied public accountants. The purposes of 
the system, according to Fred N. Beck’ 
with, executive secretary, are (1) to 
provide a simple formula for the classi- 
fication of accounts which 
adopted by any fueloil distributor, and 
(2) through the use of a uniform meth- 
od of presenting financial results of op- 


can be 


erations, to make possible comparisons 
between distributors or groups of dis 
tributors. 

The system is divided into five main 
items of expense: Bulk plant, direct de- 
livery expense, indirect delivery expense, 
selling expense, and general and admin- 
istrative. Under each heading the items 
to be included are specified and ex: 
plained. No attempt has been made to 
set up accounting for departments of 
the distributors’ business other than 
fueloil. Cost of sales, installation or 
service on equipment is not included. 

It is planned that distributors using 
the Uniform System of Accounts will 
report their costs from time to time, 
from which average costs for each de- 
partment of the business can be calcu’ 
lated and distributed to the cooperating 
membership. 
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Allison F. H. Scott, formerly with 
FHA in Washington and long active in 
the heating industry, has been appointed 
southwestern regional manager of the 
South Wind domestic heating equip 
ment division, Stewart-Warner Corp. 
Chicago 14, Il. 
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™ PROPER DIRECTION WITH A LEAK-PROOF FIT 












"MS Straight threads permit proper spout direc- ° ° ® 
ex’ tion... eliminate forcing or jamming... No Jamming en No Thread Disruption 
— mesh with flange threads for a perfect fit. At first glance the No. 253 Barrel Faucet appears ordinary. 
of But look at the shank...the threads are straight — not 
nan * tapered. This new feature offers these distinct advantages: 
or (1) The straight-threaded shank matches the drum flange to 
| Hycar rubber flange gasket — recommended permit proper direction of the spout without forcing the 
for fuels and lubricants — assures a snug, faucet. (2) Straight threads enable you to screw the faucet 
ing leak-proof connection. in place with ease... no danger of jamming or causing 
wil &§ destructive thread disruption. (3) A// shank threads mesh 
me, * with flange threads for a perfect fit... usually only the two 
hes outside threads engage with tapered shank faucets. 
a Cast in red brass — 4” I.P. only — com- Note, too, the Hycar rubber flange gasket. It is recom- 
sd plete with steel, easy-to-operate lock lever. mended for fuels and lubricants . . . is included to assure a 
— ee ee a snug, leak-proof connection. Your jobber has the No. 253 
Barrel Faucet in stock ... order your needs from him today! 
vith 
e in - ‘ 
ted «=O Plumbing Brass Goods Since 1890... 
3 
the > 
uip’ i 
rp. ; 



















(Edit. Note—In the August issue ap- 
peared an article, “Responsibility for 
Heating Oils’ by Messrs. Brown and 
Connolly of the Standard Oil Co. 
(N.J.). Numerous letters were received 
commenting on their appraisal of the 
fueloil outlook with its problems. Perti- 
nent paragraphs from several of them 


follow ): 


SOCONY-VACUUM OIL CO. 
New York 


I think all of us in the industry rec- 
ognize that unless consumers and re: 
sellers proceed immediately to replenish 
their stocks in an orderly fashion, it 
may be that their pent-up demands will 
be so bunched in the third and fourth 
quarters of the year that serious em- 
barrassment to the petroleum industry 
would result. In this part of the country 
it is not possible for primary storage 
to absorb the full burden of prepara- 
tion for winter. I congratulate you on 
publishing this timely article. You are 
rendering the industry and the public 
a service. 

A. L. NICKERSON 
Director, Domestic Marketing 


* * * 


SUN OIL CO. 
Philadelphia 


This is a timely appraisal and warn- 
ing. It is necessary that the industry be 
made aware of these conditions so that it 
will not be subject once again to the 
criticism arising from the stringent con- 
ditions of the 1947-48 season. 

Only one statement in the paper trou- 
bled me. If you will refer to the section 
regarding greater seasonal variation 
evidenced in the postwar oil business, it 
does not seem clear what is meant by 
“higher summer inventories of burning 
oil.” From our studies on the subject 
of inventory levels of the four major 
products, in terms of demand and ex- 
pressed as days’ supply, we find that 
for the period 1934-40, inclusive, inven- 
tories of distillate fueloil in Districts I, 
II and III represented slightly better 
than 97 days’ supply, on July 1. For 
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Readers Express Views 
on Brown-Connolly Article 


the postwar period 1946 through 1948, 
inclusive, days’ supply of distillate fuel 
in these three districts averaged slightly 
less than 58 in number, while on July 
1, 1949 there were better than 112 days’ 
supply of this product at primary re- 
porting levels. 

I am concerned with the statement 
that higher summer inventories of burn- 
ing oils are necessary and desirable at 
primary levels of storage. It might have 
been a clearer statement explicitly to 
relate necessary inventory levels in 
terms of demand rather than approach 
the problem implicitly by in percentage 
changes in inventories. Your publica- 
tion is to be congratulated for many 
steps in this direction which it has taken 
over the years. 

BENEDICT SAURINO 
Manager, Statistical Division 
* a x 
NATIONAL PETROLEUM COUNCIL 
Washington 

I concur substantially with the out- 
look that Brown and Connolly present 
and am glad you are giving this pub- 
licity. There is a very great need for a 
warning of this kind. 

JAMES V. BROWN 
Secretary-T reasurer 
** * * 
KENDALL REFINING CO. 
Bradford, Pa. 

Distribution of such information is 
very timely and should be of distinct 
help to all divisions of the heating indus- 
try. It should be given wide circulation, 
as I noticed an article in a recent issue 
of a prominent New York business paper 
which took a directly opposite view. 

J. B. FISHER 
President 
a * * 
CITIES SERVICE OIL CO. 
Bartlesville, Oklahoma 

Our employees following supply and 
demand advise me that this article will 
be quite helpful to them and of general 
interest to the industry. 

A. W. AMBROSE 
President 


* * * 


CONTINENTAL OIL Co 
Denver 


Courtney Brown and Jack Connoll 
have analyzed the situation very clear]; 
and as you know I just about take their 
conclusions without any questions. 

J. A. LENTZ 
Western Sales Manager 
** * x 
LION OIL Ci 
Eldorado, Ark. 

This is a very thorough analysis of 
the heating oil situation, and your or- 
ganization is performing a worthwhile 
service in making such information 
available. 

A. REED 
Vice-president 


* * * 


SHELL OIL Co. 
New York 


In general, I concur fully with the 
problems mentioned as certain to arise. 
As one who keeps in close touch with 
prospects, the chief deviations from the 
article are those of magnitude. Specific 
points of difference are: 

1. It is felt that the 1949 kerosene 
demand will slightly exceed that of 1948 
and that distillate demand will be about 
5% higher. 

2. Although not certain, it is felt 
that demand in September will step up 
sharply and allow for a larger increase 
in kerosene and distillate demand in the 
third quarter than shown. 

3. Although the winter demand of 
1949-50 will be dependent partly on 
weather, it is felt that the percentages 
shown in the fourth quarter for kero- 
sene and distillate are on the high side 
and those for the first quarter of 1950 
on the low side. However, for the win 
ter season, six months, it is felt that de- 
mand will exceed last winter by up to 
25% on the basis of normal weather. 

4. With prevailing prices of gasoline 
and distillates and a continuation of high 
gasoline demand, the yields shown in 
the fourth quarter seem unlikely to pre’ 
vail. 

5. Refinery runs and crude produc’ 
tion, it is felt, will have to be stepped 
up 100,000 barrels a day more than ind 
cated. 

Too much emphasis cannot be placed 
on the effect of price that will be caused 
by very heavy demands to meet actual 
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A SUPER-EFFICIENT SMALL-HOME BOILER 
FOR OIL-FIRING EXCLUSIVELY 


Engineered to out-perform 
competition. Designed for easy 
handling and installation. And, 
even with all the “extras” the 
PACEMAKER provides, it is 
competitively priced. 


PACEMAKER is not “just an- 
other new boiler.” Our engi- 
neers and designers were given 
instructions to produce an oil- 
burning, cast-iron boiler “better 
than those now on the market.” 


And how they came through! 
Many features of the PACE- 
MAKER are original with 
Burnham — features not found 
on other boilers. Exhaustive 
tests, too, have shown that these 
exclusive features make PACE- 
MAKER the outstanding low- 
cost boiler on the market today. 


HIGH EFFICIENCY — Two crown sheets — 
not one — provide more prime heating 
surface. Enables PACEMAKER to liter- 
ally scrub all the heat from the fuel. 
Vertical fire-travel, too — usually found 
only in more expensive boilers. 


BOILER SHIPPED ASSEMBLED — A big cost 
saving item in these days of high labor. 


PRE-CAST COMBUSTION CHAMBER — In- 
sulation and refractory fitted and 
cemented in boiler base at factory — 
another labor saving feature. 


DOMESTIC HOT WATER — Specially de- 
signed to deliver abundant hot water, 
summer and winter, at low cost. Built-in 
all copper water heater — tankless or 
storage type. 

CONTROLS — All controls, mounted in 
front of boiler directly above oil-burner, 
assure easy wiring. 

GAS TIGHT CONSTRUCTION — All sec- 
tions machine ground for tight fit —no 
air leakage or escape of oil fumes. 


Get all the facts on PACEMAKER — the oil-burning boiler 
that simplifies installation and delivers what you promise. 





“PIONEERS OF RADIANT BASEBOARD HEATING” 


IRVINGTON, N. Y., Dept. FO 99 


RADIANT HEATING 


LOOKS eee SELLS. e and PERFORMS ee 





SMARTLY STYLED two- 
tone Sarasota Tan jacket 
— heavily insulated. TWO 
models: Flush Jacket con- 
ceals all controls. Ex- 
tended Jacket (illustratea! 
conceals oil burner. 


EASY TO INSTALL — 
Can be bolted to base 
while lying on its side. 
Easily raised to vertical 
position. (Cutaway illus- 
trations show  construc- 
tion). 


eIBE a 


that save Ht 


PRE-CAST COMBUS- 
TION CHAMBER — Insu- 
lation and refractory 
fitted and cemented in 
boiler base at factory. 


CONTROLS—Controls 
are directly above oil- 
burner, and mounted on 
frant of boiler. 


BURNHAM CORPORATION 


Irvington, New York Dept. FO 99 


Please send me literature on PACEMAKER. 


Name 





Addrezs 





City State 
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winter consumption. It should be noted 
that primary refinery demands this year 
more closely coincide with actual con- 
sumption than in previous years and will 
show a sharp seasonal variation. This 
will of necessity result in wide price 
fluctuations since refineries cannot op- 
erate at such high and low levels of 
supply and meet the winter require- 
ments. Accordingly, prices are presently 
depressed since refineries are following 
the normal course of helping to meet 
the winter demand by a summer build- 
up of secondary and primary storage. 

The deferred buying and necessary 
winter consumption will probably great- 
ly exceed the refinery winter out-turn 
unless drastic changes occur in yields 
and runs are substantially higher. To 
bring about both of these a substantial 
price change will be necessary. The 
present differential between gasoline and 
distillate of 4¢ per gallon at the Gulf 
certainly omens a minimum production 
of distillates. 
J. H. SALMON 

Economist 


%* * * 


THE ATLANTIC REFINING CO. 
Philadelphia 


The Brown-Connolly article is timely 


and very informative. It should point 
out that better times are ahead for the 


industry if it now puts its house in or- 


der. 


E. T. KNIGHT 
Economist 
* * * 
OIL-HEAT INSTITUTE OF AMERICA 
New York 

I do not have the facts at my disposal 
as these men have but my own observa- 
tions have led me to feel for some time 
that we could have very serious difficul- 
ties during the coming winter if we 
should have a cold one. This would be 
particularly true if our fall should be 
mild so that we do not get a normal rush 
of fall business. 

Too many individual distributors are 
taking the position that the situation is 
not serious, or what is worse, are taking 
the position that if they refuse to com- 
ply with any program to get their cus- 
tomers to fill their tanks and also to fill 
their own tanks, that they will force the 





price of products down further. While 
it would be desirable to have lower 
prices, I think that at this particular time 
it is a shortsighted policy. 

In my opinion you have served the 
industry by publishing this article, and 
I only hope that everyone can work to 
gether to avoid the trend in the inven- 
tory position of middle distillates as 
indicated in this article. 

C. R. JONSWOLD 
Chairman, Business Management 
Comm. 

* ** ** 

GULF OIL CORP. 

Pittsburgh 

The article is excellent and badly 
needed at this time. Fueloil jobbers and 
dealers who do not fill their own stor- 
age and the storage of their customers 
during the summer months are doing the 
public and the industry a disservice. 
Perhaps if enough people keep banging 
away, the job can be done before it is 
too late. 

A. C. STAPF 
Asst. Gen. Mer., Fueloil Sales 


* a ms 








@With Aldrich you meet your customer’s 
exact needs for hot water or steam heat 
and/or hot water supply. Offer seven sizes 
of beautifully designed and built boiler- 
burner units—the 100,000 BTU “Bantam”; 
six Series “B” Heat-Pak units, rated 118,000 
to 808,000 BTU. 

The oil-to-gas conversion feature of the 
Series “B” keeps your inventory down and 
it’s a BIG sales clincher in _ localities 
where gas may be available later for 


JOBBERS—You'll make more money with Aldrich—write for facts. 


See How the Complete 


ALDRICH Line 


Customer Requirements 


.-- Clinches 
Sales! 


<r 
-™ 
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domestic heating. It’s one of many ex- 
clusive features that help you sell. 


ALDRICH Oil Burners 


Skillfully engineered, precision-built for 
economy and trouble-free service. No radio 
interference from Aldrich-built motors 
and transformers. Burners flange or base 
mounted. Model CX: .75 to 
2 GPH. Model SAX (shown) 
with interchangeable draft 
tubes and air cones: .75 to 4.50 
GPH. Model BX: 4 to 8.50 
GPH. Model JU Heavy Duty: 
7 to 19 GPH. 


DEALERS—Write or wire for name of nearest jobber. 
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BREEZE 
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Convert from oil to gas, gas to oil 
with identical boiler ratings. 





ALDRICH COMPANY 


a subsidiary of Breeze Corporations, Inc. 


103 E. Williams St., Wyoming, Ill. 
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The Popular New 
ALDRICH ‘Bantam 


oe for modern, 
low-cost homes 


This outstanding 
boiler-burner unit, 
designed especially 
for the modern 4 
to 5 room home, 
stands only 45” 
high, occupies € 
20”x33” of floor % 
space. It can be adapted to 
steam, hot water, or radiant 
heating systems, and provides 
domestic hot water in excess 
of FHA requirements. Models 
also available for hot water 


supply only. 
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Customer Satisfaction On Low Gallonage, 
Short On-Off Firing Cycle Burners 


ry 

i. he new A. P. Green IFB* Combustion Chamber has been désigned 
for ease of installation, exceptionally fast heating and complete 
combustion. It comes to you in a special cardboard container con- 
sisting of two inner cartons containing all the component parts, 
including a 5-lb. can of high temperature Mortar. Everything you 


need for a customer-satisfying installation is included. The front tile 


is in 2 pieces with the burner opening already cut. You don't have 


Each piece of the chamber is packaged = to perform this delicate, time-consuming operation on the job. 


in an individual ceil to insure safe, ie ; 
unbroken arrival: a This A. P. Green IFB* Combustion Chamber has been specially 


designed to meet the exacting requirements of small gallon-per-hour 


There’s An A. P. Green Com- 
bustion Chamber to Meet 
Every Oil Burner Requirement 


Streamlined Combustion Chamber: @ 


Rectangular heavy firebrick cham- 


ranges where there is a short on-off firing cycle. It is available in 
four standard sizes — 1.00, 1.35, 1.50 and 2.00 gallon-per-hour 
capacities, 


An A. P. Green distributor located near you will give prompt 





ber. Comes in all sizes. 8 delivery and personal attention. You'll find him listed in the yellow 
Perfecto Combustion Chambers sa pages of your telephone directory, or write direct for more infor- 
BY Economical. A heavy firebrick @ 
& chamber of circular design. Also = mation. 
Ba available in all sizes. koe 


eee 
pass 


*Insulating Firebrick 


eee 


A.D. Green ’ 


REF TORY 
ed 6A. P. GREEN FIRE BRICK COMPANY 


a ia MEXICO, MISSOURI, U. S. A. 


sv RE WOR US A. P. GREEN FIRE BRICK CO., LTD. IN CANADA 
DISTRIBUTORS IN THE PRINCIPAL CITIES OF THE WORLD 
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SOCONY-VACUUM OIL CO. 

New York 

The general theme of the Brown- 
Connolly article is just about what we 
would be thinking, and I would further 
say that this information should be given 
as wide a distribution as possible in the 
petroleum industry. What I have in 
mind is that very recently a prominent 
New York newspaper had an article in 
the financial section that the fueloil mar- 
ket is very weak and might get even 
weaker. That kind of thought is 


ex: 
ceedingly troublesome and could cause 


TAKE A MONARCH “TIP” -- 


a complete disregard of the points which 
this article sets out. 

The thing still not clear to me in this 
whole picture is the secondary storage 
situation; it is utterly confused. Your 
recent “Trends” article indicated what 
I would say was a normal seasonal build- 
up which wasn’t anywhere near as much 
as last year for the comparable three 
months, but last year was very high. 
When we look at the calculated refinery 
deliveries they are very low and I would 
have looked for your dealer figures to 
show no increase. I cannot explain to 


AND COMPARE RESULTS! 











my satisfaction how the calculated in 
dustry demand for the last three months 
could have gotten so low. Some of it 
may have been material carried ove: 
from the previous year, but even if you 
allow for what seems to be a reasonabk 
guess on the carry-over quantity you 
cannot calculate as low a demand as 
came out in the figures. 

I hope that these low figures do ind: 
cate deferred demand which will be 
picked up later some way or other. In 
talking around, I can’t seem to find the 
answer for the indicated decreased de 
mands for oil because of a delay on the 
part of the consumer, as they are mostly 
on automatic deliveries. 

ALBERT J. MCINTOSH 
Economist 
* * x 
AMERICAN PETROLEUM INSTITUTE 
New York 

I am not sure that I share all of the 

views expressed in the paper, but it is 








Most any nozzle will produce some kind of a fire, but 
—until you have tried Monarch Stainless Steel Noz- 
zles (of a type with spray characteristics matched 
to your air mixing equipment) you won’t know 
how good they really can be. Advise make 
of burner and sketch or accurately describe 
air mixing head and make test yourself with 
the series Monarch Nozzles we recom- 
mend. 

Pulsation: Write for new Circular 
No. 51849 on our “Anti-Pulsation” 
equipment. 
















The G-74 
Combustion Head 


Replacement 
The Monarch G-74 Valves 
Head embodies an en- 
tirely new ree _to 
efficient means for inti- ; 
mately mixing air with Monarch piston type 
atomized oil to provide a pressure regulating and 
highly efficient controlled cut-off valves are avail- 
flame. able in models to suit most 


replacement needs. G-49 
valves can be mounted in any 
position and piston will not 

jam from dirt. Contain no 


Note these features: 


1. Suitable for wapeney sizes from 
-.75 GPH to 2.50 GPH. 


2. Simple to install and has no external 


nevertheless a very timely one. I do have 
in mind, however, that often a mild win- 
ter followed by a hot summer produces 
an early following fall and a rather se- 
vere winter. Forecasting weather is a 
thankless job that I wouldn’t attempt, 

but these things do come to mind. 

FRED VAN COVERN 
x * ** 

TIDE WATER ASSOCIATED OIL CO. 
New York 

We are in entire agreement with the 
thoughts and data given in the Brown: 
Connolly article and you are to be com- 
plimented in bringing this situation to 
the attention of the petroleum industry. 
It should clear up some confusion that 
exists today. 

We have always been interested in 
also reading the articles and data which 
you have presented in the past on the 
status of the stocks in secondary and 


consumer storage. 
OLIVER S. AMBROSE 


“adjustments” to juggle and there is no 
“guess work” about the settings. 

3. Price—Less than the cost of a 
goodfuel unit. 





bellows or diaphragm to break 
or corrode. Rugged Brass bodies, 
with stainless steel pistons. 


Write for Catalog D 


MONARCH MFG. WORKS, 


INC. 


2503 E. ONTARIO ST. 


PHILADELPHIA 34 


PENNA. 


European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 
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THE OHIO OIL CO. 

Findlay, Ohio 

My own calculations have indicated 
similar of Dr. 
Brown, although the degree of my esti 
mates of demand increases are some 
what lower. I believe the actual yield 
of middle distillates may be a couple of 
percentage points less than he antici 


conclusions to those 


pates. 
This article is particularly well timed 
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FITZGIBBONS 











This is the new enclosing insulating jacket 
styled for the 10th anniversary year of the 
famous Fitzgibbons “400” Series steel boiler. 
It has eye appeal that attracts the women, 
teamed with boiler design that pleases, the 


man. Both combine to provide the “sales 
j 








“he 400" SERIES 


with the beautiful two-toned 
silver and green jacket. Be- 
neath—a heat conserving, fuel 
saving blanket of ‘“‘Fiberglas” 
thoroughly insulates the steel 
boiler against heat loss. 











STREAMLINED - MODERN 
COLORFUL - ATTRACTIVE 





appeal” which makes the “400” Series the 
choice of all leading Oil Burner Dealers. 
Now you can sell “new looks” with the 
same dependable performance and abundant 
hot water supply that have been “400” Series 


qualities for a decade. 


| Fitzgibbons Boiler Company, Inc.. F.O.-SEPT. 
| 101 PARK AVENUE, NEW YORK 17, N. Y. 
Send me the new “400” Series Catalog. 
| Name: Position: i as ads ace face ee 
FC (1: eee eee ene Wyo eee wet enre ney aya Meme stench APM S Man an iE 
; City: Se da eta ncaag cee AE eS ss Zone: State: 

89 








and should serve to bring about a better 
understanding of the basic factors of 
the industry. The publishers and authors 
are to be commended for their service. 
N. G. DUMBROS 
x * Bs 
Milford, N. J. 

I was impressed by Messrs. Brown and 
Connolly’s somewhat fidgety analysis of 
probable troubles in burning oil short- 
ages, come next winter. 

As I understand this article, they say 
in pages of words and tables that if 
the oil producers, refiners, transporters 
and distributors get oversure about the 
fueloil supply situation, and the coming 


SPARK Stove Co., Inc. 


Name 


eee 
Uf, 





2619 E. 12th St., Oakland 1, Calif. 


Gentlemen: Please send me complete information on SPARK oil 
burning heaters and your SPARK dealer plan, 


winter is worse than average, the users 
may be short of burning oils, Prices 
mays also get too high and the users get 
really sore. 

Years ago when I tried to learn ele- 
mentary economics I was taught that one 
of the many axioms of the subject was: 
“A shortage which is anticipated never 
occurs.” If that still stands as an axiom 
in our post-1932 revised and enlarged 
economics, Messrs. Brown and Connolly 
have done a service in sending up storm 
warning signals. 

Do I understand correctly that their 
proposed remedy is a prayer that we 
recognize that “great seasonal variation 







DON'T WAIT 
TIL IT SNOWS! 












There’s a market for SPARK oil 
heaters NOW! Installation right 
now has special advantages to 
you and your customers...avoids 
last minute rush and delays: 
makes winter comfort certain. 


SPARK HAS NEW MODELS— 


NEW, LOW PRICES. 


Write for details 










SPARK ..:..c HEATERS 








a A product of 
NG spark STOVE CO., INC 


OAKLAND 1,-CALIF 





Firm 





Address 





City. 


State 
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has come into the postwar oil business”? 
I'll do that gladly, in fact, did it five or 
Six years ago. 

And I’m all for the industry building 
adequate storage facility, but I wonder 
if we can build them in time to keep the 
people warm next winter, if we have a 
spell of hard frost. 

Most of us ex-truck drivers and un- 
licensed plumbers who have nursed oil- 
burners and fueloil deliveries through 
20 or 30 winters will give three rousing 
cheers for anything that helps the in- 
dustry — oil and oilburner — make it 
practically impossible for the user to get 
sore about oil deliveries, or prices, burn- 
er efficiency or service. And we'll work 
like hell for it too, just as we always 
have. 

We like the business and want to see 
it do well, and hope Messrs. Brown and 
Connolly will see that Standard Oil 
(N.J.) leads the field in building new 
storage. 

LLOYD BARKER 


© 


Three Eastern Cities 


Get Natural Gas OK 


FEDERAL POWER COMMISSION has au- 
thorized the Atlantic Seaboard Corpo: 
ration to build facilities not later than 
May 1, 1950, to supply natural gas to 
the Consolidated Gas Electric Light and 
Power Co. of Baltimore. It is believed 
this gas will be sold as a straight natural 
gas rather than as a mixed gas. The com- 
mission at the same time failed to act 
on a request by Richmond, Va., that it 
be allocated natural gas by the Virginia 
Gas Transmission Corp., a subsidiary of 
Seaboard. 

Natural gas also has been authorized 
and facilities are being completed for 
Staten Island (Richmond County, N. 
Y.), where a straight natural gas will 
be distributed. The territory is just be: 
yond the end of the “Inch” lines in New 
Jersey, and will be the first natural gas to 
enter New York City. 

Tennessee Gas Transmission Com: 
pany has received authorization to ex’ 
tend its system to Buffalo, N. Y., to 
increase capacity about 28%. At the 
same time the Power Commission de 
nied “without prejudice” a Tennessee 
application for authorization to extend 
its gas pipeline system to Boston. 
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No. CL-140, 140,000 BTU 


I Input Front view. Cast 


Iron Heating Element. 


Here’s that extra capacity to get those large, gas fired 


heating jobs for which the buyer wants a unit with a 


cast iron heating element. 

With the introduction of these larger units, Moncrief 
can now supply Cast Iron, Gas Fired heating plants 
with inputs as low as 50,000 BTU and with inputs as 
high as 200,000 BTU. 

Basement Air Conditioning Units, Utility Units and 
Gravity Furnaces, this series of modern units contains 
the type and size for every prospective purchaser who 
demands a heating element of cast iron. And the 
Moncrief is not just another cast iron furnace to cash 
in on the present rush for gas fired heating equipment. 
More than a half century of experience has endowed 
these “Years Ahead” heating plants with such modern 
engineering advantages as a round combustion cham- 
ber; horizontal joints, that are gas-tight without ce- 
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Series L 


Series U Series P Series W 
Psa ired Steel Gas-Fired, Steel un, Oil Fired, Gas-Fired, Steel 
ur Conditioning Utility Air Steel, Air Condi- Gravity Furnace 
Unit Conditioning tioning Units ; Made i ‘ 
Unit also in Hiboy and 


Furnace 
Converti- 
to Gas. 


Gravity 
Models. 
ble 


HENRY FU 


THE 








MEATING AND AIR CONCITIONING UNITS 


MI EXTRA CAPACITY!!! 


NOW-Up to 200,000 B.T.U. with 
MONCRIEF'S New CAST IRON...GAS FIRED 


Air Conditioning Units __ 















No. CL-200 Unit, 200,000 BTU Input Side Interior 
view, Cast Iron Heating Element. 


ment, where radiators join combustion chambers; 
readily accessible cleanout ports that meet all require- 
ments; and finally a cabinet so ingeniously constructed 
that the entire heating element can be removed in a 
matter of minutes without touching ducts or plenum 
chambers. 

Cast Iron, Gas Fired Units are only one member of the 
large family of Moncrief ““Years Ahead” heating prod- 
ucts. Coal Fired, Gun, Oil Fired, Vaporizing, Oil Fired, 
Gas Fired—steel or cast iron heating elements—gravity 
furnaces, air conditioning units, Hiboy units, Counter- 
flow units with air discharge at base of cabinet—Mon- 
crief makes them all. 

Send in for catalogs and the name of the Moncrief 
jobber who can place you in a position to increase 
your sales and profits. 





Series V Series AC-700F Series 700 Series C 
Vaporizing Oi 1- Coal-Fired, Steel Coal-Fired, Steel, Coal-Fired, Cast 
Fired, S Steel, 2 Air Air Conditioning Gravity Furnace; Iron Gravity Fur- 
Conditioning l nits, Unit also available mace; also  avail- 
made also in Hi- with Round able with square 
boy and Gravity Casing. easing, and in 


Furnace models. 
Convertible to Gas. 


RNACE 


pipeless models. 


COMPANY 


Medina, Ohio 


MONCRIEF 








FURNACE PIPE AND FITTINGS 
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Iowa Farm Furnaces 


Are 38% Oilfired 


IN A STUDY by the Iowa Bureau Farmer, 
a Des Moines publication, it is disclosed 
that among all Iowa farm homes having 
central heating plants 38% use oil as 
fuel, 55% use coal and 7% use gas. 
Brand preferences for oilburners as 
stated by the farmers interviewed were 
as follows in order of preference: Tim- 
ken, Lennox, Oil-O-Matic, Laco, Cen- 
tury, Delco, G-E, Iron Fireman, Inter- 
national, Green Colonial, and various 


others. Of the top ten, four are native 
Iowa products . . . Lennox, Laco, Cen- 
tury and Green Colonial. 
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Karl Egeler has been appointed sales 
manager, Duo-Therm Div., Motor 
Wheel Corp., Lansing, Mich., and has 
been succeeded as advertising manager 
by Louis C. Vandertill. Mr. Egeler 
joined Duo-Therm as advertising man- 
ager in 1932 and in 1940 added the 
duties of sales promotion manager. In 
this position he engaged in extensive field 





Sell Cost-Conscious Commercial and 
Industrial 0:1 Burner Users... 
... Show Them How 


To Cut Costs With An Economically Operating 


Cleaver-Brooks 
HEV-E-OIL BURNER 
USING LOW-COST No. 5 OIL 


Quick sales and profits are yours when you offer your 
customers and prospects a chance to cut operating costs 
using low-cost, high heat value No. 5 fuel oil. 


The economically operating Cleaver-Brooks HEV-E-OIL 
BURNER efficiently using low-cost No. 5 oil, assures 


substantial savings to hundreds of commercial and in- 
dustrial oil-burner users in stores, factories, green houses, 
apartments, small laundries, cleaners, dyers, pressers, and 


processing establishments of all kinds. 


Write today—for complete dealer and distributor in- 
formation. Cleaver-Brooks Company, 363 E. Keefe Ave., 
Milwaukee 12, Wis. 


CLEAVER-BROOKS HEV-E-OIL 
BURNER FEATURES 


LOW PRESSURE AIR ATOMIZATION 
AUTOMATIC ELECTRIC IGNITION 
LOW FIRE START @ FLAME MODULATION 
RESPONSE TO LOAD REQUIREMENTS 
SIZES: | TO 40 G.P.H. 
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“Do you have one that travels faster than 
time? This one should get there yesterday!” 


work with Duo-Therm distributors and 
dealers. Mr. Vandertill, with the com 
pany since September of last year as as 
sistant advertising manager, previously 
had been with a Lansing advertising 


agency. 


R. E. Bryant has been named man 
ager, Automotive and Electrical Branch 
at Buffalo, N. Y., for Wagner Electric 
Corp., St. Louis 14, Mo. After inten: 
sive factory training, interrupted by the 
war years when he served with the 
armed forces, Mr. Bryant worked as a 
salesman in the company’s Pittsburgh 


branch office. 


W. ]. Duncan, manager of the Green 
Bay, Wis., sales field for Standard Oil 
Company (Indiana), Chicago 80, Ill. 
retired on company annuity on August 
5 after thirty-three years’ service. He 
was succeeded by A. V. Fraser, whose 
position as manager of the reseller sales 
department in the general offices at Chi 
cago has been taken over by G. D. Car 
roll, formerly assistant manager at Kan- 
sas City, Mo. F. W. Roos, Peoria, IIl., 
sales manager has succeeded Mr. Car- 
roll. 


R. H. Bacon, vice president, Indus 
trial Advertising Agency of Kreicker 
& Meloan, Inc., Chicago and president, 
R. H. Bacon & Co., business paper edi- 
torial service, has been elected president, 
Chicago Technical Societies Council. 
The Council is made up of some fifty 
scientific, engineering and technological 
representing about 18,(00 
members. Mr. Bacon has been active in 
engineering society work in Chicago {or 


societies, 


the past twenty-five years and has been « 
chairman of the Chicago section, ASME 
and president, Chicago Engineers Club. 
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The Latest in 
Advanced Engineering 





NEW GILBARCO GCN OIL BURNER — 


For the volume market. Trim, modern hood protects 
burner and adds to customer eye appeal. 


Easy installation — easy cleaning and adjustment, as 
operating parts are exposed when hood is removed. 


Gilbarco Oil Burners for larger homes and commercial 
installations come in four sizes from 2 to 25 gallons 
per hour capacity. 





And for apartments, fac- 
tories and other large 
buildings a complete line 
of industrial oil burners 
up to 110 gallons per 
hour capacity. 


MODERN, COMPACT 
BOILER-BURNER UNITS 
—Both steel (packaged) 
units and cast iron 
models for easy instal- 
lation, attractive ap- 
pearance! Economical 
heating for hot water or 
steam ... with built-in 
tankless heater for hot 
water supply. 


WORLD-FAMOUS GILBARCO OIL BURNERS 








Backed by Gilbarco’s 
Unequaled Manufacturing Experience 


























All GILBARCO OIL BURNERS have 
the exclusive Economy Clutch — the pat- 
ented action that reduces the formation 
of soot when the burner starts and stops. 
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Greater fuel savings, cleaner heat, quieter 3 
operation! : 
. 
j 
3 
J 
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THE OIL BURNER 
WITH THE ECONOMY CLUTCH 


Gilbert & Barker Manufacturing Co. 
W. Springfield, Mass., & Toronto, Can. 
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Industry, Groups 


Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited 
to send reports of their Group’s activities 
to reach the editor by the 18th. 


Upper Midwest Association 
Holds First Convention 


AFTER AN EXISTENCE of only seven 
months since its inception, the Upper 
Midwest Oil Burner Assn., held a two 
day convention at Hotel Nicollet, Min- 
neapolis, on July 24 and 25, with about 
300 oilheating men attending from four 
states. The general results were so satis- 
factory that a second convention has 
already been booked for approximately 
the same dates next year. 

In addition to five speakers the ses- 
sions included an opening address by 
Mayor Hoyer of Minneapolis and an 
open forum meeting in which quite a 
few of the members participated. The 
speakers and their topics were: K. H. 
Burner, Chase Brass & Copper Co., on 
“Radiant Panel Heating”; W. A. Sulli- 


















TO MAKE A QUICK OIL FILL 
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SCULLY SIGNAL CO. 


76 First Street 
Cambridge 41, Mass. 


van, Jr., Shell Oil Co., New York, on 
“Means of Improving Oil Heat Efh- 
ciency”; Lon Casler, public relations 
counsel of the Oil Heat Institute of 
America, on “Public Relations for Oil- 
heating”; Robert Gray, FUELOIL & OIL 
Heat, New York, on “Competing With 
Natural Gas” (reproduced in the Au- 
gust Issue); and E. J. Gallmeyer, vice- 
president, Wayne Pump Co., Ft. 
Wayne, Ind., on “The Land Is Fat.” 
Association officers elected at the 
Convention were B. L. Gage, president, 
Fred Meyer, vice-president, R. H. Lee, 
treasurer and H. F. Horning, secretary. 
Horning had a clever device to get all 
of the members and visitors into all of 
the manufacturers’ display booths, 29 of 
them, grouped about the mezzanine 
floor. On registration, each person was 
given a card listing the exhibits and hav- 
ing numbered boxes around the edge, 
each number corresponding to a booth. 
As the booth was visited the card was 
punched by the exhibitor. When all 
numbers had been punched the card was 
signed and turned in for a prize draw- 
ing at the close of the convention . . . 
prizes were cash and merchandise. 









PIPE CONNECTION USE. . 


An important step taken at the meet- 
ing was the adoption of a “Code of 
Ethical Standards.” They are described 
as containing nothing that all reputable 
companies are not now doing, but pub 
lication and dissemination of the code is 
intended to acquaint the consumer with 
the fact that members of the Association 
are abiding by a voluntarily adopted 
standard. After each installation or serv- 
ice call members will give the customer 
a certificate to explain this and will dis- 
play stickers or decalcomanias on their 
trucks and office windows to identify 
themselves as members of the Associa- 
tion. 

The code, drawn up largely by Presi- 
dent B. L. Gage, with suggestions and 
assistance from others, reads as follows: 

Holding it to be the duty of everyone 
engaged in the oil heating industry to 
cooperate in every effort to build up the 
industry and make it of the greatest 
possible service to the American public, 
we members of the Upper Midwest Oil 
Burner Association pledge ourselves to 
this code of good business practices: 

1. To use only high grade materials 
and to seek by every means to achieve 


WITH FASFILL . . . the quick fill pipe connection! Just a turn of 
the wrist and FASFILL is in place. Make it up hand tight only. 
Build-ups are unnecessary . . . worn fill pipe threads make no dif- 
ference. With FASFILL you have any needed connection in a 
jiffy! Long-wearing gaskets at all bearing points prevent oil 
seepage. FASFILL eliminates blowbacks and fill drip... 


Shove The Gun Home and Let ’er Go! 

There's a synthetic rubber diaphragm in the FASFILL head— 
just shove the gun through this diaphragm and forget about 
blowbacks. FASFILL is designed to hold the gun in correct 
position. Save time, save money .. . with FASFILL! 


WHEN ORDERING be sure and give us the 


OUTSIDE measurement across your gun nozzle. 


In one SMALL convenient carrying box 
(weighs only few pounds complete) you 
can have ALL the connections needed for 
making up to I1/,", 1!/)", or 2" male or 
female fill pipe. 
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NOW —a MARLOW Self-Priming Centrifugal 


power take-off tank truck pump! 


For the first time, truck engine idling speed is 
converted to the smooth, quiet, high capacity self- 
priming centrifugal operation so long sought in a 
pump by major and independent petroleum handlers. 


As in the Esso tank truck installation shown, 
a specially designed, built-in gear increaser permits 
direct coupling to the power take-off. Pumping is 
fast yet extremely quiet. 


Marlow’s free-flow design and exclusive “‘dif- 
fuser” priming method enable this new Marlow 
to prime and purge itself automatically. It doesn’t 
vapor lock. It has no auxiliary priming devices .. . 
nothing to get out of order. It cam pump one 
compartment after another without attention. 


And since the pump does not depend on close 
tolerances or sliding surfaces, a longer, trouble-free 
life is assured. Furthermore, the self-compensating 


MARLOW PUMPS « RIDGEWOOD, N. J. 


shaft seal — a Marlow exclusive — provides a safe, 
drip-proof seal. 


Note the simple construction of the gear in- 
creaser. It is this compact specially made helical 
gear unit that helps keep the operation virtually 
noiseless — and the flow as steady as Niagara. 


This efficient, ruggedly constructed pump, com- 
plete with gears, is made in 2- and 3-inch sizes, 
capacities from 20 to 200 GPM, high and low 
pressure, flanged ‘or threaded connections. 


For more details about the full Marlow line 
of pumps for handling petroleum products, including 
this new Type G power take-off pump, write for 
the new bulletin, “Petroleum Product Pumps.” 
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high efficiency performance from each 
and every installation. 


2. To employ, at an adequate wage, 
workers of character and dependability, 
and to provide conditions favorable to 
their welfare, encouragement and devel- 
opment. 

3. To keep properly informed con- 
cerning new developments within the in- 
dustry and to conform all installations 
of equipment with the local codes or the 
installation standards as set up by the 
Oil Heat Institute of America. 

4. To avoid any exaggeration or mis- 


representation in word or inference so 
that customers will never be led to ex- 
pect more in performance or service than 
is actually delivered. 

5. To adjust promptly any cause of 
dissatisfaction and to endeavor to make 
every purchaser a satisfied customer. 

6. To compete always with fairness, 
securing patronage on merit and with- 
out derogatory reference to a competi- 
tor or his equipment. 

7. To interest himself in the public 
welfare in behalf of which he will be 
ready to apply his special knowledge, 


RESISTS EXTERNAL 
WEAR AND ABUSE... 
PROTECTS CARCASS 


"NEWTYPE”" 
FUEL OIL HOSE 


The tougher, longer-wearing brown cover with which 


“Newtype” is now furnished gives this hose every- 


thing it takes to make fueloil deliveries cost less. 


The other well-known features still pay off... non- 


flattening, kinkproof construction; non-swelling, oil- 


proof tube; a full, fast flow that means quicker 


deliveries; lightness in weight and extreme flexi- 


bility, for easier handling. Contact our nearest 


branch for prices, or send for new illustrated folder. 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 


oO 
Est. 1870 


Branches: Philadelphia» New York Boston. Pittsburgh * Chicago: St. PauleLos Angeles 
San Francisco « Seattle + Salt Lake City » Denver * Houston « Distributors in Other Principal Cities 


| calculation sheets 


skill and training for the use and bene: 
fit of mankind. 

8. To maintain the highest standards 
of ethical and moral practices through- 
out the conduct of business in order t: 
achieve customer satisfaction and to re 
flect credit on the association and th 
industry. 


Oil Heat Old-Timers 
Install New Officers 


OFFICERS and directors for 1949-50 were 
named recently by the Oil Heat Old 
Timers, Inc., Long Island City 1, N. Y. 
Succeeding Anthony J. Sbare as presi. 


| dent is James T. Watters, with Earle E. 
| Bonn elected vice president and Herb 
| Helman, secretary. Other appointments 
| saw Carl Lieblich named treasurer, | id 
| Mitidiere, assistant secretary and Hugh 
| M. Stephenson, sergeant-at-arms. 


Along with the above-named officers, 


| elected or renamed to the Board of Di- 
| rectors were: E. B. Lipsett, Meredith 
| F. King, Gus Burrell, L. G. Brown. 


Russell A. Dempsey, William O. Nic- 


| colls, Albin Herman Koenig. 


Issue New Edition of 


I-B-R Ratings for Boilers 


| AVAILABLE from the Institute of Boiler 
| and Radiator Manufacturers, New York 
| 17, N. Y., is a new edition of “I-B-R 
| Ratings for Cast Iron Boilers.” The 
| booklet contains I-B-R ratings for low 
| pressure, cast iron boilers currently be- 
| ing sold by eighteen manufacturers. The 


ratings result from tests made in accord- 


ance with the provisions of the Insti- 
| tute’s testing and rating code. 


Boiler rating booklets are priced at 
50¢ each. Other publications available 
from the Institute include four installa 
tion guides, the testing code and two 
with the 


for use 


| guides. 


| Plumbing and Heating Bureau 


Schedules Annual Meeting 


THE ANNUAL MEETING of the Plumb- 
| ing and Heating Industries Bureau, Chi 


cago 1, Ill., will be held on October 4 


| at the Palmer House, Chicago. The 


agenda at the afternoon meeting will 


| include reports on the activities of the 
| Bureau as the national public relations 
| agency for the plumbing and heating 
| industries, and election of directors and 
| officers. 
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S\LENT GLO’ 
O\\L._ BUBRERS 
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Yes, dealers served by both our Chicago and 5G ae ' ab cheetah ss fst 0CK OF 
Hartford offices report that — thanks to INVADER, the new ib i: mire o #0 PARTS.:FOR NATION. 
Silent Glow popular priced burner — sales have increased 
as much as 24 times! Here’s a business-building oppor- 
tunity you can’t afford to miss. Better get the facts today 
why INVADER is easiest to service . . . to sell. . . to buy! ma be tye 4 
ec hl 


BUILT TO COMMERCIAL STANDARD CS-75-42 SPECIFICATIONS 


@ Westinghouse Motor, long-hour duty type, with manual reset overload 
protector. 


@ Choice of M-H, Prefex or other standard controls. 


JeFe eee PPO) a P 


@ Webster Fuel Unit, internal gear type. 
@ Torrington sirocco type fan. 


Burns 100% catalytic-cracked oil efficiently, cleanly, QUIETLY, 


2 Standard Capacities: 


Offered in two standard capacities : small, 
1.00 to 1.65 G. P. H. and large, 2.00 
to 3.00 G.P.H. A size to meet every 
normal home heating requirement. 


WHY WAIT! 


Get all the details NOW 
‘MONEY BACK GUARANTEE ME EE BE EE ES SS OE OE PM PS a A Se 


To: THE SILENT GLOW OIL BURNER CORP. 
850 Windsor St., Hartford 5, Conn. . 1500 So. Western Ave., Chicago 8, Illinois 


"YOUR MONEY BACK if this isn’t the greatest oil bur- 


ner value you've ever seen! ” 
Send us the complete story about “Invader” including prices and your money-back guarantee. 


| i 


President 


Name 





Company 








This guarantee is backed by the A- At rating and 
reputation of The Silent Glow Oil Burner Corp., a pio- 
neer and leading manufacturer in the oil heating field, 
with a quarter century background of experience 


Street 





City. 
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President E. J. Gossett, Bell & Gossett 
Co., Morton Grove, Ill., has issued an 
invitation to all members of the plumb- 
ing and heating industries to attend the 
meeting. President Gossett also named 
a nominating committee to consist of: 
A. B. Martin, Chicago manager, Ke- 
wanee Boiler Corp., chairman; Arnold 
H. Goelz, president, Kroeschell Eng. 
Co., Chicago and George E. Hoffman, 
manager, plumbing dept., Crane Co. 


Manual Tells Oil Companies 
How To Arrange Open House 


A MANUAL containing directions and 
procedure for holding open house has 
been prepared for oil companies by the 
Oil Industry Information Committee, 
New York 19, N. Y.. “Holding Open 
House” contains 20 pages and cover. It 
is expected to be particularly useful for 
companies during Oil Progress Week, 
October 16-22, although it tells how 
to conduct an oil company open house at 
any time. 

Suggestions are made as to the groups 
who might be invited to attend, with an 
explanation of the activities that a com- 
pany holding open house might wish to 


undertake. Other information covers the 
steps in organizing an open house or 
visitors’ day program, invitations, pub- 
licity, plant cleanup, safety, first aid, 
transportation, refreshments, inspection 
tour and accompanying lecture, exhibits, 
decorations and literature, follow-up 
contacts with visitors, press and the 
radio. 


Petroleum Council Committee 
On Reserve Productive Capacity 


IN RESPOSE to a request from the Hon- 
orable J. A. Krug, Secretary of the In- 
terior, the National Petroleum Council, 
Washington 6, D. C., has appointed a 
17-man committee on Crude Petroleum 
Reserve Capacity. At its meeting on 
July 28, the Council adopted recom- 
mendations for a committee to make a 
formal study to provide a substantial 
crude petroleum domestic reserve pro- 
ductive capacity to be available in the 
event of an emergency. When its studies 
are completed the committee will render 
a formal report to the Council. 
Chairmanned by L. F. McCollum, 
Continental Oil Co., the committee in- 
cludes among its membership R. F. 


Baker, The Texas Co.; Max W. Ball, 
petroleum consultant; B. Brewster Jen- 
nings, Socony- Vacuum Oil Co., Inc. and 
Robert E. Wilson, Standard Oil Com 
pany (Indiana). 


Nassau County Group 
To Hear Butler, Sept. 20 


THE FUEL OIL & Oil Heating Dealers of 
Nassau, Inc., will meet in Hempstead, 
Long Island, at eight o’clock on the eve- 
ning of September 20 to hear Wiley 
Butler, president of Coastal Oil to dis- 
cuss the proper presentation of oilheat- 
ing to the public. 

At press time the exact place of the 
meeting had not been determined, since 
some larger than ordinary hall is to be 
used, but as the date approaches this 
could be learned by phoning any of the 
larger Nassau County dealers. 


Concrete Slab Floor Poured 
In Warm Air Research Residence 


NEARING COMPLETION, the concrete slab 
floor was poured on July 15 in Research 
Residence #3, being constructed at 
Urbana, IIl., by the National Warm Air 
Heating and Air Conditioning Associa- 
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HEATING PUBLISHERS INC. 232 Mad 








WHERE ON EARTH 
did all these BOILERS 


Come from? 


BEACON BOILER BOOK 


gives facts on more than 10,000 


HIS second edition contains ratings and major specifications of boilers old 
and new. Complete, comprehensive. More than 5,000 boiler trade names. 
More than 250 makes. 

Handy size 8 x 11. More than 200 pages. 
Seven years ago we labored over the firsts BEACON BOILER BOOK. That 
edition sold out rapidly. The war and the postwar confusion upset our plans to 
bring out a revised and up-to-date edition. 
This second, latest one contains more data and is made up in a handier size. 
It contains ratings on domestic-heating boilers up to 2000 square feet. 

All ratings are taken from the MANUFACTURERS’ own statements of specifi- 
cations and technical information. : 


For Makes You 
Never Heard Of, 


But Ones You'll 
Meet Someday. 


HEATING PUBLISHERS, INC. 
232 Madison Ave., New York, 16 
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Galongage is designed and constructed to meet the most 
exacting requirements for durable and reliable service. . . 
of all the Galongages shipped during the past three-year 
period, only one in each five thousand has been claimed 
to be defective. 


Outstanding in its field, Galongage 





gallons...has an easy-to-read magnifying 
lens. Is easiest to install . . . requires only a 
4-inch head clearance. Galongage fits all 
standard sized basement tanks and is 
approved by Underwriters’ Laboratory. 
Galongage is calibrated for each standard 
size 275-250 and 220-gallon tank with 
depth of 44”-42”, 27’ and 26” in depths 
with 134”’and 2’ openings. The Galongage that measures in 
inches is especially suited to off-size tanks. 


When ordering, be sure to specify depth of tank, size of 
opening, and calibration desired. 


FIL-THRU— Also available, the new 
appearance does credit tothe finest heating alongage FIL-THRU gauge for 55-gallon drums. 
installation. Only Galongage measures in Write for details and price lists today. 

A PRODUCT OF APPLIED MECHANICS COMPANY, 167 OLIVER STREET, BOSTON, MASS. 
CANADIAN REPRESENTATIVES: Railway & Engineering Specialties Ltd., 417 St. Peter Street, Montreal 
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tion, Cleveland 14, Ohio. Built to test 
the most suitable low-cost heating sys- 
tems for homes in the six to ten thou- 
sand dollar price range, the residence is 
typical of today’s small home construc- 
tion and has no storm windows, weather- 
stripping or wall insulation. 

The residence is a 4/4 room basement- 
less, slab-on-ground type of standard 
frame construction, with cedar shingle 
exterior walls. The inner sides of the ex- 
terior walls consist of 7” gypsum board 
with aluminum foil backing; the ceiling 
is Y2” gypsum board with aluminum foil 
backing to serve as a vapor barrier and 
has 4” mineral wool insulation above. 
The hallway is furred down 12” to ac- 
commodate a plenum to be used with 
the heating systems. 

Four separate systems will be tested 
during the 1949-50 heating season, the 
principal one to be a peripheral, or 
perimeter, system in which 8” round 
warm air ducts are run in the concrete 
slab. These ducts are in the form of two 
loops, leading from a pit below the fur- 
nace toward the outside walls and then 
parallel to the outside walls so that the 
loops enclose practically the entire floor 


area. The ducts are located 2” below the 
top surface of the slab, with 2” of con- 
crete below the duct and 2” to 3” of 
gravel below that. Where there is no 
duct imbedded, the concrete slab is 4” 
thick over a 4” gravel fill, with vapor 
barrier between. 

The system will function actually as 
a split system, with panel effect pro- 
duced by the ducts in the slab and con- 
vection effect by introducing warm air 
into the rooms. For the most part warm 
air will be supplied by floor registers, 
with the exception of a 14” x 6” base- 
board register in the dining area, to be 
used as an alternate register for testing 
purposes and a 10” x 6” high wall regis- 
ter in the bath. To test the effect of long 
runs alternate registers are in the bed- 
rooms. 

A conventional hi-boy furnace will 
be used, with the warm air it produces 
forced from the bonnet downward into 
the pit below the furnace and through 
the ducts. To determine characteristics 
of heat flow, groups of thermocouples 
have been installed in the slab, the 
ground and the foundation. Others have 
been placed in the ducts, on the interior 


floor surfaces, at levels of 4”, 30” and 
60” above the floor and 4” below the ceil- 
ing in,each room. All thermocouples are 
connected to the main instrument panel 
located in the garage which serves office 
and instrument room. 


Baltimore OHI Group 
Plans Advertising Program 


AT AN AUGUST 16 meeting of the mem- 
bership of the OHI of Maryland in Bal- 
timore, plans were outlined for a cooper- 
ative advertising campaign in local news- 
papers to re-emphasize to the public the 
merits of oilheating. Natural gas has 
been promised for the area some time 
next Spring and while oilheating enjoys 
an extraordinarily high standing in the 
community the dealers think it best to 
fortify their position. 

A. E. Hess, managing director of OHI 
of America, showed the group illustra- 
tions of advertising material prepared by 
Lon Casler, the Institute’s public rela- 
tions counsel. Robert Gray, of FUELOIL 
& Ort Heat, discussed natural gas com- 
petition in its application to eastern 


cities. 


: THESE ‘“627%ALfhem DYNATHERM FEATURES BRING YOU 
_MORE SALES anpb MORE PROFIT 


: When you start talking Automatic Heat 
eRe ane err to your customers, Bethlehem DYNATHERM 
offers you all the features that make your 


sale easier. 


@ The Whirling Flame. Extracts every bit of useful heat 
from every last drop of oil, assuring big savings on fuel 


bills! 


® Unit Engineering. Design and construction as an integral 
unit results in far greater heating efficiency. 

®@ “Thermos Bottle” Insulation. Radiation and heat loss are 
minimized throughout the non-heating season. 

® Beautiful Cabinet. Duotone baked enamel cabinet with 
chromium hardware will blend perfectly with the other 


surroundings. 


And despite the DYNATHERM'S outstanding ad- 
vantages it costs amazingly little more than con- 


verting an old boiler! 


A few exclusive Bethlehem Dynatherm territory 
Franchises are still available. 
Wire or write immediately for full information. 
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ROADSIDE REPORT Jy R. L. Counts, General Manager 
of L. P. Steuart & Bro., Inc., Washington, D. C. Ford Model 
F-8 shown has a G.T.W. rating of 39,000 lbs. 


‘As hill dimbers our Ferd F- 
BIG JOBS can’t be beat!” 






















) 

“ E NOW have 54 Fords of all models in our fleet,” } 
\ reports R. L. Counts, General Manager of L. P. j 
Steuart & Bro., Inc. “Last year we bought three Ford » 
Model F-8’s. We are mighty happy with their perform- Y THE FORD * 
ance and our drivers like the way they handle. As hill 5 


climbers our Ford F-8 BIG JOBS can’t be beat! We have HAS ALL THESE FEATURES 
had no serious mechanical trouble of any nature and will 
eventually replace our tractors of other makes with 


Ford BIG JOBS.” Ford dual-th b f 
tri -throat t 
In terms of Payload-Performance the Ford BIG JOBS power, more economy. po 


have no equal in their class. No other truck offers so 
much payload capacity in relation to chassis weight, 
with as high a horsepower rating per gross ton. This ' 
means bigger payloads within legal load limits. It means w Mp Fed poweneparsted Rydnutic Sruken Gon 
faster, more profitable delivery of big loads. Ford’s high iG-lnei bey Siedotie sees tha bp Se ae 
> j , . cylinder on F-7, 16-inch by 5-inch double cylinder 
Payload-Performance is evidence of Bonus Built con- on 1-8, Ais tones thee etinteee:. 
struction. Each of over 150 Ford Truck models is Bonus 
Built ... built extra strong to last longer. 


New 145-h.p. Ford V-8 engine for top performance. 


te New heavy duty 5-speed transmissions—over- 
drive or direct-in-fifth—for operating flexibility. 


% Ford Super Quadrax single speed axles; two-speed 
axle available in Model F-8. 





*% Large diameter (10-inch) wheel bolt circle with 
8 studs to allow for extra-strong hub construction. 


% Million Dollar Cab with Ford Level Action suspen- 
sion for greater driving comfort. 


we Nationwide service from over 6,400 Ford Dealers. 





%& Ford Bonus Built construction for long truck life. 


Gross Vehicle Weight Ratings: F-8 up to 21,500 Ibs., F-7 up to 


BUT STRONGER TO LAST LONGER 
19,000 Ibs. Gross Combination ratings: F-8 up to 39,000 Ibs, 


USING LATEST REGISTRATION DATA ON 6,106,000 TRUCKS, F-7 up to 35,000 Ibs. 
LIFE INSURANCE EXPERTS PROVE FORD TRUCKS LAST LONGER! 
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Manufacturers 
Activities 


Metropolitan New York Dealers 
At Hev-E-Oil Burner Schools 


MORE THAN one hundred dealers at- 
tended a two-day school, held at the 
Hotel New Yorker, New York City on 
August 4 and 5, for outlets handling 
the Hev-E-Oil burner made by Cleaver- 
Brooks Co., Milwaukee 12, Wis. How- 
ard McCoy, chief engineer, Hev-E-Oil 


Burner Division, conducted talks and 
demonstration on the mechanical and 
engineering construction of the burner, 
while Frank M. Wymbs, Heavy Oil 
Burner Distributors, New York, N. Y., 
for whose dealer organization the meet- 
ing was held, lectured on sales policies 
and potentialities. All models of the 
burner were displayed at the meeting, 
which was attended also by representa- 
tives from Minneapolis - Honeywell, 
Thermobloc Div. of Prat-Daniel Corp., 
Mercoid Corp., McDonnell-Miller and 
Petrometer Co. All spoke briefly on their 





ORDER NOW FOR CHECK - uP TIME 


ad 


EDCO 
FLEXIBLE 
INSPECTION 
MIRROR 


Save time this Fall—check flame characteristics, the combus- 








tion chamber, ignition setting, flue passages and internal parts | 
of eines systems efficiently and easily. This highly polished | 






inspection mirror has a 21” flexible handle 
that adjusts to any position. | 


















faction. 


24 to the case. 


other makes. 


EDCO FILTER NO. 
S-252 your best buy 
for complete satis- 


Individually boxed 
In- 
terchangeable with 


EDCO Triple-Tested 
NOZZLE is tested 
for spray angle, 
atomization and ac- 
tual rated capacity. 


Packaged for safe- 
ty. Keep an ade- 
quate supply on 
hand. 
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WRITE TODAY FOR PRICES 















Shown grouped around a Hev-E-Oil 
burner are Howard McCoy, center, 
chief engineer, Cleaver-Brooks Hev-E- 
Oil Burner Div. and Carleton F. 
Wymbs, left, assistant sales manager 
and Frank F. Wymbs, Jr., sales man- 
ager, Heavy Oil Burner Distributors. 


equipment. Another speaker was J. Col- 
lins of Cleaver-Brooks Steam Generator 
Division, who explained operation of the 
unit and the sales policies of the division. 

During the school the appointment 
of North Shore Fuel Oil Co., John Da- 
vern, president, as distributor for 
Queens County, N. Y., was announced. 
Also named were Bedford Oil Co., 
Charles Krunenaker, president, as dis- 
tributor for Nassau County, N. Y. and 
Huntington Utilities, Joseph Gazi, pres- 
ident, Suffolk County, N. Y., distribu- 
tor. New dealers appointed were Dietz 
Automatic of Ridgewood; Demand Oil 
Co., Bronx; J. J. Moroney, Westchester; 
Schneider Fuel Oil, Bronx; Edward Kiss 
Co. and Stokes Automatic Heat, Man- 
hattan, all New York. 

An earlier and successful service 
school was held August 2 by W. P. Gil- 
bert Co., Irvington 11, N. J., attended 
by abcut sixty dealers. The company is 
wholesale distributor for Cleaver-Brooks 
in five counties in New York, Staten Is- 
land and the state of New Jersey. W. P. 
Gilbert sponsored the meeting, held at 
the headquarters of his company, as 
sisted by Mr. McCoy in conducting the 


| school. 


Detroit Branch Office 
Opened by White-Rodgers 


A NEW BRANCH OFFICE has been estab- 
lishéd in Detroit by White-Rodgers 
Electric Co., St. Louis 6, Mo. Located 
in the General Motors Building, the of- 
fice will serve Detroit and the surround- 
ing area and will be in charge of Charles 
M. O’Brien, district manager. The com- 
pany maintains branch offices also in 
New York and Chicago, with resident 
sales engineers in principal cities. 


September 
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It hangs up.... 
or it stands up! 


Here is the new Master Kraft suspended 
model Warm Air Conditioner with a 
capacity of 75,000 BTU—a complete 
“package of heat” which opens up an 
entirely new range of sales possibilities 
for you. 














a 7 SNS 
Temporary Buildi 





It is ideal for home installations in 
basement, attic, crawl space, or utility 
room. But that is not all! It is being 
sold like hot cakes by Master Kraft 
dealers all over the country for com- 
mercial installations. Stand it up... 
or hang it up... use it wherever you 
need a unit heater! 



































Write today for complete information. 





















This unit is selling so rapidly that we 
have been obliged to put our factory 
on a two-shift basis. Don’t delay, send 
that coupon today. 











MAIL THIS TOp, 
ye 








Under 
Utility Room 





Super Market 











Psarvey-wHIPPLe, INC. Dept. FO- 


ARVEY-WHIPPLE, INC., Dept. FO-4 
Springfield 1, Mass. i 
: Please send me full details of the sensa- 
tional, new Master Kraft Suspended Warm i 
i Air Conditioner. 
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Scully Signal Booklet ated which the driver must make at each 
Cites Delivery Savings 0f his daily twenty-four stops, as com- 

pared with five when the delivery is 

2a epared by Scully Signal madetoa storage tank on which a “whis- 
Co., Cambridge 41, Mass., and titled, tling tank fill signal” has been installed. 
The P rofit Story of VENTALARM Tank With the elimination of half the 
Fill Signal, contains data built up from moves at each delivery, a five minutes 
field experience. With illustrations and saving per call is claimed, for a two hour 
drawings, accompanied by brief explana- saving per day and a total of 264 hours 
tory copy, the booklet contraststhe num-  gayed in twenty-two weeks per man 
ber of steps involved in delivering oil truck. In the booklet these time savings 
to a tank equipped with a VENTALARM are converted to dollars and cents figures 
signal and one not so equipped. In the for yearly savings per man and truck, 
latter case there are ten steps enumer- with a tabulation to illustrate the five 





¢ BIGGER PROFITS | 
° LOWER INVENTORY 


KANTLEAK | 


16 SIZES , FOR: 


* 








* SIMPLE TO INSTALL *% COMPACT x LOW COST 


A trouble-free installation Kit that will balance your stocks, reduce 
slow moving parts in your bins and cut sales time to a minimum. 
Dealers already supplied report no sales resistance... The Kant- 
leak ‘one package’ Kit meets with instant approval. Filter 
approved by Underwriters’ Laboratories for No. 1, 2and 3 fuel oil. 


A — SEE YOUR LOCAL JOBBER OR WRITE DIRECT — 


ONG TAAVOL LOK | 


ANDERSON BRASS CO. | 


5305 TWELFTH DETROIT 8, MICHIGAN 
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year profit potential when 1,000 fuel 
accounts are equipped with signals. An- 
other advantage is described as the abil- 
ity to handle more oil contracts with 
the same equipment by permitting more 
calls per truck to the time saved deliv 
ering to VENTALARM equipped tanks. 


Harvey Named Penn Service 
Station; Appoints Mandell, Inc. 


SID HARVEY, INC., Valley Stream, N 
Y., under an agreement concluded with 
Penn Electric Switch Co., Goshen, Ind., 
will administer the Penn Control Re 
placement Plan and the Penn Warranty 
in eleven of the Sid Harvey stores lo- 
cated on the east coast. The program 
will include testing and repairing Penn 
controls in warranty on a no charge 
basis, as well as normal reconditioning. 
All stores will stock the controls for 
immediate exchange while the rebuilding 
will be done at Harvey’s Valley Stream. 
N. Y., plant. There, factory trained per- 
sonnel, modern testing and repair equip- 
ment will be employed. 

Win Mandell, formerly of Sid Har- 
vey, Inc., has formed an oilburner parts 
supply house, W. A. Mandell, Inc., 
Buffalo 16, N. Y., and has been named 
a Sid Harvey distributor. The new com- 
pany opened for business on August | 
and will carry the complete line of Har- 
vey replacement parts, including rebuilt 
pumps, valves, transformers and con- 
trols. Mr. Mandell started with Harvey 
in 1935 as a helper in the dismantling 
department and subsequently worked in 
every branch of the business, including 
management of the Boston branch. 


Two Timken Meetings 
Inaugurate Selling Season 


MEETINGS attended by regional and dis 
trict sales managers of Timken Silent 
Automatic Div., Timken-Detroit Axle 
Co., Jackson, Mich., have been held in 
Chicago, July 28 and 29 and in New 
York on August 8 and 9. 

Plans and objectives were discussed 
for the rest of the year, with particular 
emphasis on the importance of aggres’ 
sive selling during the fall season. De- 
tails were disclosed, too, of the Sellabra- 
tion contest the company is conducting 
for sales personnel. Winners will spend 
an all-expense six day vacation at Vir 
ginia Beach, Va. 


September 
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SUN-RAY PROVIDES 
THE HEAT THAT 
SAVES THE FUEL 


Superior Sun-Ray 
Design Featuring 
“Shell Combustion 
Head Saves up to 
30% in Fuel 





RAISES CO, 


LOWERS STACK TEMPERATURE 


NO SMOKE—NO SOOT 


NO ODOR—NO NOISE 


POSITIVE OIL CUT-OFF 


SUPERIOR CONTROL OF 
AIR AND FLAME 


PRECISION-BUILT 








FAMOUS THE WORLD OVER 


@ FOR QUALITY AND ECONOMY 


Inquiries invited from Boiler 
and Furnace Manufacturers 





2 ae RE ER 





WITH Sun-Ray’s reputation of 20 years as one of the 
world’s largest producers of quality burners — 


PLUS Sun-Ray’s skill in design and precision engineering 
to meet the highest specifications for burner dependability — 


PLUS Sun-Ray’s research, in cooperation with Shell Oil 
Company’s combustion engineers, to adapt the famous Shell 
Combustion Head to the Sun-Ray Burner — 


YOU GET the best in oil heating, a new high in combus- 
tion efficiency, a new low in fuel consumption. 


Sun-Ray Series “S” Burners provide a method of con- 
trolled mixing of oil and air and double oil atomization to 
produce a flame that burns oil (catalytic as well as straight 
distillate) cleanly, completely with minimum of excess air. 
Comparison with conventional gun-type burners shows that 
the Series “S” Burner saves up to 30% in fuel, provides 
clean heat, requires less service. 





SUN-RAY MODELS MARINE MODELS 


6 Sizes—0.75 to 25 gal./hr. 


— 











Series ‘‘S’*—3 Sizes—0.75 to6 gal./he. 4 Sizes—0.75 to 25 gal./he. 


Pa 
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Petro Shifts Field Men 
In Selling Change-Over 


WITH THE APPOINTMENT on May 1 of 
R. T. McTarnahan as sales manager of 
branches, Petroleum Heat & Power Co., 
Stamford, Conn., began to speed up 
changing the operation of its branches 
from retailing to wholesaling oilburners. 
More recently, due in part to increases 
in Petro’s industria] burner and heavy 
oil sales, it was decided to relocate some 
national field representatives and assign 


NO COMBUSTION CHAMBER 


REQUIRED 


NO CARBONIZING ON NOZZLE. 
To thie mete bic 


OR 


HIGHER CO. — GREATER 


COMBUSTION 


INSTALLATION PROBLEMS 
SIMPLIFIED 


GREATLY 


tr 


SINCE 1929 
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THE BETTER 


Learn about the interesting profit possibilities in this 
modernized line of superior products. Write today. 


SWIRLING HEAT CORPORATION, 1775 BROADWAY, NEW YORK 19, NEW YORK 


RESEARCH LABORATORIES, 2818 N. WASHINGTON BLVD. 


them to various branches to accelerate 
the selection and development of dealers 
in branch areas and to capitalize fully 
on the industrial sales potentials. 

The following have been transferred 
to the branches indicated: Jess R. Crews, 
Chicago; George S, Elder, Providence; 
Ernest A. Goyette, Mineola, N. Y.; 
William J. Hegan, Chicago; George A. 
Moore, Philadelphia; James E. O’Don- 
nell, Stamford and William A. Web- 
ster, Baltimore. In addition, Joseph R. 
Arden, who has been conducting service- 





EFFICIENCY 





/ 


OIL BURNER / 





ARLINGTON, VIRGINIA 


selling meetings for Petro wholesalers 
and their dealers, now is concentrating 
on service educational activities in the 
branches. 


Staffco In Production 

At New Chicago Location 
STAFFCO ENG. CO., formerly at 2320 W. 
VanBuren St., now is operating at full 
capacity at its new location, 6600 S. 
Austin Ave., Chicago. The factory was 
built especially for the manufacturing 
and development of industrial rotary 
oilburners and is equipped for research 
and experimental work. 

Space consists of a 10,000 sq. ft. build- 
ing, located on two acres of land in the 
Clearing Industrial District of Chicago. 
Management and executives remain the 
same. Fred Ravnsbeck is president and 
chief engineer; J. S. Schurman, vice 
president and treasurer. R. W. Soby is 
assistant engineer. 


New Package, Leaflets 

Announced by Grant Wilson 
A RESTYLED and modernized package 
has been developed for the asbestos in- 
sulating cement offered by Grant Wil- 
son, Inc., Chicago 4, Ill. The new pack- 
age, printed in black and chrome yellow 
for high visibility in store display, con- 
tains reading matter outlining product 
benefits. Applications are shown in small 
sketches. 

The package is constructed of sturdy 
corrugated cardboard and needs no fur- 
ther wrapping or packaging for ship- 
ment. Stimulation of retail sales was de- 
scribed as a primary reason for restyling 
the package. 

Two leaflets also have been prepared 
by Wilson. A pipe covering circular il- 
lustrates different types of covering for 
hot water, steam and cold water lines 
and gives list prices and carton contents. 
An asbestos hot water jacket circular 
shows the jacket being applied to a hot 
water tank and features pictures of 
housewives enjoying the benefits of the 
fuel saving units. Both leaflets leave 
space for dealer imprinting. 


Shell Celebrates First Flow 

Of Crude Through New Line 
THE FIRST FLOW of crude oil through 
the 1000-mile pipe line from New Mex- 
ico to Shell Oil’s refinery at Wood 
River, Ill., was recognized officially with 
brief ceremonies at Wood River on July 
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H.C. LITTLE-THE ONLY VAPORIZING FURNACES 


a NE SIT MARS EAT Se 


THAT AUTOMATICALLY LIGHT THEMSELVES! 


FACTORY ASSEMBLED H. C. Little FURNACE— 
BURNER UNITS With Automatic Self Lighting! 


-_— . 


FOR BASEMENT INSTALLATION: 












WINTER AIR CONDITIONERS —They run 
themselves—and with maximum economy! 
Size A, Type AC-2, 84,000 BTU output; Size 
B, Type AC, 125,000 BTU output. 











FOR FIRST FLOOR INSTALLATION: 


A NEW 
LOW COST 
UNIT 
FOR 
SMALL 
HOMES 


Front panel removed to 
show motor and blower. 


UPRIGHT FORCED AIR UNITS — DU-44 
C.1.B.L., 78,500 BTU output, compact and ideal 
for small home utility room _ installations. 
DU-44 C.l., same except no blower or motor, 
for gravity basement installation. 60,000 
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Theres magle siles oypedl i 
exclusive 1.C. Little automatic 





sell lighting, with 100% 
cheetrie conttol- wo pilot light / 


It happens time after time, day in and day out, all over 
America. People walk in to their local heating dealer and 
say, “I want to SEE one of those H. C. Little furnaces that 
LIGHTS ITSELF!” They just can’t resist the magic sales ap- 


peal of that phrase! 


More than three out of every four furnace prospects live 
in five or six-room houses. Therefore, they're logical pros- 
pects for vaporizing equipment. Especially, for H.C. Little 
vaporizing equipment — the ONLY units of this type that 
are TRULY AUTOMATIC — with 100% electric ignition 
and control. No wonder H. C. Little is the easiest oil heat- 


ing equipment to sell — and the most profitable! 


Inquiries regarding dealerships should be addressed to Dept. 9 


Yo Litile 


Burner Company 





SAN RAFAEL, CALIFORNIA 





aa 











FOR OVERHEAD HEATING TO SAVE FLOOR SPACE: 





CEILING FURNACE — Factory assembled, including 
controls. Ideal for garages (U.L. listed), stores, factor- 
ies, etc. Type CF-140, 140,000 BTU output. For large 
areas, use several units, each zoned and operating 
through its own thermostat for maximum comfort and 
economy. 
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15. Illinois State Representative Leland 
Kennedy opened the gate valve which 
permitted the first barrel of crude to 
flow from what is described as the 
largest privately-constructed pipe line 
ever built in America. 

Designated the Basin and Ozark 
Pipe Line Systems, the lines stretch from 
Jal, New Mexico, via Cushing, Okla- 
homa to Wood River and Patoka, IIl. 
The Basin pipe line system, a combina- 
tion of 20, 22 and 24-inch diameter 
pipe running the 515 
Cushing, will have a 
000 bbls. daily. The 22-inch diameter 
Ozark system, connecting with the Basin 
line at Cushing, will handle 186,000 
bbls. daily. At Cushing and Patoka the 
system will connect with lines of other 
companies. 


miles from Jal to 
capacity of 241,- 


Koven Adds Metal Spraying 
Shop to Factory Facilities 
ADDITION of a metal spraying shop to its 
facilities at its Jersey City, N. J., plant 
has been announced by L. O. Koven & 
Brother, Inc. Equipped with all purpose 
Metco metal spraying equipment, the 





shop is set. up for metal surfacing with 
coatings of any metal in wire form of 
either low or high melting point. 

The process is applicable for surfacing 
of shafts, spindles, bearings and bearing 
surfaces, tanks, patterns, cores and other 
assemblies. 


Dielectric Catalogs Oilburner 
Ignition Electrode Assemblies 


STANDARD and special designs of igni- 
tion electrode assembles are shown in a 
catalog prepared by Dielectric Products 
Co., Inc., Jersey City 5, N. J. Following 
a brief outline of the company’s activi- 
ties and background in research and 
manufacture of steatite electrodes, there 
are shown five standard assemblies. Di- 
mensional data is included for .each, 
along with a table listing which of the 
five types is applicable to 125 oilburner 
models. 

Reproduced on eight pages of the 
catalog are 68 ignition electrode assem- 
blies made up to manufacturers’ special 
designs. Each is shown labelled for the 
make of burner for which designed, with 
dimensions and models numbers. 




























Model 2A-300 for exceptionally dirty tanks 
and large furnaces and boilers. .9-1/16” 
high; 5-1/2” diameter; 3/8” pipe openings. 
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Gorton Names St. Louis 
Sales Representative 


APPOINTMENT of C. E. Malone Co., St. 
Louis 8, Mo., as its sales representative 
has been announced by Gorton Heating 
Corp., Cranford, N. J. The Malone com- 
pany will handle the Gorton line of 
vapor equalizing valves and air elimi 
nators in the St. Louis territory. 


General Controls Opens 
Branch In Cincinnati 


BRINGING to a total of twenty-one the 
number of branch offices the company 
maintains, General Controls Co., Glen- 
dale, Calif., recently announced the 
opening of a new branch in Cincinnati. 
Jack Prutow is branch manager of the 
office, which will service southern Ohio, 
southeastern Indiana and central Ken- 
tucky. The new office is located at 307 
East 4th St. 

J. F. Ray, vice president in charge of 
sales for General, reported also the mov- 
ing of the Oklahoma City branch to 
1427 East 6th St., Tulsa, Okla. O. D. 


Shaddox continues as branch manager. 


ahs 


Model 1A-25 for space 
heaters, hot water heaters 
and small furnaces. 4-3/4” 
high; 3-1/2” diameter. 
Same style but with double 
capacity available as 
Model 2A-700. 


FUEL 
Lo} | Bae 


You can be sure of repeaters when you 
sell a General Filter because the customer 
is always pleased with his money saving 
investment. So pleased, that it is natural 
for him to return year after year for a 
new cartridge. And your profit doesn’t 
stop at the initial sale; 1t goes on and on 
with only a minimum of service from you. 





A General Filter on every fuel oil burn- 
ing installation is a good deal for both 
you and your customer — you make a 
nice profit on every sale and your cus- 
tomer is saved annoyance and expense 
from clogged burners. 


MORE THAN 1600 JOBBERS 


TO SERVE YOU 


FILTER 
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JOIN THE TEAM THAT SHOWS YOU HOW 
| TO PROFIT FRO 
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HITS every time with the com- 
bined, trouble-free economy of 
High Heat Combustion Head, 


Monotrol Air Adjustor, Air PITCHES a shut out against all‘ 


ompetition regardless of “first- 


”> 


Stream Turbulation and Quick 
Cut Off Fuel Hoarder. All patented & € 
REXOIL exclusives that YOU can VER uarter century designing, 
developing and perfecting a su 
perior oit burner. No REXOF / 


comparisons. The result of 
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run. y 
ever worn out / who formerly lost money and 
. . . that’s the’ Mp \ good-will on competitive instal- 
oan kind of economy \ 4) Fin lations with ordinary burners. 
f . a ' 
| SCORE BOARD you can sell with Quality tells . . . everytime! 
|| confidence. 
| | 
If you want to join the win- 
ning team in this world se- 
' ries of a buyer's market, t 
fortify yourself with the 
best. Get REXOIL and be 
ready to hoist the ‘'profit- 
pennant'' at the end of your ij 
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SOHIO Repeats Cooperative 
Advertising Arrangement 


ENCOURAGED by the success of its oil- 
burner dealer tie-in promotion adver- 
tisement which was run in the month 
of June in Ohio, the Standard Oil Co. 
(Ohio), Cleveland 15, Ohio, has an- 
nounced plans to run a second adver- 
tisement on the same basis during Sep- 
tember. The June offer resulted in the 
advertisement being run in 93 localities, 
with tie-in advertisements placed by 451 
dealers. 

Under the repeated offer, SOHIO 














USE 


*“TANKIT 


An emergency kit to stop a leak in an 
inside fuel oil tank instantly. IS TO BE 
USED FOR TEMPORARY RELIEF 
until such time as the fuel is consumed 
and the tank replaced. TANKIT is 
then to be put back in container for 
future use. 


NEW LOW PRICES! 


*Pat. 


* 
mes. Pend. 


1-2 $3.00 
3-11 $2.75 
12 or more $2.50 


WRITE FOR YOUR NEAREST DISTRIBUTOR 


TANKIT CO. 


Box 174 Cedarhurst, N. Y. 
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again agrees to publish an advertisement, 
captaioned “Start Now . . . and enjoy 
this winter with clean, low cost, auto- 
matic oil heat,” in any city where two 
or more separate burner dealers will 
publish simultaneously separate adver- 
tisements for themselves which will total 
fifty or more advertising inches. A box 
across the bottom of SOHIO’s adver- 
tisement is addressed to home owners 
in each particular area, referring them 
to local dealers for oilburner work. 


Perfection Stove’s Plant 
Honored with Bronze Plaque 


THE NEWLY-EXPANDED Ivanhoe Road 
plant of Perfection Stove Company in 


| Cleveland, Ohio, has been awarded a 


bronze plaque by the Cleveland Cham- 
ber of Commerce as the “best factory 
building completed in Greater Cleve- 
land during 1948.” Selection of the 
buildings to be cited is made by a jury 
of architects, artists, engineers and the 
County Building Commissioner. 

The plant also received a gold seal 
award last March for the excellence of its 
Press Building lighting and a merit 
award for outdoor lighting at the plant. 


New England Representative 
Assigned by Catskill Metal 


ASSIGNMENT of Normand A. Picard, 
Holbrook, Mass., as its New England 
representative has been announced by 
Catskill Metal Works, Inc., Catskill, 
N. Y. He will handle the company’s 
three models of conversion oilburners, 
ranging in capacities from 94 to 7 gph, 
and will represent the company also with 
its line of anthracite stokers. 

Mr. Picard, well known to the New 
England heating trade, maintains a sales 
organization for adequate coverage of 
the territory. 


Homer Furnace Markets 
New and Complete Line 


A NEW AND COMPLETE line of gas, coal 
and oil furnaces now is being marketed 
by Homer Furnace & Foundry Corp., 
Coldwater, Mich., makers of the original 


| Homer cast-type furnace. The firm was 
| forced to withdraw from the manufac- 
| ture of warm air heating equipment dur- 


ing the war and now resumes with a 


| broader line than at any time in its 
| thirty-five year history. 





The new line, ranging from 75,000 
to 400,000 Btu models, augments 
Homer’s other equipment such as blow- 
ers, conversion oilburners, filters, con- 
trols and repair parts. 


National Reopens Its 
Trenton, N. J., Plant 


DIRECTORS of the National Radiator Co., 
Johnstown, Pa., met at the Hotel Her- 
shey, Hershey, Pa., on July 22 and de- 
cided to reopen the Trenton, N. J., man- 
ufacturing plant. Manufacturing opera- 
tions there had been suspended in April 
and reecnt increases in orders for cast- 
iron radiators were credited for prompt- 
ing the decision to reopen the plant on 
August 1. 

Carroll M. Baumgardner, vice presi- 
dent for sales, and Benjamin T. Hain, 
vice president for manufacturing, both 
were elected to the board of directors. 
John G. dePass, general credit manager, 
was elected assistant secretary. 


U. S. Register Offering 
New Pocket Manual No. 50 


PREPARED as a small sized edition of the 
company’s large 64 page catalog, the No. 
50 warm air register and grille manual 
is available from United States Register 
Co., Battle Creek, Mich. The pocket 
manual contains 40 pages of data and 
has been designed especially to be com- 
pact and yet a complete register catalog. 
It measures 614, x 334” wide, and fits 
easily into a coat or pants pocket. Copies 
may be obtained by requesting them 
from the company’s main office. 

The manual arranges the contents 
with a section on registers and grilles 
for use with gravity system, followed by 
a larger but similar section of air con- 
ditioning registers. For each model and 
type shown there is included the list 
price, along with dimensional data 
where applicable. Included are data on 
damper regulator sets, air dampers and 
other accessories. 


Monogram Catalog Covers 
Lite-Cast Combustion Chambers 


AN ATTRACTIVE, informative twelve’ 
page catalog, available from Monogram 
Products Co., Philadelphia 4, Pa., is de- 
voted exclusively to its complete line oi 
pre-cast combustion chambers. Well il 
lustrated, the catalog contains specifica: 
tions of the standard and special cham’ 
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For a quarter of a century, Teesdale Wall Pumps have been 
used for heavy-duty service where reliability was essential. 
Design and construction remain just as the industry's veterans 
have always known them—THE BEST. 


It is this “best” which is the foundation of Teesdale economy and 
the reason why old timers in the business will use nothing else. 


DESIGN AND OPERATION 


A Teesdale Wall Pump is a completely integrated machine. 
It has (1) a motor driven, rotary pump, submerged in an ample 
16-gauge steel reservoir, (2) OFF and ON switch controls for 
intermittent operation and (3) its own built-in safety devices. 
It lifts fuel oil from the storage tank and automatically delivers 
it by gravity in a measured supply in accordance with the vary- 
ing requirements of the burner. It requires no further attention. 


The standard 30 gph Model “TUX” and the 75 gph Model R 
have the same general design, but naturally their parts differ. 
In one pumping cycle, Model “TUX” delivers 3 pints, while the 
Model “R” delivers 2 gallons. 


CAPACITY AND PERFORMANCE 


Using a %” suction line, allow 1” of vacuum for each foot of 
vertical lift, for each 20’ of horizontal run or for each elbow 
or bend. At no lift and without restrictions, Model “TUX” pumps 
30 gph. At a 25’ vertical lift or its equivalent, it pumps 25 gph. 
With the same size suction line, Model “R”, at no lift or without 
restrictions, pumps 75 gph or at 18’ vertical lift, 65 gph. These 
standards are based on fuel oil of 38 to 40 Baume, and 
assure a liberal margin of safety when pumping is intermittent. 


The reason for this high standard of performance is the in- 
genious design of the Teesdale Pump. The motion of the rotor, 
a cam-actuated semiroll assures silent operation and excep- 
tionally long service life—up to 25 years. 














The motor is a high starting torque unit, standard for 110 volt, 
60 cycle alternating current, but motors of other specifications 
are available as extras. 


INSTALLATION 
The Teesdale Pump is easily installed by one man. There is 
just one simple electrical connection, and the practical wall 
mounting bracket shipped with each pump is just as easy to 
handle. Another item in the package is the Teesdale Unicheck 
Valve which prevents drain-back. 


The piping consists of suction and overflow lines between pump 
and fuel tank and a feed line to the burner. For Model “TUX” 
use 1/2” inlet and feed lines with a 1” overflow line. For Model 
“R", use %4” inlet and feed lines with a 1” overflow line. 


The Autopuilse distribution plan makes Teesdale Pumps avail- 
able to all recognized wholesalers. Autopulse distributors are 
adding Teesdale Pumps together with reconditioned pumps 
and accessories to round out a complete line for gravity, 
rotary and pot type burners. Your inquiry is invited. 


@ Ample Stocks 
@ Prompt Service 


@ Through Reliable 
Burner Supply Firms 


Write for Further 
Details or Place 
Orders Directly with 
Autopulse 


An if y) Pp Ul LS B Oia 


LUDINGTON, 


MICHIGAN. 
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bers produced and affords considerable 
data on correct sizes, methods of installa- 
tion and the general importance of com- 
bustion chambers in domestic oilheating 
installations. 

Inner pages of the catalog contain pic- 
tures of the various types of chambers 
offered, accompanied by a brief descrip- 
tion of each model, outlining its fea- 
tures, components, dimensions and the 
gph capacities for which it is recom- 
mended. Other pages give similar data 
for chambers made to specifications of 
manufacturers. The booklet concludes 


with a page of general information on 
standard Lite-Cast and Hi-Duty Lite- 
Cast insulating refractory. 


West Coast Quiet-Heet 
Merges With State Supply 


A MERGER of the State Supply Co. and 
West Coast Quiet-Heet, Inc., with of- 
fices at Portland, Ore. and Seattle, 
Wash., has been announced. The busi- 
ness, to be operated as West Coast 
Quiet-Heet from both locations, has is- 
sued a Fall catalog listing a complete 
line for the oilburner and heating trade. 





QUIET-HEE 


135 N. J. RAILROAD AVE., NEWARK 5, NEW JERSEY 


The World's 
LOWEST 
PRICES 


plus 
TOP QUALITY 
plus 


GREATER 
DEPENDABILITY 


mean 


EASIER 
FASTER SALES 


Ww 
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QUIET 
HEET'S 
BETTER 
VALUES 
Are Your Best 
SALESMEN 


Inquire About Our 
Profitable Sales Offer 





MANUFACTURING 
CORPORATION 





Melvin A. Peters and Arnold Foster are 
principals in the organization. 

The catalog is described as prelimi- 
nary to a new edition that will be issued 
early next year. The present edition pic- 
tures and describes a line of boilers, fur- 
naces, oilburners, pumps, transformers, 
nozzles, copper tubing, fittings and sim- 
ilar equipment. 


Crotty Distributing 
Todd Oilburner Line 


ANNOUNCEMENT has been made of the 
appointment of the Crotty Co., Inc., 
Flushing, N. Y., as exclusive franchise 
distributor for the oilburning line of the 
Combustion Equipment Div., Todd 
Shipyards Corp. The equipment in- 
cludes rotary, mechanical and atomizing 
oilburners and will be handled by Crotty 
in the boroughs of Manhattan and 
Bronx, New York City. 

Michael C. Crotty is president of the 
company, which owns and controls 
patents on the Crotty Water Wall Fur- 
nace Extension, a means of adding ca- 
pacity and efficiency to a boiler. The 
Crotty company also operates its own 
modern tank and boiler plant in Flush- 


ing. 


Giffords, Inc. Celebrates 


Its Twentieth Anniversary 


ON AUGUST 15 Giffords, Inc., Flushing, 
N. Y., dealer, completed twenty years in 
business, and marked the occasion with 
a letter from William Giffords, presi- 
dent, to each of its customers. The firm 
is a Delco-Heat oilburner dealer and 
also operates its own fueloil delivery 
trucks. 

In his letter to the customers Mr. Gif- 
fords emphasized the constant effort his 
company exerts to provide the best serv’ 
ice at lowest cost and concluded by say- 
ing “. . . we do want you to know how 
grateful we are for your constant sup’ 
port and further to promise you that at 
all times in the future we will continue, 
and better where possible, those policies 
which have given us your good will.” 


Sid Harvey Issues 

Fall Edition of Catalog 
A REVISED edition of “Sid Harveys 
News,” catalog of “Parts to make sick 
burners well,” has been issued by Sid 
Harvey, Inc., Valley Stream, N. Y. Con 
sisting of 175 pages, more than a thou: 
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Easiest Package 
fo sell in the 


Oil Heating Field! 


. 3 ralled in 
|... Easiest to install too! @ 
Yes, sir—the easiest way to pick Weats 
up those “extra profit” dollars 
right now is to push— 


"ANELO 


STAINLESS STEEL COMBUSTION CHAMBERS 


*Every home owner will listen any time to proved fuel savings 
of 10% to 25% with PANELOX. 


*Every housewife will go for the cleaner, quieter home-heating 
PANELOX assures. 


* You'll like the easy sales, low installation cost and extra profits 


PANELOX brings in. 


Write, wire or phone today for full details, prices and dealer proposition on PANELOX 
—the sensational tested and proved development in stainless steel combustion chambers. 
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Easy to install. No backfill, | Four thicknesses of metal Panels made in several 
ho cementing, no tools,no at interlocked seams— widths for easy fitting to 
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ROUND. “A” SERIES. New design! New flat port 
panel for easier sealing of burner gun—rein- 
forced with top and bottom flange. Seams 
strengthened to prevent warping. 


SQUARE. “S” SERIES. Reinforcing flange on flat 
panels. Rounded corner panels permit perfect 
flame pattern. 


RECTANGULAR. “R” SERIES. Provides more 
combustion area in narrow fireboxes. Easy to fit 
any size or shape firebox. 





MICHIGAN CITY, 


INDIANA 
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sand illustrations and prices of each of 
more than 800 parts on which the firm 
offers an exchange or rebuilding serv- 
ice, the catalog shows replacement parts 
for any make of oilburner, even special 
and obsolete models, Shown also is a line 
of service and installation tools and ma- 
terials. 

Service and engineering data incorpo- 
rated includes such information as how 
to change a pump from single to double 
line operation, a nozzle size calculator, 
control comparison table and wiring dia- 
grams. 


The catalog is priced at $2.00, but it is 
offered to trade without charge when 
request is submitted on the firm’s letter- 


head. 


Davisbilt Products 
Expands Sales Outlets 


AN AGREEMENT has been reached be- 
tween Highway Trailer Co., Egerton, 
Wis. and The Davisbilt Products Co., 
Cincinnati, Ohio, whereby Highway 
branches and distributors will handle 
Davisbilt trailer tanks. 


Thomas A. 





FOR EVERY PURPOSE 


Ariipps FUEL TANKS 
= BUTLER 





* Prompt Delivery 
* Highest Quality 

















BUTLER MANUFACTURING COMPANY 


ELEVATED FARM FUEL TANKS—300 
and 500 gallon capacities with sturdy 
steel frame, skids and barrel rack. 
Equipped with hose, nozzle, .shut-off 
valve, fill cap and gage. 


BASEMENT FUEL OIL TANKS—Easy 
to handle. Quickly installed. 275 gallon 
capacity. Welded-on lugs for 1\” pipe 
legs. Hard, oven-dried finish. 


STORAGE TANKS—For aboveground 
or underground service station or bulk 
storage. Butler’s conveniently located 
plants provide a complete line of stor- 
age facilities for petroleum products. 


Give your customers the finest in safe, 
quality-built tanks. Always specify 
Butler. Mail coupon for complete 
information. 


KANSAS CITY, MO. e GA!LESBURG, ILL. e RICHMOND, CALIF. ¢ MINNEAPOLIS, MINN. 


917N Sixth Ave. S.E., Minneapolis 14, Minn. 








—_ZONE STATE 
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Gagan, executive vice president, points 
out that the new outlets are situated 
ideally to serve contract haulers and 
jobbers, augmenting the coverage of 
regular Davisbilt distributors serving 
both major and independent oil com- 
panies. 

Davisbilt tank engineers are conduct- 
ing an intensive technical training pro- 
gram for Highway personnel and he- 
cause of the degree of technical skill 
required, a policy has been adopted for 
all engineering and manufacture of 
tanks to be done in the Cincinnati plant. 


Deep Rock Oil Jobbers to Help 


Formulate Company Policies 


LATEST DEVELOPMENT in the program of 
Deep Rock Oil Corp., Chicago, to put 
Deep Rock jobbers in business for them- 
selves is the naming of jobber-elected 
Contract and Merchandising Commit- 
tees through which jobbers will have a 
strong voice in these policy decisions. 

Contracts still are to be written in the 
program and the eleven-man contract 
committee, moderated by Tom B. Mur- 
phy, Deep Rock’s general manager, light 
oils division, will aid in their prepara- 
tion. To represent jobbers in formulating 
merchandising and advertising policies 
will be a committee composed of one 
elected jobber and the area sales head 
from each of Deep Rock’s areas. C. W. 
Dyniewiecz, manager of the company’s 
merchandising department, will be mod- 
erator. 


United Air Heater Appoints 
National Sales Representative 


APPOINTMENT of an exclusive national 
and international sales representative has 
been announced by United Air Heaters, 
Inc., Seattle, Wash., who recently intro- 
duced a line of wall and floor furnaces 
and hiboy furnaces, fired with a Down: 
Flame burner. Harold Winningham and 
Co., Seattle 1, Wash., will handle sales 
of the line and will appoint additional 
representatives and make exporting at- 
rangements. 

Equipment manufacturers are offered 
licenses by United Air Heaters, covering 
either the use of the Down-Flame burn 
er alone, or of the combined burner and 
unit designs. Northwest Foundry and 
Furnace Co., Portland, Ore., already is 
in production of a floor furnace under 
this arrangement. 
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FUEL OIL FILTERS 
n of 
put Equipped with CHEMISTONE 
em- the original Controlled Porosity Element 
ted 
mit- 
yea 
S. 
the 
_ On every service call, make 
Aur- it a point to suggest a Klemm 
ight Fuel Oil Filter as the best 
rae way to insure an uninter- 
“ rupted flow of oil to the 
ting burners. It traps dirt, sedi- 
icies ment, water and other 
“ii foreign matter. All your 
i customers reed this protec- 
nead tion. Klemm Filters are low- 
W. priced, dependable and 
wii highly efficient. You profit 
wed on each sale and eliminate 
nod- the cause of many unneces:- 
sary emergency calls. 
There are other 
} ene, bee filters but none 
be j séLaies r4 e 3 
tive ee with Chemistone! 
ional HERE'S WHY KLEMM CHEMISTONE FILTERS SELL FASTER 
e has Streamlined . . . lots of eye ap- Packaged Right . . . Put up in 
peal—a carefully designed fil- dealer cartons of 12 each or, as- | 
ters, ter that looks right with the sorted. Stocks easily . . . ships 
finest installation. safely. 
ntro- : 
Engineered . . . Scientifically en- Priced Right . . . Superior in ac- | 
yaces gineered to give 100% filtration tion, it’s priced for quick sales. 
under all conditions. Easy to You’ll find it doubly profitable | 
own hoary _ tools or wrenches to push Klemm filters. 
aed. 
: and NOW A CHOICE 
sales MODELS FF 430G, FF 401G with "Hi" Tensile glass Bowls 
ional MODELS FF 430*, 401* with metal bowls 
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1718 Damen Avenue Chicago 47, Illinois 
Export Division: Guiterman Co., Inc., 35 S. Williams Street, New York 4, N.Y. 
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| {| GENERAL ELECTRIC COMPANY, Dept. 22-1615 
|| 1285 Boston Ave., Bridgeport 2, Conn. 


if Without obligation, send descriptive literature on General Electric 
|* Furnace and Boiler Cleaner equipment. 


It makes furnace cleaning 


—@ good business! 





























To make your furnace-cleaning serv- 
ice more productive, use the modern 
General Electric Furnace Cleaner. 


With this unit, it’s easy to clean 
any type of heating plant, from large 
boiler to home furnace, quickly, thor- 
oughly, easily. The General Electric 
Furnace Cleaner is powerful (1 hp), 
yet light in weight (51 lb). Power 
unit has maximum vacuum of 43 
inches water lift. Easily removed from 
the tank. Can be converted into a 
powerful blower by removing bag and 
substituting a blower coupling and a 
guard. Complete 
chimney-cleaning 
tools are avail- 
able. 


Write for spe- 
cification data. ff 
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0 F.) © Learn all about this 
powerful, speedy unit—built 


| T 
| send to General Electric standards of 


performance and durability. 


Furnace Cleaner 
GENERAL @@ ELECTRIC 
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Eueryday Snags 


Oil Delivery Trouble 


A few outside tank installations give 
fueloil suppliers headaches by spurting 
oil from their vent caps when a delivery 
is made in the usual manner. Checking 
on this after his oil company had been 
put to the expense of replacing shrubs 
and painting the outsides of customers’ 
houses, one executive became discour- 
aged when his notes proved that the 
trouble jobs gave trouble only once in 
a while. Oil was delivered uneventfully 
six times to one house, for example, but 
during the seventh delivery two or three 
gallons sprayed out of the vent cap and 
did damage. The executive wondered 
then if, instead of being caused by the 
characteristics of a certain few tank in- 
stallations, the vent geysering might not 
break out from any tank that happened 
to feel capricious when a load was being 
delivered. 

The appearance of such a geyser from 
the vent cap, occasionally when oil is 
being delivered, depends however not on 
the job’s capriciousness but on the man- 
ner in which the vent line is connected 
to the tank. With the vent line that 
runs up the side of a house connected 
to a tee in the oilburner return line as 
the accompanying diagram shows it, 
fueloil will spurt from the vent cap if the 





























burner happens to be running when the 
oil is delivered. Although in the past this 
type of vent piping has been shown in 
oilburner installation manuals and in at 
least one textbook, it is wrong. Besides 
causing the oil delivery trouble, it fails 
to come up to the requirements of the 
National Board of Fire Underwriters. 
It is used by certain burner dealers to cut 
installation costs because to put the tee 
for the vent line in the burner’s return 


line is much cheaper, where an outside 
tank is 50 ft. from a house for example, 
than to run a separate vent line 50 ft. 
from the tank to the house. Although 
according to most authorities the vent 
line should be of 144” pipe, matters 
generally are made worse because the 
cheap vent arrangement is connected to 
a return line made up of 94” or smaller 
pipe. 

The use of this shoddy tank venting 
arrangement on some of their customers’ 
tanks is the reason some oil companies 
have a rule that the truck driver must 
turn off a customer’s oilburner before 
delivering fueloil. As they don’t know 
about improper vent connections, many 
fueloil company employees wonder why 
that rule ever was made. 

Piped as the diagram shows a vent 
spurts oil during a delivery because while 
air vented from the tank rushes into the 
left-hand side of the tee at the bottom 
of the vertical vent line, oil being re- 
turned from the burner pours into the 
right-hand side of this tee. The rush 
of air up the vertical pipe to the vent cap 
carries the returned fueloil up to the cap. 

Although this runs up a sizable bill 
for piping, the owner of an installation 
with this venting shortcoming should 
have a separate vent line run to the tank 
to make the job right. A spill of oil from 
his improperly connected vent really 
can’t be charged up to the company de- 
livering the fueloil. 


Facts On Oil Filters 


Burner owners often ask how often 
their special oil line filters, installed per- 
haps to keep low gph nozzles clean, need 
cleaning or replacement of their throw- 
away elements. A burner dealer can 
answer by making a good guess, by re- 
ferring to the best information obtaina- 
ble on the subject including the advice 
of filter manufacturers, or by obtaining 
first hand information on the subject. 

First hand information is good be- 
cause it takes into account the amount 
of plugging material given the filters by 
the fueloil delivered in the particular 
locality, besides taking into account the 
characteristics of the particular make 
and model of filters, and the amount of 
oil a customer uses a year. 

To obtain first hand information 
easily, equip a few outside tank installa- 
tions with the vacuum gauge arrange- 


ment shown in the diagram. Pressure 
burner jobs with return lines serve best 
for testing typical filters. The filter in the 
diagram is in the suction line of the 
burner, of course. On each side of it is 
a vacuum gauge screwed into a pipe tee. 























Always run the burner when you read 
the vacuum gauges. Keep a slip of paper 
on the job and make note of the read- 
ings when the filter is clean as new. Then 
take a set of readings every month or 
every second month. The two gauges 
will start to give decidedly different 
readings as the filter starts to plug. You 
may decide that a filter needs attention 
when one gauge gives a vacuum reading 
two or three inches higher than is given 
by the other gauge, and is hopelessly 
plugged when one gauge reads five 
inches higher vacuum than the other. By 
keeping notes on the amounts of oil used 
by your guinea pig installations, and on 
the names of the companies supplying 
the oil, you can gather excellent infor- 
mation regarding how fast the {filters 
plug. 

It’s the difference in the readings of 
the two gauges that counts, not the read- 
ing of either gauge. Both gauges give 
higher readings when the oil storage tank 
is nearly empty, and lower readings for 
a full tank. 

No Label On Boiler 


A service man reports on using 4 
thumb rule published in FO&OH to the 
effect that, encountering an old boiler 
that lacks a name plate, you probably 
can obtain approximately the rated out 
put from it by firing 1.0 gph for every 
two square feet of grate area in the 
boiler. 

This boiler, 35 years old, was found 
to have grate dimensions 30” x 72", 
which figured out as 15 sq. ft. of grate 
area. The thumb rule led to installing 
a firebox sized for 7.5 gph. Fired at this 
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COMBUSTION CHAMBERS 


ARE QUIGKLY and EASILY INSTALLED 
No Cementing, Cutting, Fitting, or Waste Materials 
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QUICK SURFACE TEMPERATURE 


in any style furnace, with any make burner 


Plus a 









Write today 
for more complete 
information 
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COMBUSTION CHAMBERS 





REX CLAY PRODUCTS CO. 


14414 Dexter Boulevard Detroit 6, Mich. 
Albany, N. Y., Branch: 68 Tivoli St. 
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THE ONLY SECTIONAL 
STEEL BOILER THAT CAN BE 


WATERFILM BOILERS 


Throughout the country, many 
apartment houses, industrial 
plants and other large buildings 
have found vast savings were 
made possible by the Waterfilm 
Sectional Boiler because it could 
be installed with a minimum of 
time and labor. And its patented 
construction (incorporating the 
exclusive zig-zag water tube) in- 
sures quick heat and economy! 
Waterfilm, in models and sizes 
for small homes as well, is recom- 
mended by leading architects 
and builders. Write for free liter- 
ature and newspaper mats. 
NATIONALLY ADVERTISED. 
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The heart of the Waterfilm Boiler 
is the zig-zag shaped water tube. 














MADE FOR 


AUTOMATIC FIRING WITH 


OIL, STOKER OR GAS 


WATERFILM BOILERS, Inc. 


A Division of L. O. Koven & Bro., Inc. 
154 Ogden Ave., Jersey City 7, N. J. 
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rate, the boiler gave 825° stack tem- 
perature at first, with 8.5% COxs. Baf- 
fling the flues carefully reduced the 
stack temperature to 690°. Either be- 
cause the thumb rule is only approxi- 
mate or the boiler on this job was carry- 
ing a light load for its size, the boiler 
seemed to be fired too hard for the load. 
Reducing the firing rate to 6.0 gph pro- 
duced the pleasingly low stack tempera- 
ture of 540° and gave the service man 
the steady burner run of two to three 
hours which he wanted on coldest morn- 
ings when the clock thermostat started 
the burner. 


Emergency Electricity 


If you can gather together enough 
wire to reach, you can obtain electricity 
from a nearby home or building when 
there’s no heat in a house because the 
lines to the house have gone dead. 

The lines to a small movie theatre 
failed last fall. The power company 
men, working on the trouble, promised 
a normal supply of electricity by 15 min- 
utes before show time, but the movie 
house had gone cold because of the pow- 
er failure and much more than 15 min- 


utes of burner operation was needed to 
heat it enough for the show to go on. 
After the theatre owner disconsolately 
told this to the service man who had dis- 
covered the power failure when he ar- 
rived to answer a no heat call, the service 
man dashed off, returned with a few 
hundred feet of #14 insulated wire, and 
ran this from a light socket in a nearby 
store to the fuse box of the oilburner. 
With the warm air furnace giving 
plenty of heat, the show went on . 
thanks to the best in oilburner service 
work. 


Boiler Underloaded 


He could not figure out, because of 
oddities in the radiators and water heat- 
ing arrangements, how much load this 
boiler was carrying. But the service man 
could answer the owner’s question about 
how many more feet of standing steam 
radiation the boiler could carry easily. 
The boiler was carrying the existing load 
nicely when fired 2.75 gph. The stack 
temperature was low, so the service man 
tried one larger nozzle after the other 
until, firing 4.0 gph, he obtained 700° 
stack temperature, which was the maxi- 


mum he considered suitable for the boil- 
er. According to his way of thinking, on 
this job each additional 1.0 gph could 
carry additional load of 400 sq. ft. of 
standing steam radiation, so the addi- 
tional 1.25 gph would permit the boiler 
to carry 500 sq. ft. more load. As the 
service man may have been stretching 
things a little, fortunately the owner had 
in mind only 360 sq. ft. of additional 
load. After a larger firebox fired by a 
3.5 gph nozzle was installed, the greater 
load was carried nicely. 


Hot Water Thumb Rule 


Starting with all the water in a hot 
water storage tank heated to 160°, usu- 
ally 50% to 60% of the water can be 
drawn from the tank rapidly and con- 
tinuously before the temperature at the 
hot water faucet drops to 125°; and 
125° can be considered rock bottom for 
satisfactory hot water supply. 

The reason you can’t draw 40 gallons 
of extremely hot water, for example, 
from a 40-gallon tank that’s heated fully 
to begin with is, of course, the mixing 
of cold water entering the tank with the 
hot water stored in the tank. 
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Heil Trailerized Petroleum 
Transport Tanks, Capace 
ities 4100 - 6000 gals. 
Single or tandem axle. 


7) It Costs Less, Now 


to Haul Petroleum Products 


The advanced design of HEIL equipment 
brings about unusual operating economies 


Heil built the first frameless petroleum transport... the 
first one-piece, all-welded boltless truck tanks... the 
kind of equipment that lets you haul bigger payloads 


“Heil Truck Tanks. Capaci- 
,fies 800 to 2100 gals. 


Heil Elevaiing Tailgate 
raises and lowers 2000-Ib. 
loads quickly and easily. 
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at lower costs. 


This advanced design can help you make larger 
profits. Write today for bulletins that show why. 


THe HEIL co. 


T-247 


DEPT, 5999-3039 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
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PACKAGED BOILER 


designed for radiant heating 


of small homes and apartments 
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Measuring but 31” wide, 41” 
high and 18” deep, it delivers 
70,000 BTUs. Also 100,000 BTU 
size available. 

Green hammerloid finish. 

Oil or gas firing optional. 

Light in weight. 

High efficiency copper tubes. 
Easily installed—all wiring, pip- 
ing and controls assembled at 
factory—ready for use after 
connecting to water, mains, 
electricity and fuel lines. 


Built to ASME specifications. 
Send today for complete in- 
formation. 


BRYAN STEAM CORP. 


589 Chili Pike + Peru, Indiana 













fr eld CONTROLS BRING OUT THE 
FINEST IN EVERY HEATING PLANT 


Today, Field Controls are first choice with manufacturers of 
oil-fired heating equipment. And this preference is based in 
every case on the manufacturer’s own rigid and exhaustive 
tests. Each test has proven that Field is the most accurate, 
most dependable, most “saleable” draft control made. The 
reason is Field’s famous, patented design features: “Rocking 
Chair” gate and pivot action, to reduce friction, increase sensi- 
tivity; Off Center Gate Mounting which provides a larger 
effective area for draft action; Side Wings for closer air vol- 
ume control; Extended Housing which places the gate outside 
the reach of fouling, warping soot and heat. Only Field has 
all these features, and only Field enjoys unqualified acceptance 
by manufacturers, dealers and consumers. 






WRITE for full details on the complete Field 
Barometric Draft Control line—for greater fuel 
economy, longer heating plant life, greater cus- 
omer satisfaction. 
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Many of the automatic washing ma- 
chines take from 12 to 20 gallons of hot 
water per load of clothes run through 
them. Housewives who have 40 or 50- 
gallon tanks hopefully start out on wash 
days intending to run through their au- 
tomatic machines three batches of 
clothes. Excellent clothes washing de- 
pends on being able to wash with water 
as hot as 160°. The outcome of cou- 
pling these facts is poor washing, often 
first blamed on the washing machine and 
later rightfully blamed on insufficient 
hot water. 


Abusing Tankless Coils 


You can’t expect to obtain five gal- 
lons-per-minute of hot water heated 
from 50° to 150° by hooking a 5 gpm 
tankless water heater to a heating boiler 
fired 1.25 gph. One dealer’s been trying 
this in the homes of a building devel- 
opment. Other dealers are trying what 
amounts to the same thing but with 
different numbers involved. ' 

When the hot water runs cool, these 
dealers make the mistake of wishing the 
tankless coils were larger. Installing 














This groove identifies Delavan 
Adapters. Precision made to as- 
sure perfect fit and eliminate 
leakage. Now at reduced prices. 





DELAVAN 


ENGINEERING 
Established 1937 
Oe ae Oe) me a 





LOWER PRICES 
on DELAVAN 


Belloffet Design 
NOZZLES 


You can now buy the finest Balloffet design 
nozzles, strainers and adapters at lower 
than pre-war prices. These savings are your 
dividend on our improved manufacturing 
methods and increased volume. 
quality, greater uniformity and accuracy of 


rating assure better performance. For the 














Higher 







highest quality nozzles at a new 
low price—specify DELAVAN. 


Write for new low prices. 







Yves, 
out, 


IOWA 
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“Would you mind repeating the part that 
comes between ‘Dear Sir’ and ‘Yours truly’?” 


larger coils would not help, because the 
trouble lies in trying to take heat out of 
the boilers at a much higher rate than 
heat is put into them by the flames. In 
some cities, tankless coils are getting a 
poor reputation because of the mistakes, 
related to this erroneous thinking, which 
burner dealers are making. 

Take the case of the dealer who wants 
to work a 5 gpm tankless coil at its maxi- 
mum output. The 5 gpm amounts to 300 
gallons of water per hour, to put the 
thing on an hourly basis. To heat one 
gallon of water from 50° to 150° takes 
about 830 Btu’s, therefore to heat 300 
gallons over this range takes 249,000 
Btu’s per hour (simply multiply 830 by 
300 to get 249,000). 

To carry this water heating load of 
249,000 Btu per hour (without carry’ 
ing any house heating load at the same 
time) would take a firing rate of 2.5 gph 
with an overall boiler-burner efficiency 
of 70%, as at this efficiency one gph 
gives about 100,000 usable Btu’s per 
hour for each one gph fired. 

True, to use an oversize tankless coil 
helps him somewhat in solving his prob 
lems. Yet this dealer expects 5 gpm of 
hot water from a heating boiler fired 
1.25 gph, whereas to provide enough 
Btu’s for heating 5 gpm of water from 
50° to 150° requires firing a boiler at 
2.5 gph. 

Where the heating boiler chills when 
large amounts of hot water are drawn 
from a tankless coil, you simply are tak- 
ing from the boiler more heat per min- 
ute than the flame is putting into the 
boiler. You can’t expect a long, steady 
draw of 5 gpm, or even 3 gpm, of 150° 
hot water from the tankless coil in a 
boiler fired only 1.0 or 1.25 gph. 


Nursing A Dry Steam Boiler 


This has been said before, but scem 


ingly not often enough. Owners of steam 
boilers not fitted with feeders and low 










































sell Or, WATER HEATER 


But be sure it has a 
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eee 206 Gauges. 
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water controls should be warned that, 
when found dry with the burner run- 
ning, a red-hot steam boiler must not be 
given water right away. It’s smart to 
fight off the natural tendency to give 
water immediately to the boiler because 
it needs water badly, as following this 
tendency is almost certain to damage 
the boiler. 

On finding a boiler dry with the burn- 
er running, turn off the burner main 
switch, then open the firing and flue 
doors of the boiler to cool it. Wait at 
least an hour or two before feeding 
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REMOVE SLUDGE AND DEBRIS 
FROM DOMESTIC AND INDUSTRIAL OIL LINES 


Single and Duplex Separators — 
both Standard and High Pressure 
—for light and heavy oil. You can 
have any practical degree of sepa- 
ration by simply changing the 
basket—no tools needed. Outside 
installation gives instant, easy ac- 
cess without the dismantling of 
your burner. 

Eliminate filter replace- 
ment costs entirely — 
cleaning of Kraissl filter 
baskets restores original 
efficiency. 


ee 


KRAISSL CO., INC. 
B 295 Williams Ave., Hackensack, N. J 


our Bulletin A-1214 today. 


; if you need any ce- 
pecial ——— pe us fully. You 


d detailed reply. 
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cc THE KRAISSL COMPANY. inc 


HACKENSACK, WN. J. 
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“What do you mean- you'll be working late at 
the office? You're on vacation, remember?” 


water to the boiler. You should wait un- 
til all parts of the boiler are so cool that 
you can place your hand on them with- 
out burning yourself. 

Give this advice whenever you en- 
counter an operator or owner of an un- 
protected steam boiler because, for need 
of this knowledge, each year many steam 
boilers are damaged after they have run 
short of water. 

Don’t fail, at the same time, to give 
the boiler owners complete details on 
modern automatic water feeders and 
low-water controls. One good way to 
protect yourself against being blamed 
for damage to steam boilers is to make 
certain to send a letter to each of your 
customers who owns an unprotected 
steam boiler. State in the letter that you 
do not consider the boiler safe without 
the protective devices you are recom- 
mending for it. 


© 
Dr. Alfred Otto C. Nier, first man 


to isolate uranium 235, has been en- 
gaged by Minneapolis-Honeywell Regu- 
lator Co., Minneapolis, Minn., on a con- 
sulting basis. The board of regents, Uni- 
versity of Minnesota, where he is a 
physics professor, has permitted Dr. 
Nier to work for the company on re- 
search and engineering problems, in- 
cluding those in connection with auto- 
matic control instruments. He currently 
is assisting in research work on mercury 
switches. 


Charles H. Wartman has been named 
manager of the marketing department, 
General Petroleum Corp., Los Angeles, 
Cal., in one of a series of promotions to 
be effective July 1. Other advances saw 
Baxter F. Ball assume Mr. Wartman’s 
former position of assistant to the vice 


San Francisco headquarters to replace 
Mr. Ball as manager of the marketing 
department’s northern California Divi- 
sion. 


John G. Kirkpatrick, Pittsburgh, Pa., 
recently was named representative for 
Kieley & Mueller, North Bergen, N. J. 
He will represent the firm in Pennsyl- 
vania, West Virginia and Ohio. 


Georges Roudanez has been named 
manager, Combustioneer Div., Steel 
Products Engineering Co., Springfield, 
Ohio, to direct all sales activities of 
Combustioneer stokers and humidifiers, 


Samuel O. Southard has become act- 
ing district sales manager for Sun Oil 
Co. at Reading, Pa. Former wholesaler 
distributor representative for Sun’s Mid- 
dle Atlantic Region, he succeeds Mar- 
shall C. Edmunds, resigned. 


R. A. Dooley has been appointed di- 
vision manager east of the Rockies for 


Coroaire Heater Corp., Cleveland 15, 
Ohio. 


PEERLESS FOUNDRY CO., Indianapolis 7, 
Ind., discusses Oil Master, winter air 
conditioning units in a 4-page folder. 
Along with a specifications table, con- 
taining data on four models, is a cut-a- 
way view of a unit showing construction 
and interior arrangement of parts. Fired 
with a gun type oilburner, the line is 
described as adequate for installation in 
homes ranging from bungalow to large 
ranch-type houses. Register capacities 
are listed as 80,000 Btu for the smallest 
size, 160,000 for the largest. 


HOFFMAN SPECIALTY CO., Indianapolis 
7, Ind., in catalog No. 149 pictures and 
describes its line of hot water, steam 
and warm air heating specialties, Cover’ 
ing a line of valves, float and thermo 
static traps, the catalog includes specif 
cations and dimensional data and 
discusses applications. Hoffman Heat 
Controlled furnaces, basement and util’ 
ity room units, fired with vaporizing 
burners, are included also, along with 
pertinent data on control packages and 


president in charge of marketing and systems, vacuum and_ condens:tion 
Everett M. Gray go to the company’s pumps. 
September 


1949 
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WINDSOR VILLAGE 
Indinapolis, Ind. 
Development of the 


L & L BLDG. CORPORATION 
SHUTTLEWORTH CO., CONTRS. 


SPECIALLY 
FOR 


PRICED 


Small Homes 


A new high - capacity 
DEWEY-SHEPARD Boiler 








OIL-FIRED 
UNIT 


Here's the first real answer to today's small-home heating 
Problem! The new Dewey-Shepard high-capacity horizontal 
steel boiler is particularly well adapted for baseboard or panel 
hot-water heating, and priced to make this type of heating 
available on low-cost housing. Can be fired interchangeably 
with gun-type oil burner or gas-fired unit (for LP, manufactured, 
or natural gas). Typical installation in Windsor Village, Indian- 
apolis—see top illustration. Maximum capacity, 70,000 Btu. 
Boiler proper is cylindrical and can be furnished with or without 
jacket, Outside jacket dimensions, 18” wide, 18” high, 39” long, 
with burner equipment projecting. Also available: Gas- or oil- 
fired boilers and water heaters with capacities from 95,000 to 
600,000 Btu. 


Get complete specifications and prices from 
your Wholesaler. Or write direct to: 


DEWEY-SHEPARD BOILER CO. 


1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND. 
FACTORY: PERU, INDIANA 
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MAID-O'-MIST 


Boiler Water Level Controls 


Yes, six extras that mean a lot to the man who installs these 
controls. And these extras are in addition to the safer, more de- 
pendable, boiler protection. 


The new 500 Series of Maid-O'-Mist Boiler Water Level Controls 
are compact, streamlined and light in weight (only five pounds) 
. « . because they are built entirely of non-ferrous metals. These 
controls are highly dependable because of such new features as the 
"approved" switch used as a circuit breaker in the low water cut- 
off... the rapid snap action of the contacts ... the generous use 
of silver... the size of the switchgap ... all making it possible to 
| break large currents without pitting or sticking. 
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We cannot give you an adequate word picture of the important 
developments incorporated in these controls. You must see them— 
try them. Send for catalog No. 500 Now. 























3221 N. PULASKI ROAD 
CHICAGO 41, ILLINOIS 
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New Products 


McDonnell No. 33 Relief Valve 
For Hot Water Heating Boilers 


NO. 33 SAFETY relief valve for hot water 


heating boilers, announced by McDon- 


nell & Miller, Inc., Chicago 11, Ill, has 





been designed to provide a valve of large 
capacity, Btu-rated and built to conform 
with the ASME boiler code. Discharge 
capacity is 242,900 Btu/hr, reputed to 
be sufficient to take care of more than 
70% of all hot water heating boilers. 
When the set pressure of 30 Ibs. is 
reached, the needle of the valve lifts just 
far enough to discharge water at the low 
rate necessary to take care of the thermai 
expansion of the water. If for any reason 
temperature rises into the emergency 
zone, increased velocity acts on the “hy- 
dra-lift” ring, greatly increasing lifting 
power, and snapping the valve wide 
open to dissipate heat at a high rate. 


Roberts Brass No. 463 


Boiler Water Gauges 


NO. 463 boiler water gauges, announced 
by Roberts Brass Mfg. Co., Detroit 9, 
Mich., are designed for working pres- 
sures up to 175 lbs. and feature un- 
breakable aluminum wheels and a solid 
brass body. A self-cleaning feature keeps 
the lower part of the gauge, which is 
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sized at Y2” LP., from clogging with 
scale. 

Special packing allows free expansion 
of glass and leak-proof packing prevents 
leakage at the valve stems. Offered com- 
plete with Corning glass tubes, %” x 
12” and with strong guard rods, the 
gauges may be furnished less rods and 


glass. 


Timken Hi-Boiler Units 


For Small Home Heating 


HI-BOILERS, offered by Timken Silent 
Automatic Div., Timken-Detroit Axle 
Co., Jackson, 
Mich., have been 
engineered express’ 
ly for small home 
heating. The units 
combine a_ wall- 
flame oilburner, 
heating boiler, ex- 
pansion tank and 
domestic water 
heater in an all-en- 
closing cabinet. 
Specifications for 
two of the Hi-Boil- 
er models show 
model OBK-50B to 
be a copper tube 
heating boiler, with 
a capacity of 38,000 Btu/hr. The unit 
stands 65” high and is 22” square, de- 
velops 12,000 Btu capacity in its copper 
tube water heater. Model OBG-80B is 
a steel boiler, developing 68,000 Btu 
heating capacity and equipped with a 
copper tube water heater, rated at 12,- 
000 Btu. It has the same dimensions as 
the smaller model. 

The units are shipped complete, with 
a combination water heater and expan- 
sion tank unit mounted over the boiler. 
They have been designed especially for 
basementless homes, where proximity of 
the heating plant to living quarters 
makes quiet burner operation essential. 
The complete units are assembled, wired 
and piped before shipment. 


Oilburner Motor Developed 
By The Nu-Way Corporation 


A FRACTIONAL HORSEPOWER motor, spe- 
cially designed for oilburner use, has 
been developed by the Nu-Way Corp., 
Rock Island, Ill. The motor, which will 
be used on Nu- Way oilburners, is being 








produced in a motor department at the 
company’s factory. In addition, a sub 
assembly line for winding was added to 
the plant operation. 

The motor features simplified design 
and incorporates a removable cover to 
allow enclosure of the thermal cut-out 
switch inside the housing. The magnetic 
starting switch is accessible by removing 
a plate held in place with two screws. 
Motor housing and end bells are of sand 
cast aluminum, with all parts precision 
machined to close tolerances. The neces- 
sity for frequent lubrication has been 
eliminated by providing permanently 
lubricated ball bearings. The motor op- 
erates at 1725 rpm and is Underwriters 
approved. 


White 3000 Truck Series 
Features Power Lift Cab 


SUPER POWER 3000 series trucks, intro’ 
duced by White Motor Co., Cleveland, 
Ohio, observing its }0th Anniversary as 
a truck manufacturer, 
fundamentally new design. Most strik- 


represent a 


ing innovation is a power-lift cab, 
whereby a turn of a key lifts the cab by 
an actuating mechanism similar to that 
used on transport planes to operate the 
landing gear. With the cab lifted, all 
component parts of the 3000 chassis, 
from the front end back to the body, are 
accessible at convenient bench-height. 
The series, three models of which are 


now in production with options making 
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them adaptable to a wide range of truck 
services, feature also shorter-wheelbases, 
and turning radius and provide a curb- 
level step and roomy cab clearances. At 
the wheel the driver is afforded greatly 
improved vision in all directions. The 
forward position of the cab permits a 
load distribution with more of the 
weight carried on the front axle. A 
heavier capacity front axle is used, 
which, coupled with the shorter wheel- 
base and overall length, makes the 3000 


extremely maneuverable and easy to | 


park in restricted areas. The cab struc- 
ture is bonderized and the vehicle is en- 
gineered to enable incorporation of ma- 
jor developments in engines, transmis- 
sions or other units. 


Silver-Flame Ceiling Unit 


Available in Two Models 


TWO MODELS and ten sizes of ceiling- 
suspended oilfired furnace units are of- 
fered by Silver-Flame Industries, Inc., 
Detroit 16, Mich. The units are fired 
with high pressure atomizing oilburners 
and are shipped completely assembled 
and wired. Both models are equipped 
with stainless sheet combustion cham- 
bers and are furnished with Field draft 
regulators. 

Capacities range from 80,000 to 300,- 
000 Btu/hr output, with warm air open- 
ings measuring 10” x 12” for the smallest 
size, 14” x 27” for the largest. Five sizes 
of model P units employ propeller fans 
for air circulation, while the model S 
units are equipped with variable speed 
blowers. 


Althoff Circulating Heaters 
Designed For Use In Kitchen 


OILFIRED circulating heaters, available 
from L. A. Althoff Corp., DeKalk, IIl., 
are designed to match up with gas or 
electric ranges for the purpose of heat- 
ing the kitchen. Models are available 
fired with double-pot burners or two 
sleeve type burners. Both types may be 
furnished with an automatic electric 
pump for oil feed from a remote storage 
tank or with removable storage tank. 
Two 8” Breese burners are used in the 
pot type model and two 614” Lynn 
burners fire the sleeve type model. 

The heaters feature a return flue, 


which, when a lever is pushed, forces 


the flue gas to travel along the sides to 
the front of the heater, then under the 
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ALL YOU NEED NOW fo Filter Any 
Domestic Oil Burner IS A CUNO FILTER 


One model Cuno MICRO-KLEAN Oil Burner 
Filter handles any installation using domestic 
fuel, from the smallest cottage to the largest 
public building. Straight line pipe connections. 














ALL YOU NEED NOW fo Service an 
Oil Burner Filter 1S A CUNO CARTRIDGE 








One standard MICRO-KLEAN cartridge fits any 
MICRO-KLEAN filter—only one size to lug to the 
job. Cuts down inventory, too. 


















ALL YOU NEED NOW for 60-Second 
Service IS A CUNO FILTER 


Removing a single nut on the MICRO- 
KLEAN filter loosens housing cover for 60- 
second cartridge replacement. 



























ALL YOU NEED NOW fo Insure 
User Satisfaction 1S A CUNO FILTER 


MICRO-KLEAN cartridges give your cus- 
tomers better service because they will 
not channel, they last twice as long and 
hold twice as much dirt. 


















To insure customer satisfaction and save instal- 
lation time . . . ask your jobber about Cuno 
MICRO-KLEAN Oil Burner Filter Model 1C1. 


FOR FREE BULLETIN, ATTACH COUPON TO YOUR LETTERHEAD 
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Cuno Engineering Corporation , 

856 South Vine St., Meriden, Conn. 1 

\| Please send information on Cuno MICRO-KLEAN 

C (0) IN @ Oil Burner Filters and replacement cartridges. , 
EMNNG@ld a's « daudicccecetscaueaseneeeeaawes ! 
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CUFT ELIF 


Viking Enclosed Pump 


FUEL OIL 


FILTERS 


| capacity of 200 gpm and is built to op- 
| erate outdoors without protection. A 


Cut Service Calls 
Build Satisfaction 
Make Repeat Profits 


Cutaway 
view 
FRAM F1210 


Filters the oil clean through an entirely | 
new development + Removes dirt, rust, | 





| top and to the rear. This also heats the 


unit's French plate top if it is desired to 
use for cooking. Hot water heating 


coils may be added. 


For Outside Operation 


MODEL Q162 pump, announced by Vik- 
ing Pump Co., Cedar Falls, Ia., has a 


totally enclosed pump, gearing and 
motor permits this type of installation. 

The unit features new oil-tight, cast 
iron gear case with bullseye sight gauge, 
filler and drain plug and a combination 
flange and foot type radial bearing to 
support gear case and pump shaft. A 


| new streamlined base, motor rails and 
| single gearing were designed to accom- 
| modate Nema frame motor up to 15 hp, 
| 1750 rpm. A stainless steel pump shaft 





i 


_and five ball check grease cups are fur- 
| nished as standard equipment, while 


other style grease fittings and a Viking 


' valve on pump head to prevent damage 


if discharge line is closed can be pro- 
vided as optional accessories. 


scale, water + Assures steady flow of | Master Kraft VCF-75 Is 


clean oil to the burner + Protects pump | 


valves and nozzles + Reduces service | 


expense and needless, troublesome calls 
* Easy to install - Replacement cartridge 
builds repeat profits + Available in 
capacities of 2000, 4000, 6000 gallons 
of oil consumed per year. 
FRAM CORPORATION 
Providence 16, R. I. 


Headquarters for 


OIL - AIR - FUEL 


FILTERS 
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| measures 33” wide, 19” deep and 6 
| high, with a capacity of 75,000 Btu at 


Floor Or Suspended Unit 


MODEL VCF-75, Master Kraft warm air 
conditioner, developed by Harvey- 
Whipple, Inc., Springfield 1, Mass., is 
shipped as a vertical floor model, but 
may be easily transformed into a sus- 
pended unit. As a floor model, the unit 


x1 
B 


the bonnet and 63,500 at the registers. 
Two motors are standard equipment, 


| one for the blower, the other for the gun 
_ type oilburner that fires the unit. The 
| burner is built inside the unit, with its 
| transformer built on burner head and 
| extending outside the furnace. The 
| VCF-75 unit, designated the Pillar as a 
| vertical floor model, the Pendant when 


converted to a ceiling-suspended unit, 
has a 4” flue outlet and is shipped com- 
plete, except for the fuel tank. 


Circular Heat Calculator 


Available from Heat-O-Meter 


A CALCULATING DEVICE, consisting of 
three circular celluloid discs, developed 
by S. P. Taplow and available from 
Heat-O-Meter, New York 18, N. Y., 
provides heating information without 
any mathematical figuring. The calcu- 
lator contains a blank space for writing 
with pen or pencil, which can be wiped 
off easily, or for imprinting of company 
names and products. Measuring 6!/2” 
in diameter, Heat-O-Meter can be 
slipped into a coat pocket and includes 
an 18” circular rule for measurement 
of curved lines on blueprints. 

By setting given or known factors on 
the proper discs, a total of sixteen cal- 
culations are possible. Included are the 
sizes and capacities of radiators, boilers, 
hot water generators and storage tanks, 
mains, returns, risers, square and round 
chimney sizes, with minimum and maxt- 
mum heights required. 


Oran Shallo-Well Line 
Of Oilfired Floor Furnaces 


THREE MODELS comprise the line of 
Shallo-Well oilfired floor furnaces, de- 
veloped by Oran Co., Columbus 7, 
Ohio, Model 0-70 Super has an overall 
height of 34”, and is rated at 70,000 Btu. 
The furnace embodies Armco alumi 
nized steel in the combustion assembly 
and stainless steel in the burner for 
longer life and better heat diffusion. 
Other models are the 0-60 Special, rated 
at 60,000 Btu and the 0-50 Standard, 
rated at 50,000 Btu. The latter model 
is designed for natural draft with man 
ual controls, though automatic controls 
and forced draft are available as optional 
equipment. 

All models feature an auxiliary cold 
air return which draws cold air from 
bedrooms and other hard-to-heat areas. 
To service the unit it is not necessary to 
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remove the furnace from the floor. 
Baked enamel finishes of each model 
enhance eye and sales appeal. 


Mack Announces Three 
New Diesel Truck Engines 


END 457, 510 and 672 are the model 
designations of three new diesel engines 
announced by Mack Trucks, Inc., New 
York 1, N. Y. Operating on the four- 
stroke cycle and designed to provide 
controlled combustion and maintain low 
peak pressures, the engines are described 
as smokeless, odorless and free from 
strain. 

Designed specifically for tractor-trail- 
er combinations, 40,000 G.C.W. and 
up, the units feature Mack’s Synchro- 
vance, which provides variable and auto- 
matic injection timing, synchronized to 
the speed of the engine. 


Morse Chain Adds 
Couplings to Line 


MIGHTY MIDGET all-rubber center cou- 
plings, designed for improved power 
transmission in fractional hp motors, 
have been added to the line of Morflex 
couplings made by Morse Chain Co., a 
subsidiary of Borg-Warner Corp., Chi- 
cago 4, Ill. Flexing caused by misalign- 
ment is absorbed by the entire center 
member and the tight fit of the coupling 
pins is described as lessening noise and 
vibration, resulting in smoother opera- 
tion. 


Bristol Offers Series 500 


Absolute Pressure Gauges 


DEVELOPMENT of a mechanical-type re- 
cording absolute pressure gauge, involv- 
ing a pressure-sealed lever arm, has been 
announced by the Bristol Co., Water- 


bury 91, Conn. Designated series 500, 
the instrument is offered in ranges from 
0 to 20 millimeters mercury and fur- 


nishes an accurate record of vacuum in 
terms of absolute pressure, inherently 
correct for barometric variations. 


Quijada Pipe Threader 
Handles Up to 4” Pipe 


THRED-O-MATIC pipe threading machine, 
announced by Quijada Tool Co., Los 
Angeles, has a range from Yy” to 4” and 
features automatic chucking. Mechani- 
cally-operated chucks account for the 
machine’s high speed, which merely re- 
quires the operator to lay the pipe to be 
threaded in the spindle and flip a switch. 
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INSTALLED 
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COMBUSTION 
CHAMBERS ARE 
STILL STANDING UP 


atten [7 YEARS Nie 
on tHe FIRING LINE. 











FSo Simene ? 
~ EVEN A BABY 
CAN PUT IT TOGETHER. 





Serving the Plumbing, Heating 








E> 


PASTS « 


about 8.0.8. Combysion Chambors 


KILN FIRED 
LASTS 


The pipe is automatically chucked, cen- 
tered and turned. The only service or 
maintenance required, according to the 
manufacturer, is occasional sharpening 
of the 8 cutting jaws. Chuck jaws are 
hobbed similar to pipe wrench jaws so 
that the gripping power becomes firmer 
when more torque is applied to the pipe. 


V & E Adds Two Sizes 
To Water Tube Boilers 


ADDITION of two smaller sizes to its line 
of horizontal steel water tube boilers has 
been announced by V & E Products, 


EVERY 
OIL BURNER MAN 
SHOULD KNOW 







ror YEARS 











.SQUAR Te 
FITS ANY BOILER. M 
« HEATS UP IN 


E SECONDS / 
nie] 'NSULATING on HARDBRICK 


scat/ snoo! 





"BIG SAVINGS mw FUEL 


[es 


QSOS 
Ag $.0.S. COMBUSTION CHAMBERS 


282 - 284 Nassau Avenue 


S.0.S. PRODUCTS COMPARY, Inc, Brooklyn 22, New York 


and Oil Burner Industries with 
24 Leading Chemical and Refractory Products. 


Write for complete catalog 


129 









































aS 





#ta7%? 2 


Inc., Schuylkill Haven, Pa. The com- 
plete line now has ten models, with ca- 
pacities from 200 to 1,450 sq. ft. steam, 
320 to 2,320 sq. ft. of hot water, SBI 
installed radiation. Oilfiring rates range 
from 1 gph for the two smaller sizes to 
4.5 gph for the largest. All boilers are 
shipped complete with jacket, 3 gpm 
water heating coil and combustion 
chamber designed to burn catalytic oil. 

Heat transfer is accomplished by the 
down-draft principle, with baffles direct- 
ing all gases upward, over and down to 
the bottom of the boiler. All wearing 
surfaces of the unit have a 4” minimum 










YEARS OF 
EXPERIENCE 
TAUGHT ME 
_ TO USE 


GAUGES. 
LN THATS 
WHY | RECOMMEND ONLY 


LEVELOMETER 
Jank Gauges 


These trustworthy gauges eliminate 
guess work and offer convenient remote 
readings...as well as assuring greater 
protection against overflowing oil tanks. 
Consequently, Levelometer tank gauges 
save service calls and offer greater cus- 
tomer satisfaction all around. Little won- 
der, Levelometer is the choice of dealers 
who insist upon dependable oil tank 
gauges. 


Midget LEVELOMETER 
Lowest priced Remote 
Reading Gauge built 





“Liquids Worth Storing Are Worth Measuring” 


THe LIQUIDOMETER core 


LONG ISLAND CITY, N.Y. 


36-19 SKILLMAN AVE., 
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wall thickness of copper bearing steel 


plate, ASME construction. Available as | 


| an extra is a built-in tube cleaner. 


R & M Tankmaster Samples 
Contents of Storage Tanks 


TANKMASTER, a device for sampling the 


from Renick & Ma- 
honey, Inc., New 
York 6, N. Y. It is 
designed to show 
| exactly the condi- 
'tion of oil at the 
| bottom of a tank by 
taking a sample in 
| a transparent con- 
tainer wherein 
sludge or water if 





present will sepa- 
rate from the oil. 

The Tankmaster 
/is made of bronze, 
with a 6” visual sec- 
tion. It is provided 








with a metal carry- 
ing case and 15’ of 
bead chain to per- 
| mit lowering to the 
| bottom of the larger sized storage tanks. 





Four Basic Parts Comprise 
Kritzer Radiant Baseboards 


FOUR BASIC PARTS, the steel back-plate, 
radiant coils, filler plates and inter- 
changeable end posts, comprise the ra- 
diant baseboards announced by Kritzer 


| Radiant, Inc., Chicago 25, Ill. Heart of 


the system is the Kritzer radiant coils, 


ten ft. sections of 2” x 5” aluminum 


t 


fins mechanically bonded to two, 3” cen- 


| ter, copper supply tubes. As two sections 


| are brought together, the supply ends 
in one section are belled, the ends of the 
| other section inserted into the bell, a 





contents of storage tanks, is available | 








solder ring heated and melted between 
the two to complete the connection. 
Complete installation is accomplished 
by securing the back plate to the wall, 
snapping the coils in place, soldering the 
sections, installing filler plates to cover 
up the soldered joints and placing the 
end posts where required. Ornamental 
grilles are available to be snapped on 
between the back plate and filler posts. 
Overall size of the baseboard with orna- 
mental back plate is 244” x 9”. All units 
come in standard 10’ lengths, packed in 





COT FUEL COST 


NOW 





PATENTED 


witH THE WEW 
TRU-HEET 


OIL BURNER 
Equipped with 


SHELL DEVELOPMENT CO. 
COMBUSTION HEAD 


Also 
Many Other New Features 


CO, high as 159%%—no smoke 
Fuel savings high as 30% and 


over 
Oil rate 0.50 to 10.00 G.P.H. 


Thousands of proven installa- 
tions, since 1945 


Also Boiler & Warm Air Units 


Direct your inquiries to 


TRU-HEET COMPANY 


542 MILLER AVE. 
TRENTON 10, N. J. 


Manufacturers of Fine Oil Burners 
Since 1928. 
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a carton which includes five back plates 
and five radiant coils. Filler covers are 
packaged fifty to a carton, “inside-out- 
side” corners and end posts ten each. 


Service and Parts Kit 


For Skuttle Humidifiers 


AN ASSORTMENT of parts for servicing 
Skuttle humidifiers is contained in the 
kit recently announced by Skuttle Mfg. 
Co., Detroit 7, Mich. The kit is a com- 





pact, corrugated board box packed with 
3} copper floats, 4 each of No. 1049 and 
1120 valves, 5 No. 1075 saddles, 6 No. 
1125 shutoff valves, 4 No. 1151 tube 
connectors and a package of assorted 
gaskets, washers and lock nuts. The kit 
may be used as a counter display. 

It is designed to care for Skuttle se- 
ries 300, 500 and 600 humidifiers. The 
series 600, incidentally, now is finished 
in attractive, durable grey hammerloid 
baked enamel. The 600 will handle any 
size furnace up to 180,000 Btu by vary- 
ing the number of Vapoglas plates. 


Viking Instruments Develops 


Oilburner Spark Check Control 


DESIGNED to permit no flow of oil to an 
oilburner until an adequate spark has 
been obtained at the electrodes and also 
to lock-out if ignition does not occur 
within 10 seconds, Spark Check con- 
trol, announced by Viking Instruments, 
Inc., East Haddam, Conn., utilizes an 
electronic spark detector. 


The control consists of a 24-volt 
transformer, a bi-metal start timer which 
ionizes the spark gap for about 20 sec- 
onds before starting the burner, a stand- 
ard thyraton tube, whose grid is con- 
nected to the spark gap by means of a 
probe electrode, a motor relay with lock- 
out feature, operating by the tube, and 
a 5 second bi-metal differential stack 
switch. In operation, the spark across 
the ignition electrodes actuates the vac- 
uum tube, which starts the motor for a 
trial time of 10 seconds. At the end of 
that time, the oil flow will cease and the 


control will lock out, unless the stack 
switch, actuated by combustion heat, 
moves in and makes contact to keep the 
motor in operation. 


Hess Furnace Units Fired 

With Gun Or Pot Type Burners 
OILFIRED WARM AIR UNITS, announced 
recently by the Hess Co., Chicago 50, 
Ill., include Climate Master model 80-V 
and 80-P, 80,000 Btu bonnet delivery, 
800 cfm, suitable for basement or utility 
Model 80-V is 
equipped with a mechanical draft va- 


room installation. 


MAKE ANY TYPE OIL BURNER INSTALLATION 





IN YOUR TERRITORY WITH 


SIMPLEX 


| Why be forced to turn down an installation job because you stock 
only one type of oil burning system? 


| With the SIMPLEX line of turbine and rotary type oil burning 
| systems, you can make any industrial, commercial, domestic, or special 












Type H.E.G.H. 
Size No. 8 
SIMPLEX 
PNEUMATIC 
TURBINE TYPE 
BURNER 


For use in all types of industrial and special 
installations where equipment must really 


“stand-up.” 


Moving parts reduced to a minimum, ball 






installation in your community whether 
for manual, semi-automatic, or fully au- 
tomatic operation. 

Here are two superbly engineered 
members of the pioneer SIMPLEX line. 


SIMPLEX HORIZONTAL 
ROTARY TYPE BURNER 


Available in 4 sizes for various 
types of commercial installations. 

Features a recognized standard 
electric motor, fully automatic gas- 
electric ignition, complete electrical 
and mechanical controls, and posi- 
tive oil-air adjustment. Built for 
clean, easy maintenance. 


bearing equipped. Burns ANY grade of fuel 
oil. Synchronized control of oil and air. Fully 


automatic. 


A few choice territories now open. Write on 
business letterhead for illustrated circulars. 


SINCE 





1910 


SIMPLEX OIL HEATING CORP. 


11 PARK PLACE 


NEW YORK 7, N. Y. 


Domestic, Industrial, and Custom Designed Oil Burning Systems 
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CARLIN 


Tue generous response to our 
announcement in last month’s 
issue strengthens our conviction 
that Carlin has the right product 
teamed up with the right proposi- 
tion. This adds up to profitable 
business for manufacturer and 
dealers who are willing to turn 
their backs to tradition and face 
present-day marketing facts. 


Carlin oil burners are backed by 
long years of manufacturing 
know-how. And the U. S. Oil 
Burner line is well known to you 
for its quality. Together they 
offer dealers dependable products 

. in demand by customers... 
priced right for you and them. 


Find out about the Carlin prop- 
osition today. Write or wire for 
details of “New Opportunities 
with Carlin.” The Carlin Com- 
pany, Box 32, Wethersfield, 





Connecticut. 


OIL BURNERS 





FOR NEW 
OPPORTUNITIES 





MODEL Lt — 1-5 g.p.h. 
with shell head 
1-3 g.p.h. 


MODEL 400 
1-4 g.p.h. 


CS See SNe se em Sone oo meee 





MODEL X 
7-14 g.p.h. 


See aoe 











porizing burner; model 80-P employs a 
high pressure atomizing burner. Both 
units, except for burner and controls on 
model 80-P, are factory assembled and 
measure 2514” square, 65” overall 
height. Return air connection may be 


_ made to 20” x 25” x 2” air filter on left 


' mounted burner, 


side or bottom of the unit. 

Climate Master Series O, fired with 
atomizing, flange- 
consists of model 
1100-0 with 110,000 Btu capacity at 
1200 cfm; model 1400-0, capacity 140,- 
000 Btu at 1200-1600 cfm. The former 
is factory assembled, except for burner 


a high pressure 


_ and controls, model 1400-0 is shipped 


complete. Both units are 52” high, model 
1100-0 being 26” wide and 52” long; 
1400-0, 30” wide, 58” long. All heat 
transfer surfaces are under -positive 
blower pressure and more than two- 


| thirds of the heating surface is direct 


radiant surface. Units are furnished 
with a bottom plate, eliminating cement 
grouting at floor line. 


Circulataire Booster Fan 


Installs in Furnace Bonnet 


| BOOSTER FANS, designed for installation 





in the bonnets of gravity warm air fur- 
naces, have been developed by the Cir- 
culataire Div., Corlett-Turner Co., 
Chicago 24, Ill. Warm air rising in the 
furnace bonnet upon reaching a pre- 
determined temperature, actuates a con- 





trol which starts the fan installed inside 
the bonnet and forces warm air through 
the ducts. By adjusting dampers in the 
ducts or room registers the amount of 
heat being introduced into each room 
may be regulated. 

Installation of the unit requires no 
change in existing heating pipes or cold 
air returns, nor is new sheet metal re- 
quired. A patented suspension system, 
consisting of adjustable arms, secures the 
fan rigidly in place and permits quiet, 
vibrationless operation. Belt drive mech 
anism is employed. 


Starr Company Develops 
Safety Range Oilburner Valve 


TO REPLACE conventional shut-off valves 
for range oilburner installations, Starr 
Mfg. Co., Manchester - by - the - Sea, 
Mass., has developed a unit equipped 
with two heads. Because it is impossible 
to change the setting accidentally, even 
if the head should be turned inadvertent- 
ly in either direction, the valve is offered 
for its safety potentialities as well as its 
control features. 

At present the safety head is being de- 
signed to fit all Worcester Taper Pin Co. 
valves, but it may be adapted readily to 
other makes also. 


Marlow Tank Truck Pumps 
With Capacities Up To 20 Gpm 


A NEW SERIES of self-priming centrifu- 
gal tank truck pumps recently an- 
nounced by Marlow Pumps, Ridgewood, 
N. J., is made in 2” and 3” sizes, high 
or low head, with capacities from 20 to 
220 gpm, flanged or threaded connec: 
tions. Furnished complete with engine, 
the unit is equipped with a large spark 
arresting muffler and features push but- 
ton electric starting. 

The pump primes itself and pumps by 
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the Marlow “diffuser” method, incorpo- 
rating a patented shaft seal where the 
pump shaft enters the pump housing. 
The pump is said to be easily installed on 
any truck or trailer tank and can be 
transferred readily from one truck to 
another. In addition, it is offered as a 


reliable standby unit in the event of 
power failure at bulk plants and similar 
installations. 


Norse Announces Midget 
Boiler, Redesigns Others 


A MIDGET BOILER, announced by Norse 


former, Marathon motor and Wayne 
controls. Housing, tube and pedestal all 
are cast construction, with the gun as- 
sembly accessible from the rear of the 
burner. 

Other improved Wayne burners are 
series B, flange or pedestal-mounted, 
with 14 to 214 gph capacities; series 
KE, 2 to 5 gph and series K6, 5 to 12 
gph capacities. 

Effective with the introduction of the 
new series, B. G. Duer, vice president 
in charge of sales, announced price re- 
ductions of approximately 15% on 


Boiler Co., Inc., New York 7, N. Y., [ 


has a capacity of - 
320 sq. ft. of steam 
and 510 sq. ft. hot 
water radiation. 
Constructed of 4” 
boiler plate, with 
5/16” top and bot- 
tom crown sheets, 
the boiler has 2” 
10-gauge tubes, 
with each tube 
baffled. It is sup- 
plied in flush jacket 





only and measures : 


42” high, 22” diameter, including the | 


jacket, which snaps on without the use 
of screws or bolts. The lower half of the 
boiler is split to enable removal of the 
front plate and secure access to the com- 
bustion chamber. All connections are in 
front of the boiler. 

Norse 400 and 500 boilers now are 
being furnished with an extended jacket, 
which has been made 8” longer than 
former jackets to accommodate gun 
burners with longer blast tubes. Design 
of the boilers has been changed to sup- 
ply a large peep hole to permit the use 
of a mirror when adjusting the flame. Of 
similar construction to the Midget, the 
400 and 500 boilers employ 3” 10-gauge 
tubes. 


Wayne Announces 


Fireball Series A Burner 


SERIES A gun type oilburner has been | 


introduced by Wayne Home Equip- 


ment Co., Fort Wayne 4, Ind., after | 


eighteen months of field testing. Capac- 
ity range for the burner is from 34 to 
iY gph. Available in flange and pedes- 
tal mountings, the burner is equipped 
with Sundstrand fuel pump, Sola trans- 


SPARKLER 


surface type Model OB 


DISTINCTIVE FEATURES 


a) A quality filter that will continue to 
operate under adverse conditions. No 
‘sudden stoppage of burner that neces- 


sitates night service calls. 


Wayne winter conditioners, boilers, 
water heaters, gas burner and several 
models of oilburners. 


Add “Twin” Floor Furnace 
To Superflame Oil Line 


ADDITION of a “twin” floor furnace to 
the Superflame line of oilburning heat- 
ers has been announced by Queen Stove 
Works, Inc., Albert Lea, Minn. It has 
a rated heat output of 59,000 Btu/hr, 
represented as being capable of heating 
up to eight rooms. The furnace is ther- 
mostatically controlled and protected by 


=| A sensation in the oil burner field 









@ 
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Lint free filtering element is rayon 
filter paper that positively eliminates 
the possibility of lint clogging nozzle 
screens. 


Large filtering area in a minimum 


space. More filtering surface is pro- 


vided in a smaller space than possible 
with deep type filter. One set of filter 
elements will last an entire season in 
the average home installation. 


Surface type filtration as used in the Sparkler 
Model OB fuel oil filter has been used for many 
years in industrial filters for the removal of fine 
microscopic particles of residue. Sparkler surface 
type filters are used in processing petroleum prod- 
ucts such as lubricating oils, heavy diesel oil and 
other oil stocks. 


Now for the first time a fine grained surface 
type filter is available to the fuel oil trade. A 
filter that will remove all dirt and deposits found 
in storage tanks and at the same time eliminate 
the danger of sluffed off fibre particles clogging 
screens and causing sudden stoppage of burner. 


Write today for special information about service dealer franchise 
SPARKLER MANUFACTURING CO. 200 Lake Street, Mundelein, ill. 
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two Thermo-Safety bulbs, which auto- 
matically stop the fuel supply to the 
two three-stage burners if the furnace 
becomes overheated. Each burner has 
its own combustion chamber so that one 
burner may be used in mild weather and 
two burners during cold periods. 
Available with either dual wall regis- 
ters or a floor register, the burners of 
the unit are said to operate cleanly on 
high, medium or low fire and require 
only .04 in. of draft. Another feature 
is the “Fuel-Saver,” which extracts 
maximum heat from flue gases and pro- 











vides a total heating surface area of 
2,834 square inches. 


Universal Convectors Offered 


In Eight Cabinet Heights 


COPPER CONVECTORS for steam and hot 
water systems have been introduced by 
Universal Convector Corp., New York 
59, N. Y. Eight cabinet heights, from 
18” to 36” are furnished as standard in 
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[| widths of 4”, 6”, 8” and 10”, in eleven Q 
lengths ranging from 16” to 64”. a 
(oy m:ttlail-te The one pipe steam element is de- E 
signed particularly for quiet service, J 
neon men: with 114” pipe tap furnished as stand- 3 
ard connection. Connections furnished d 
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ANCO Ignition Transformer (io) Vonage EXPANSION of its line of self-priming A 
bushings for ease of assembly; best available insula- centrifugal pumps has been announced be 
tion guards against breakdowns due to voltage surges, 2 yen on | 
cutting troublesome servicing to bare minimum; housed in by Marlow Pumps, Ridgewood, N. J. th 
drawn steel, streamlined cases; high grade baked enamel The amplified line contains twenty-six 
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3500 gpm and 15 to 170 ft., respective- 
ly. Type EC, close-coupled models de- 


liver from 50 to 250 gpm and three. 


vertical models make up Tpye EV. Elec- 
trically driven, with motor close-couple- 
mounted over the pump, capacities of 
the units range from 5 to 70 gpm, 15 
to 47 ft. heads. Type EB includes self- 
priming centrifugals in pump end only 
or fitted for V-belt drive. In high and 
low pressure models, sizes range from 
1Y, to 10 ins., capacities from 15 to 
3500 gpm, heads from 15 to 250 ft. 

All pumps feature Marlow’s free- 


flow design and diffuser method which 


enables the pump to prime automatically. 
The pumps contain no by-pass valves 
or other mechanical devices. 


Delta Boiler-Burner Unit 
With Built-In Tankless Coil 


MODEL LA-200 boiler-burner unit, avail- 
able from Delta Htg. Corp., Jackson 
Heights, N. Y., is 
fired with a flange- 
mounted, 3% gph 
gun type burner 
and has a 66,000 
Btu/hr out put. 
Jacketed the unit is 
38” high, 18” in 
diameter, is of AS- 
ME steel construc- 
tion. with a 14” 
shell. 10 gauge 
boiler tubes and 16 
sq.. ft. of heating 
surtace. 

It is designed for hot water heating 
systems and is equipped with a built-in 
tankless coil, supplying 180 gph of do- 
mestic hot water. The tankless coil, boil- 
er and burner can be attached and piped 
and the sectional jacket assembled later. 





All connections are to the front of the 
boiler, permitting installations close to 


the wall. 


Walton Adds Model 30 
To Its Humidifier Line 


MODEL 30, an addition to its line of in- 
dustrial humidifiers by Walton Labora- 
torics, Inc., Irvington, N. J., evaporates 
Water at the rate of 3 gph. Electrical 
consumption is approximately 230 watts 
and. in common with other Walton 
models, installation requires only con- 
nection to a water supply and electric 
current. 









RETR OCR 


The units require no compressors, air 
or drain piping and may be used in mul- 
tiple, are suitable for spot humidification 
or for boosting the humidity obtainable 
from existing systems. 


Gilbarco’s GWA-100 Furnace 
Rated at 100,000 Btu Capacity 


MODEL GWA-100 furnace-burner unit, 
has been added to its Gilbarco line by 
Gilbert & Barker Mfg. Co., West 
Springfield, Mass. It is fired with a burn- 
er, including all the service features of 
Gilbarco’s new GCN, and incorporates 





Let “A Quarter of a Million 
Families” Be Your Guide 








Send Today 
for the 
B&W FIREBOX 
HANDBOOK 
@ sure guide to customer 
satisfaction and more sales. 


Ems fits of B&W Fireboxes. 





B&W REFRACTORIES PRODUCTS 


BAW 80 FIREGRICK < S&W JUNIOR FIREBRICK ae 
BRW 80 GLASS TANK BLOCKS * B&W INSULATING FIREBRICK / © BABCOcK é 
B&W REFRACTORY CASTABLES, PLASTICS AND MORTARS 

* 


OTHER BAW PRODUCTS 

ae Stotionary & Morine Boilers and Component Equipment 
Chemical Recovery Unils ... Seamless & Welded Tubes... Pulverizers 
Fuel furning Equipment... Pressure Vessels... Alloy Castings 


Yes, more than a quarter million families are 
getting oil heating comfort at a much lower 
cost because wide-awake and alert dealers have 
provided them with B&W Fireboxes. 

This figure carries a vital sales message for 
you. It shows that dealers and customers all 
over the country recognize the advantages of 
B&W Insulating Firebrick. It proves that they 
are “sold” on the Fireboxes that — 


1. Save fuel, due to more efficient insulation. 
2. Minimize odor, soot and smoke. 
3. Assure smoother, quieter burning. 
4, Respond quickly to thermostat by reaching 
temperature quickly from a cold start. 
Follow this lead to increased sales and 
profits—by showing your customers the bene- 
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a heat exchanger of the counter-flow 
type used in the company’s suspended 
and vertical warm air units. Developing 
a capacity of 100,000 Btu/hr, the unit 
is not packaged, but it is shipped with 
its stainless steel combustion chamber in 
place, ready for firing. 

A channel iron foundation facilitates 
positive positioning of components and 
interlocking housing panels. The burner 
is enclosed in a vestibule, which lifts off 
to allow accessibility for servicing and 
adjustment. The unit, now in volume 
production, is finished in green Ham- 
mer-tone enamel and measures 25” 
wide, 55” high, 59” long. 





Redmond New Small Motor 
Is Two-Pole Offset A.C. Type 


A SMALL SKELETON two-pole A.C. 
motor, type AG, has been added to the 
line of Micromotors and blowers made 
by Redmond Co., Inc., Owosso, Mich. 
Built in sizes ranging from 1/100 to 
1/500 hp, the motor weighs 21 0z., 
measures 24” wide x 24%” deep, ap- 
proximately 2” overall length including 
shaft. Features include air gap concen- 
tricity, sturdy bearing brackets, oil reser- 
voirs, high quality enameled windings. 


Add Two Flame Failure 
Safeguards to Fireye Line 


TWO ADDITIONS to the Fireye line of flame 
failure safeguards have been announced 
by Combustion Control Corp., Cam- 
bridge 42, Mass. The first, an oilburner 
combustion safeguard, designated FF-1, 
consists of a photoelectric scanner and 
programming control. The photoelectric 
system continuously monitors the flame 
and if it fails signals the programming 
control. The programming control auto- 
matically starts the burner and programs 
a sequence of valve openings, post igni- 


tion time, priming and scavenging. 
The second system, type 18T-2, con- 
sists of a phototube and amplifying sys- 
tem, housed in a dust-tight aluminum 
case. It provides operating flame failure 


for manually ignited oilburners and is 
used with programming controls to pro- 
tect automatic systems. Heat-resisting 
filters and heat insulating fins protect 
the housing so that the entire control 
may be mounted directly on the boiler 
or furnace wall. 


Supreme Oil Burner Readies 


Two Horizontal Vaporizers 


TWO MODELS, one manually operated, 
the other automatic, have been devel- 
oped by Supreme Oil Burner Mfg. Co., 
Stillwater, Minn. The burners feature 
a horizontal flame, operating on the hy- 
droxylating principle, and are rated at 
VY, and 2/3 gph capacities. Btu/hr rat- 
ings for the manual model are 61,000 
and 92,000, with the automatic model 
offered in the larger size only. 

All are of the forced draft type and 
are delivered equipped with metering 
valve and oil level control to introduce 





NEW OILHEATING BOOKS e 








INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner installation. 
It contains the most significant articles from FUELOIL 
& OIL HEAT that cover all phases of installation step by 
step. It is 8% by 11 inches and contains 64 pages. IIlus- 
trated with numerous diagrams, charts and photos. 


$1. 


LOW PRESSURE BURNERS 


Only book other than manufacturers’ manuals that gives 
a full picture of low pressure burner principles of opera- 
tion and construction—Winkler, Oil-O-Matic, G. E., Hart, 
Hev-E-Oil. Skeletonized diagram of each make of burner 
makes them more understandable. The new booklet is 8% 
by 11 inches, contains 20 pages. 


$1. 


OILHEATING SNAGS 


This book gives the solutions to many of the Everyday 
Snags that annoy you in installation and service. We’ve 
been working on them for years. They are all simple and 
practical answers to the most common goat-getters on jobs 
It’s an 8% by 11 inch book of 64 pages. 


$1. 


HEADING OFF TROUBLE IN DOMESTIC 
OILHEATING 


This book contains articles about the most important pre- 
cautions to take in installations and service and thereby cut 
down the number of service calls. The selection is about 
those things which give the greatest amount of future trouble 
for service men. A highly practical compilation of pieces 
from FUELOIL & OIL HEAT. It’s a 64-page book 8% 
by 11 inches. 

$1. 


Please send check, money order or cash 
to avoid bookkeeping on the hundreds of 
small orders we must handle in book sales. 


HEATING PUBLISHERS, INC. 
232 Madison Ave., New York, 16 
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a constant supply of fueloil into the 
burner’s cast-iron combustion chamber 





burner and an input of rating of 100,- 
000 Btu’s. The convertible Hiboy for 





sie where it is mixed with combustion air utility room or kitchen installation is 2’ 
ee and vaporized. For range installation, square, with an input rating of 60,000 
~ where the manual model is recom- Btu’s. When equipped with a vaporiz- 
is mended, the burner can be installed ing burner the Hiboy has a bonnet rat- 
se without removing grates or water coils. ing of 60,000 Btu, and the Loboy, 80,000 
ng Btu’s. The Loboy with Century’s gun 
ies: Develops High Speed Process type burner rates 80,000 Btu at the bon- 
Ae For Making Motor Bearings net. 
A PROCESS for high speed manufacture 

of powdered metal self-aligning bearings Sensitive Pressure Controls 

for fractional horsepower electric motors Offered By Coral Designs 

has been developed by International CAT. 101 sensitive static pressure con- 
ers Powder Metallurgy, Inc., Ridgway, Pa. trols, clfened: by Coead Destine, Baie 
- ime 4 — ocho anc ing Corp., Cedar Rapids, la. The units Hills, N. Y., are recommended for use 
oa i - shine Saltire easel may be gas fired, used with a high pres- in air conditioning and heating where 

a ee QURHSES WH COE” ee con type oilburner or equipped it is desired to control a circuit from 

a ances Of 0003 "on the inside diameter with a power-vaporizing oilburner, the suction or exhaust side of a fan, in 
™ a Bearings are made which Century is offering for the first connection with reversing type damper 
a sad time. Featured area newly-designed heat control motors, to control overfire draft, 
a Ccnvny: Watton Cex distributor, a primary all-welded steel signal or safety devices to indicate high 
ia eM i dette —_ heating chamber, a safety device to pre or low pressures and similar applica- 
ee . vent down draft from extinguishing _ tions. 

SPECIFICALLY designed to permit dealers burner or pilot flame and stack connec- Units are small in size, obtainable in 

to compete for low-cost home heating tion at the rear of the furnace. ratings ranging from 0” to 20” water 
and business are the Convertible furnace A Loboy basement model furnace is pressure or vacuum with range adjust- 
i. units developed by Century Engineer- 53” high, fired with the Century gas ment and fixed differentials from .2” to 
uce 
— 

"TIME-TESTED and APPROVED” cx &9 heating jobs all over the world / 





THE FAMOUS FOMINICGON 30-AVH 


Sutlt to deliver dependable, low-cost” 
heat (# HOTELS, HOSPITALS 
SCHOOLS or SKYSCRAPERS! | 


Probably more big buildings have been heated for more years by Johnson’s 
30-AVH than any other single oil burner model ever built. 


For all around efficiency and fuel economy the 30-AVH is unsurpassed. 
Heating Engineers, the world over, have learned from actual experience that 
they can depend on 30-AVH performance. We believe it deserves your 
careful consideration for any heavy-duty heating job. 


3 oi | ; /, | 
, | | = 
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If the 30-AVH doesn’t fit your specifications, there are other fine Johnson 
Oil Burners that will. For the Johnson line-up is a complete line-up; small 
“packaged” domestic burners . . . water heaters of every size . . . air, steam 
and hot-water units . .. and a wide assortment of heavy-duty burners. Tell us 
what you need. We'll be glad to help you. 


S. T. JOHNSON CO. 
6 940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 





Johnson’s world famous 30-AVH Burner uses pre-heated heavy 
oils that keep fuel bills low. It is built in six sizes and capacities 
that meet virtually any heavy-duty heating need. 





There’s a Johnson Oil Burner for every heating need 
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2” of water. Controls are constructed 
of cast aluminum, featuring a Neoprene 
rubber diaphragm which directly ac- 
tuates the switch through a disc. Avail- 
able with double throw circuit or float- 
ing contacts, electrical ratings are 10 
amp., 125 v. or 5 amp., 250 v., A.C. 


Smith-Mills “100” Boiler 
For Residential Heating 


FOUR SIZES of Smith-Mills “100” boil- 
ers are available from H. B. Smith Co., 
Inc., Westfield, Mass., designed for resi- 





dential steam or hot water heating sys- 
tems. I-B-R net ratings for steam models 
range from 350 to 575 sq. ft., 350 to 920 
for hot water heating applications. 
Models can be furnished with flush or 
extended jacket and built-in tank or 
tankless heater. All are ASME hydro- 
statically tested. Fired with gun type oil- 
burners, firing rates range from 1.3 to 
2.05 gph. 

A particular feature of the units is 
an improved brick combustion chamber, 
backed with insulating material fur- 
nished with the unit. It is claimed that 








only a few extra cents a month. 


market. 


THE THERMO-LOOP 


THE SPARK ELECTRODES 


THE NQZZLE 


THE DRIP-ELIMINATOR 


THE STRAINER 


THE MASTER CONTROL 





BARGAIN BASEMENT 
or MAIN FLOOR? 


Don’t lose your profit in bargain basement sales. An out- 
standing burner is easier to sell than an ordinary burner. It 
is not necessary to cut price with ELECTROL. 


Tell your prospect of ELECTROL’S exclusive features—the Ball 
Flame, the Drip Eliminator, the Master Control. Point out 30 
years of outstanding performance. Offer a lifetime burner for 


Let us tell you how to sell a high class burner in a low price 


THE PUMP 





THE SPIRALON 


‘““BETTER OIL BURNERS FOR 30 YEARS”? 


ELECTROL BURNER MANUFACTURING CO., 
22 Union Ave., Rutherford, N. J., Phone RU 2-8300 


THE FAN 


THE TRANSFORMER 


INC. 
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while temperatures in the heart of the 
unit may reach 2000° F., the outside 
foundation walls remain cool to the 
touch. The bottom fire brick plate acts 
ata template to assure accurate assem: 


bly of the chamber. 


Weston Ammeter- Voltmeter 
Has Five Current Ranges 


AN A-C CLAMP AMMETER and voltmeter, 
with five current ranges up to 1000 
amperes, three voltage ranges up to 700 
volts, has been announced by Weston 
Electrical Instrument Corp., Newark 5, 
N. J. 

Model 633 Type VA-1 is designed 
to measure alternating currents and volt- 
ages without interrupting service by 
placing heavily insulated, trigger-op- 
erated clamping jaws around the con- 
ductor and connecting a set of clip-on 
voltage leads to the line and screw-type 
terminals in the side of the meter. Cur 
rent or voltage measures are made by 
rotating a thumb:selector switch to 
either the ampere or volt position. A 
pointer stop shows motor-starting cur’ 
rents. 


Taco Offers Three Sizes 


Of Horizontal Circulators 


THE “HC” horizontal circulator, devel’ 
oped by Taco Heaters, Inc., Providence 
3, R.L., isa low cost unit, featuring high 
quality and extra capacity. It 1s con’ 
structed to incorporate such features as 
porous bronze oilite bearing, spring 
drive coupling, stainless steel shaft. cast 
bronze impeller, 2 bolt flanges. Body of 


September 


1949 











M 
br 


V1 


C 


In: 


ges 


eter, 
1000 
700 
ston 
rk 5, 


gned 
volt- 
> by 
r-op 
con 
1p-on 
‘type 
Cur’ 
le by 
h to 
n, A 


cur’ 


ators 


jevel: 
dence 
s high 
- con 
res aS 
spring 
t, cast 











the unit is rotatable for different pump- 
ing positions, with all components ac- 
cessible for servicing. 

Sizes available are 1”, 14%” and 1)”, 
with the smallest size available with 34” 
flanges. Capacities range from 7.5 foot 
head for all sizes at zero gpm to 42 gpm 
at zero head for the 1” size, 43 gpm at | 
zero head for the 14%” and 44 gpm at | 
zero head for the 142” model. | 


Moncrief’s Counterflow 

Unit for Gas or Oilfiring | 
COUNTERFLOW Utility air conditioning | 
units added to the Moncrief line, made 
by Henry Furnace | 
& Foundry Co., | 
Elyria, Ohio, are | 
for  basementless | 
and ranch type | 
homes where the | 


structure is built on | 
concrete floor slabs. | 
Designed for gas or 
oilfiring with a va- | 
porizing _ burner, 
gas units are rated | 
at 75,100 Btu, oil | 
units at 76,000 Btu | 
at the discharge | 
outlet. | 
The _ complete 
unit is placed over 
a pit in the concrete floor and the heated | 
air forced down through the open floor | 
of the unit into the pit which feeds ducts | 
or heat pipes imbedded in the concrete | 
slab. Another application permits place- 





ment of the unit over a plenum cham- | 
ber, with ducts run in the crawl space | 
under the slab. Units are factory assem- | 
bled and require only a small installa- | 
tion space. 


Milos Model WK Oilburner 
Employs “No Hum” Mounting 
MODEL WK, conversion gun type oil- 
burner, developed by Milos System De- | 
vices, Clifton, N. J., has been approved | 
by Underwriters’ Laboratories under | 
Commercial Standards CS-75, for fir- | 


Ing rates up to 2.85 gph. Construction | 


features heavy-duty casting, long hour 
motor, careful, individual assembling. 
Each burner is tested before shipping. 

The burner housing is mounted on 
the base by a patented process, designed 
to eliminate hum and noise. The hous- 
ing is connected to the base at the front 
by an adjustable suspension arrange- 
ment, with neither the sides nor back of 
the housing touching the base. Two 
parallel bars across the base, but inde- 
pendent of the housing, are situated to 
curb vibration and eliminate hum. 











Because of new, stream- 
lined packages you can 
now buy R & I Combus- 


tion Chambers at much © 


lower prices. 


Chambers are precast 
of medium-weight, high 
temperature refractories 
which have service limits 
far beyond temperatures 
encountered in modern 
oil burners. 


Called the “2 in 1” 
Chamber because: 


1. Quick Heating is 
produced by thou- 
sands of tiny projec- 
tions inside Cham- 





ber which attains glowing radiance the moment 


the burner switches 


2. Medium Heat Storage—R & I Combustion Cham- 
ber gradually gives up stored heat after the flame 
shuts “off,” providing efficient, smoke-free fire 


box. 


Your supply house has R & I Combustion Chambers. 
Write us for new informative booklet OB-100 which 
gives valuable information for dealers and installers. 


REFRACTORY & INSULATION CORP. 


116 WALL ST., NEW YORK 5, N. Y. 
Chicago 4, Ill., Newark 2, N. J., Philadelphia 2, Pa. 
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Dart Pipe Unions Have Ends 
Of Steel Pipe Coupling Stock 


A PATENTED steel union for low pressure, 
150 lb., service has been developed by 
E. M. Dart Mfg. Co., Providence, R. I. 
Sturdiness, high corrosion resistance and 
ease of installation are claimed for the 
unions which have ends made from steel 
pipe coupling stock, polygonal shaped 
to permit use of open-end wrenches in 
close-quarter installations. 


Hart & Cooley Ceiling 

Outlets in Five Sizes 
FIVE SIZES of a new ceiling outlet have 
been introduced recently by Hart & 
Cooley Mfg. Co., Holland, Mich. De- 
signed for use with standard package, 





residential heating units the outlets are 
furnished complete with removable in- 
stallation flange, sponge rubber gasket 





seal and baked on prime coat finish. All 
sizes have resistance ratings equal to or 
less than the resistance of comparable 
standard size registers recommended by 


the National Warm Air Heating and - 


Air Conditioning Association. 

Outlets are available in 6”, 8”, 10”, 
12” and 14” diameters. General data on 
the outlets indicates they can be used 
with round duct from 6” to 9” in 
diameter; rectangular ducts from 4” x 8” 
wok” = 8". 


Olson Direct Fired Heaters 


For All Types Of Firing 


A LINE of direct fired warm air heaters, 
offered by Arthur A. Olson & Co., Can- 
field, Ohio, is available in a complete 
range of sizes for all types of firing 
equipment. Designed primarily for heat- 
ing and ventilating work, capacities 
range from 500,000 to 2,000,000 Btu/hr 
for stokerfired units, 300,000 to 2,000,- 
000 Btu/hr for gas and oilfired models. 
A series of central type units have 
capacities up to 6,000,000 Btu/hr. 
Special features of the direct fired 
models are 4-pass gas travel, separate in- 





cial and industrial burners! 


gallonage! 


6600 South Austin Avenue 


STAFFCO 


INDUSTRIAL BURNERS 
Are Easy le Justall! 


Increase your profits by selling heavy oil commer- 
Fuel Oil Dealers! 
Heavy oil is the quickest way to build up your 
Practical, factory engineering assures 
profitable installations and satisfied customers! 


STAFFCO ENGINEERING COMPANY 
Chicago 38, Illinois 


Fred Ravnsbeck, Chief Engineer 
WRITE FOR COMPLETE INFORMATION. 


VIKING 
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duced draft fan allowing the burner to 
start before the blowing fans start cir- 
culating warmed air. Directional air 
outlet nozzles are adjustable. All bear- 
ings are located on the outside of the 
heater facilitating maintenance. 


Bryan Boiler Unit With 
Burner, Water Circulator 


A SMALL HOME, boiler-burner unit, an- 
nounced by Bryan Steam Corp., Peru, 
Ind., can be fired with gas or oil and is 





ROTARY PUMPS 


The pump that moves any clean liquid regardless of 
.. that is the Viking Rotary Pump. 


Its “Gear within a Gear—2 moving parts” principle 


4 gives you this service. Its rugged construction, with- 
to out small intricate parts, springs, gadgets, ete. as- 
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sure long, dependable life. 


Viking rotary pumps are engineered for the job... 


to do the work assigned them. 
Ask for free folder 1500EE to- 





day. Recommendations gladly) 


given without obligation. 


Pump Company 


Cedar Falls, lowa 
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designed for radiant heating applica- 
tions. The boiler is completely self-con- 
tained with burner, water-circulating 
pump and insulated fire box, and is 
equipped with Bryan replaceable copper 
tubes. 

Side panels of the unit may be re- 
moved for inspection or adjustment. One 
model measures 31” wide, 18” deep, 41” 
high and delivers 70,000 Btu/hr; a 
larger model is rated at 100,000 Btu/hr, 
both constructed according to ASME 










PROFIT 
NOW! 


WITH 


GRAND 
RAPIDS 
FURNACE 
CLEANERS 


233 Stevens St., S.W. 


specifications. The unit when delivered 


It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 


day at a higher profit. 


Act now! Write today for 
complete information and prices. 


need only be connected to water and 


electrical outlets, with no special con- 


structions or settings needed. 


Baseboard Radiation Unit 
Announced by Huron Boiler 


BASEBOARD radiation units, announced 
by Huron Boiler Co., Detroit 34, Mich., 


are installed along outside walls at flcor 





level, designed to radiate heat laterally 
and circulate it vertically. Room systems 
are made up of individual units con- 
structed of a series of aluminum fins. 
Copper tubing, which runs through the 
fins, carries water at 180° F. 


Gillen Adds Series of 
Furnace Units to Line 


ADDITION to its line of a new series of 
warm air winter air conditioners has 
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REQUEST NEW CATALOG 


Grand Rapids 7, Michigan 
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been made by J. L. Gillen Co., Dowagi- 
ac, Mich. Designed for gas or oilfiring, 
the models have bonnet output ratings 
ranging from 60,000 to 100,000 and fea- 
ture a furnace body and heat exchanger 
assembly located on the discharge side. 

Cabinets have a separate base and top 
assembly, finished in bronze, with body 
panels finished in gold hammertone with 
rounded corners. Units measure 26” 
wide by 54” long by 52” high, equipped 
with centrifugal type blowers with ad- 
justable motor pulleys to permit con- 
tinuous air A  flange- 
mounted pressure atomizing burner fires 


circulation. 
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the oil model, enclosed within a vestibule 
large enough to permit accessibility and 
servicing. 


United Air Heaters Units Fired 
With Down-Flame Oilburner 


A LINE of floor and dual wall furnaces 
and hiboy domestic furnaces, announced 
by United Air 
Heaters, Inc., Seat- 
tle, Wash., is fired 
with a forced draft 
‘“Down-Flame” oil- 
burner, covered by 
Breese patents. In 
the floor furnace 
the design of the 
burner permits it 
to be located at the 
top of the unit, im- 
mediately below the 
grille. The overall 
depth of the unit 
and required exca- 





vation is thereby 


reduced and the 


hazard of heat failure from water seep- 









"Instrument check- 
ups open the doors 
to profitable equip- 
ment sales.’ 


FYRITE 


SERVICE | 
aly 





/..BASIC TEST 
for Sales and Service 


grille affords accessibility to the burner 
and controls. The heat exchanger is of 
12 gauge welded steel and dimensions 
of the required floor opening measure 
26” x 30”. Overall depth from floor level 
to the bottom of the unit is 36”. Unit 
is shipped completely assembled and 
wired. An optional feature provides an 
added cold air duct connecting with a 
distant room. The heater is available in 
the Twinair-Wall model, designed for 
installation below a partition. 

A hiboy Down-Flo unit also is fired 
with the Down-Flame burner, and occu- 
pies an overall floor area of 22/2” x 
234”. Controls are out of sight and 
shielded the heat, 
through the unit’s front panel. Warm 
air is delivered at the bottom of the unit 
and for a combination of radiant and 


from accessible 


convected heat, the warm air can be 
piped through hollow tile below or im- 
bedded in the floor to a number of dis- 


tribution grilles. 


Spiral Masonry Drill 

For Deep Hole Drilling 
A CARBIDE TIPPED masonry drill with 
spiral flutes is being produced by Super 





Boston Chrome Steel 
“HANG-DOWN” 
BAFFLE 


CO>2 Indicator 


TOOLS 





Instant-Glo 





COMBUSTION CHAMBER 


The FYRITE Service Kit provides a complete 
set of accurate, quality-built combustion-test- 
ing instruments at the lowest cost. It contains 
the FYRITE, the heating trade's favorite CO, 
Indicator; the popular DRAFTRITE Draft 
Gauge; and a 950° F. Stack Thermometer—all 
packed in a sturdy metal carrying case, with 
instructions and the Fire Efficiency Finder. 
This unique slide rule gives heating efficiency 
and dollars of fuel saved without calculations 
or reference to charts. 


Instrument-testing will convince the most | 
skeptical prospect that it will pay to follow | 


your recommendations to replace or modern- 


ize his heating plant. For example, a Chicago | 
dealer sold 68 burners and $50,000.00 worth | 
of equipment and repairs by making heating | 


efficiency tests. Another dealer, in a small 
Pennsylvania town, checked 43 heating instal- 


lations and sold 10 complete replacements by | 


using instruments to demonstrate the heating 
inefficiencies of existing equipment. 


FYRITE Service Kit—$50.00 List F.0.B., Pgh. complete with the TEMPOINT All-Metal 
Thermometer illustrated; or $48.00 List F.0.B., Pgh. complete with mercury-in-glass 


thermometer. 


Ask your Jobber or Write for Bulletin 730. 


BACHARACH Industrial Instrument Co. 


7000 BENNETT STREET 
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NOZZLE EXTRACTOR 





Tool Co., Detroit 13, Mich., for drilling 
in brick, concrete and stone, but spe- 
cifically for deep hole work. 

The spiral flutes carry chips or pow- 
dered material up out of the hole, mak- 
ing continuous drilling possible and re- 
ducing shank bending and drill break- 
age. The drill is an addition to Super's 
present line of Hex body drills, straight 
flute and extra length fluted types. 


Cyclotherm Steam Generators 
Feature Unique Nozzle Design 


AVAILABLE in sizes ranging from 10 to 
300 hp, pressures from 15 to 200 Ibs., 
steam generators announced by Cyclo- 
therm Corp., New York 4, N. Y., em- 
phasize improvements in operating fea- 
tures. They incorporate a new type of 
high atomizing burner nozzle, employ- 
ing a primary air supply to assure pre- 
cise fuel injection and air for combustion 
at all firing rates. In addition, the new 
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NOZZLE 
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DRAFT CONTROL 
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Oil TANK GAUGE 
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the “BIG” months in oil heating. All 
issues of FUELOIL & OIL HEAT 


are good ones for advertisers, and 


OCTOBER is GOOD PLUS.... 




















Now in our 32nd year of Service Sueloil G 
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Advertising Forms for The October 
Issue Close SEPTEMBER 24 


Better Send YOUR ad early !! 


FUELOIL & OIL HEAT 


Main Office: 232 Madison Ave., New York 16 (LExington 2-4566) 
Chicago: 549 W. Washington Blvd., (Central 6-0545) 
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nozzle permits interchangeable gas or oil- 
firing without changing the nozzle. 

The new models include also a simpli- 
fied air supply system, improved com- 
bustion and ignition programming con- 
trols and a blower-air channel design for 
quiet operation. 


Wagner Load Testing 
Hydraulic Dynamometers 


DYNAMOMETERS, designed and used by 
Wagner Electric Corp., St. Louis 14, 
Mo.. now can be built to order for use 
by electric motor repair shops for accu- 
rate load-testing of motors. Assembly 
No. SA-483 is of 30 ft. pounds capac- 


rated from 30 to 300 ft. pounds capac- 
ity, with larger shaft adapters and 
Model SA-485 is a combination of the 
other two. 

Sixty days is required for delivery of 
the dynamometers which are furnished 
fully assembled on a steel bench top 
which may be mounted on standard 
steel bench legs or on existing benches. 


Bryant Oil Heater 
For Trailer Installation 


MODEL 33 oil heater, announced by C. 
L. Bryant Corp., Cleveland 3, Ohio, is 
built to deliver heat at the floor level, 
designed particularly for heating large 
house rubber-mounted 
built-in blowers for heat distribution are 


trailers. Two 
controlled by separate switches and the 
heater returns cold air from the extreme 
ends of the trailer. A thermostat for 
automatic operation can be furnished. 
Model 33 is a completely new heating 
plant, a compact, package unit for quick 
installation in place of present heaters. 


Finished in coppertone hammerloid 


inch motor shafts. Model SA-484 is 





All metal baffles, easy lighting device, 
shut-off valve and safety features recom- 
mend the heater. 


© 


SURFACE COMBUSTION CORP., Toledo 1, 
Ohio, has issued a 12-page booklet, 
aimed at those planning or building 
homes, discussing “Janitrol” Triple 
Service hot water heating installations. 
It shows pictorially how the units may 
be used for convector or radiant panel 
hot water heat and supplying domestic 
hot water. Included are several oilfired 





ity, with adapters for Yn, 4%, 34 and 1 enamel it blends with modern interiors. models. 
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secretary of the Oil Heat Institute of America, and is 
intended for basic training of installers and service men 
in residential oil-heating. 216 pages. Paper covers. 
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IT'LL BE GOOD FOR YOU! 


General Automatic’s profitable Baltimore Plan can 
build sales for your market too... Now is the time 
to get in line... the line that'll go wp on your 
sales chart ... General Automatic has the facts 
and the know-how. Write today for the Baltimore 
Plan and facts about the complete G.A. line, in- 
cluding Conversion Burners, Boiler-Burner Units, 
Warm Air Conditioners and the much talked about 
FLOORLEVEL BASEBOARD HEATING. 


REDUCING FUEL OIL BILLS 


This booklet will help you show home-owners, in a language 
they can understand, how you can save them money. Mini- 
mize your customers’ oil bills and make a real profit. 

50c 


OIL HEATING HANDBOOK 


Revision of famous text by Han A. Kunitz giving com- 
plete data on all phases of oilheating. An indispensable 


ENER —— L, guide to sellers and installers of equipment. 456 pages. 
A | $5. 


Because of the thousands of small orders we receive we 
ask that cash, stamps, money orders or checks be sent 
with all orders. 


HEATING PUBLISHERS, Inc. 
232 Madison Ave. New York 16, N. Y. 
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Reader's Pnrollems 


Q. New in the last heating season at 
combustion testing, may we have an ex- 
planation of the accompanying test 
readings (see diagram ). First started, the 
furnace worked well at 5¥2% CO and 
1.00 gph. Now it causes soot and odor 
complaints, since lately because of other 
trouble we fire it 1.25 gph and get 8% 
CO,. Draft “A” readings are in the 
flame door, ““B” readings are in the 
smokepipe where we take CO2 and stack 
thermometer tests. 


E. S., Brooklyn, N. Y. 
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BETTER 
OILHEATING 


A Service Guide 


Operation and Maintenance of 





Dilheating Systems. 


(SECOND EDITION - ENLARGED) 
PRICE...$2.00 


FUELOIL & OIL HEAT 


A. First, you made an error in not 
trying to adjust for greater draft when 
you increased the firing rate. Try to get 
.03” over-fire draft again by setting the 
smokepipe draft regulator higher, if nec- 
essary keeping it closed. 

B. The great increase in the draft-drop 
of the furnace (difference between your 
“A” and “B” readings), which occurred 
since you shifted from 1.0 to 1.25 gph, 
makes it seem as though the furnace flues 
have plugged with soot. The considera- 
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ble increase in stack temperature gives 
the same impression. 

C. If the furnace is not plugged with 
soot, either the 1.0 gph nozzle gave a fire 
size much smaller than 1.0 gph, or the 
1.25 gph nozzle now used gives a fire 
much larger than it should. Try the best 
1.25 nozzle you can get. 

* * * 

Q. Is it better to install a highly effec- 
tive fueloil filter, being added to a trou- 
ble job, at the 275-gallon oil tank or at 
the burner? 


J.R.T., Peoria, Ill. 


A. Where the burner is giving trou- 
ble because of dirty oil, you'd better lo- 
cate the filter at the burner so that it will 
pick up dirt and scale in the piping from 
the tank to the burner. New jobs work 
well with the filters at either location. 

x * * 

Q. Within our organization there is 
controversy as to the efficiency of con- 
vector radiation compared to cast-iron 
radiation. In some cases it is the feeling 
that cast-iron holds the heat longer and 
costs less to operate. We would appre- 


IT’S EASY TO 
STOP RADIO 
INTERFERENCE 


From Oil Burners! 


The whole “trick” in stopping radio and tele- 
vision interference effectively is to have the 
right filters and know how to use them prop- 


erly. Sprague interference filters are tops for 





his new, enlarged edition is a practical book for service- 

men to read at least once and also makes a good reference 
source for service problems. It’s a compilation of articles 
thoughtfully selected from Fueloil & Oil Heat. 


of tables & short 


to bother you with a billing. 


232 Madison Avenue 





Bound in heavy paper covers. 8-1/2 
by 11. There are 110 pages & nearly 
140 illustrations as well as numbers 
service hints. 


Please send check with order to make it unnecessary for us 


HEATING PUBLISHERS, Inc. 
New York 16, N. Y. 
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the story. Write for 


you can install them fast and 


easily in either old or new oil burner installa- 
tions. Sprague Bul- 


tells SAVE TIME ON 
MOTOR CAPACITOR 
REPLACEMENTS 


The speed of the motor 
and its horse power rating 
are all you need to know 
to select a safe, long-last- 
CO. ing Sprague motor Capac- 


(Distributors’ Division of 1tor replacement. Write for 
Sprague Electric Co.) free Sprague shop wall 


North Adams, Mass. Chart C-900 and Sprague 


pocket guide C-901. 
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ciate your comments and advice. 


C.S.S.I., St. Albans, Vt. 


A. Just as heated arguments seem to 
be inevitable in the discussions of differ- 
ent makes and types of automobiles, oil- 
burners, boilers, etc., arguments such as 
yours arise regarding different types of 
radiation. Personal opinion based on 
different personal beliefs and experi- 
ences often is, also almost inevitably, an 
important factor. 

We can answer definitely the ques- 
tion you bring up by your mention of 
eficiency and fuel costs or operating 
costs. Installed in accordance with the 
manufacturers’ instructions, good con- 
vector-type radiators will not be less 
efficient, and will not run higher fuel 
bills, than other types of radiation. A 
radiator would be 100% efficient if it 
gave properly to the room all the Btu’s 
given the radiator by the steam or hot 
water which heats it. Especially in mod- 
ern, insulated homes, few of the Btu’s 
given radiators are really wasted. The 
one outstandingly good way to try to 
waste these Btu’s is to let them escape 
through the outside walls behind the 
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radiators, for unless the Btu’s go that 
way they serve to heat the house. With 
properly installed modern radiators of 
all types, the loss of heat related to this 
is unimportant, 


The heat-holding of heavier radiators 
you mention might be a factor with 
steam systems fired by burners controlled 
by old-fashioned room thermostats that 
gave long oilburner “on” and “off” pe- 
riods. This factor becomes unimportant 
when modern types of hot water heat- 
ing are used, and when modern room 
thermostats that give short “‘on” and 
“off” periods are used to control the 
heat output of the radiators. 


As the technical advantages and dis- 
advantages of different types of radia- 
tion are not emphatic or can be offset 
in a particular system by one method 
or another, personal preference for the 
appearance of a particular type of radi- 
ation properly has become an important 
factor in recent years. You have to take 
a man’s word for it when he simply 
states that he finds a particular type of 
radiation pleases his eyes more than an- 
other type. 


PRESSURE 
REDUCING 
VALVES 














Write for full particulars about Exclusive Franchise for your terri- 
tory on our full line of MAGIC-HEAT Boilers and Boiler-Burner Units. 
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Q. At the Boston Cil Heating Show, 
an engineer in your. booth told us we 
might experiment with air-charging 
what is probably an undersize expansion 
tank of a large hot water heating sys- 
tem. Please give us a note on the why 
and how of putting air in the tank. 


O. E. R., Philadelphia. 


A. The accompanying diagram shows 
the why of the idea. Ordinarily you 
start with the system empty and the 
expansion tank full of air at atmospheric 
pressure. You wind up with the tank 
more than half full of water although 
this water, being incompressible, does 
no good in the tank. In one sense, the 
part of the tank full of water is wasted. 

You can use an automobile tire pump 
to air-charge the tank. If you don’t want 
to work at pumping, use a suitable bot- 
tle of air, charged at a filling station. 

Obtain from a water pump supply 
house a fitting with a Ye” ipt connection 
at one end and a tire valve connection 
at the other end. Screw this in the tank 
or a pipe fitting just under the tank. 
Provide a globe valve or hot water radia- 
tor vent valve just under the tank, as 
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the arrow shows, so you can check and 
make certain you have not put too much 
air in the tank. 

With the system cold and the mini- 
mum pressure on it, put in the tank 
enough compressed air to fill it, if nec- 
essary letting some water out of the sys- 
tem as you put in the air. Wind up 
with the tank full of air while there’s 
minimum pressure on the cold system. 

Thus air-charged, the tank serves as 
well as a tank of more than twice its size 
but filled with water and air in the usual 
manner. However, use the idea only in a 
pinch, after an undersize expansior. tank 
has been installed by error, because (a) 
there's bother to the air-charging, (b) 


NON-INFLAMMABLE 
NON-CORROSIVE 


smiclene 


FUEL OIL TREATMENT 


FOR HOME. AND 


COSMICLENE FUEL OIL 


INDUSTRIAL 


TREATMENT 





each time the system is drained the tank 
should be charged again, and (c) if for 
any reason the pressure in the system 
drops below its usual minimum, some of 
the air will escape from the tank and 
find its way to the radiators. 

Bs * * 

Q. With a typical pressure burner, 
what causes a heavy deposit of carbon 
on the outside of nozzle and nozzle 
adapter? This deposit eventually shorts 
the igniters, also grows so the spray hits 
it causing smoke. I've tested for poor 
cut-off by disconnecting a line at the 
pump, and changed nozzles again and 
again. Nozzle is 1.25 gph. Would ap- 
preciate any advice you can give. 

T.C.R., Ferndale, Mich. 

A. Probably the nozzle is so hot at 
times that when the burner stops the 
few drops of oil that normally dribble 
from the nozzle, even with proper ac- 
tion of the shut-off valve, are turned to 
carbon while drooling down over the 
outside of the nozzle. The trouble is not 
uncommon. It may relate to burner de- 
sign, for the particular burner model 
may give higher nozzle temperatures 


when hard-fired than certain other burn- 
ers, or may not give the rapid cut-off of 
oil given by certain other burners. Any 
steps that will give snappier, sharper 
cut-off when the burner stops will de- 
crease the tendency of the nozzle to be- 
come coated with carbon. If the shut-off 
valve action seems lazy when studied 
with the help of a flame mirror, consider 
switching to a special fuel unit that gives 
especially sharp cut-off. Sharper cut-off 
often can be gained by taking steps to 
decrease the amount of oil stored in the 
spaces between the fuel unit and the 
nozzle when the burner is idle. Fill the 
space in the line to the nozzle, for ex- 
ample, with a metal rod slotted only 
enough to provide ample oil for the noz- 
zle. 

Any factor that increases nozzle tem- 
perature increases the tendency of a 
burner to give this trouble. Perhaps you 
can use different adjustments of the air- 
handling parts in the gun tube, so can 
reduce the nozzle temperature. The use 
of different air-handling parts, which 
cool the nozzle, may cure your trouble. 
Again, the trouble may be caused sim-. 
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over a period of years. It is the best method of 


preventing Oil Burner breakdowns, due to sludge 





The Preferred Draft-A-Justor is the original, 





Tol@meliXoMdeoldololam patented Draft-A-Justor . . : improved to in- 
clude the latest in engineering developments. 


SIZES 
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diameter. 

Industrial sizes from 
Fu? toF = 2. 
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stops inside rust and corrosion and insures free 


Stainless steel bearings and weather resistant 
metals provide long-life service without break- 
down due to rust or wear ... assure con- 
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ply by over-firing a given size firebox, 
or by the furnace or boiler being 
overloaded with the result that the burn- 
er runs many more hours a day than is 
usual, for either of these factors can 
cause the nozzle temperature to be im- 
properly high. 

One or more of the atomizing slots 
often becomes plugged by carbon when 


a nozzle becomes too hot. The improper 


spraying of oil that results can cause the 
flame to burn too close to the nozzle 
with the result that carbon is formed on 
the outside of the nozzle by the one or 
two drops of oil that might normally 
trickle from the nozzle after the burner 
motor stops. 


* * * 


Q. I encountered trouble on a con- 
version job this morning. The burner 
motor hummed when the thermostat was 
not calling for heat, but ran all right 
when the thermostat was calling for 
heat. Examining the Perfex stack con- 
trol, I found the hot and ground sides 
of the line reversed on terminals #1 
and #2. When changed the trouble was 
remedied. Not installed by me, this job 
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has been in operation three or four years. 


C. A. W. Coatesville, Pa. 


A. Check the motor. Leave it on the 
burner, disconnect its two 110-volt in- 
put wires from the regular wiring, and 
then touch a live 110-volt wire to each of 
the two motor input wires or terminals. 


With 110-volts applied to one of its 
input wires and the other input wire 
not connected to anything, the motor 
will hum as it did when you had the 
trouble on the job. That probably will 
prove there is trouble in the motor 
that permits current to flow from insu- 
lated parts of the motor to the motor 
housing and to ground. The motor hous- 
ing is properly connected to ground, of 
course. The ground in the motor is 
caused by dampness or by a breakdown 
of insulation in the motor. There’s a 
fair chance that the job will run satis- 
factorily as you left it, but to insure de- 
pendable operation and make certain the 
motor will not be damaged or burned 
out, you should check it for an internal 
ground and have it repaired by motor 
experts if you find it has such a ground. 
If the motor has no ground, check all 
the burner wiring and controls for the 
ground. 


Q. Both in selling and installing burn 
ers and in servicing them, we encounter 
chimney draft problems because as our 


sketch shows the chimneys are lower 





It pays to buy a good tool... 
It pays to buy a 


KENT 


DOUBLE SUCTION 
Furnace Cleaner 


Long life with fewer 
breakdowns! You can de- 
pend on KENT design, 
quality, and workmanship 
to do the job you want, 
when you want it donc! 


KENT Features 


© No outside dust bag! 

@ No soot passes thru 
fans! 

e 2 fans—powerful suc- 
tion, less r.p.m.! 

@ Strong, yet light—easy 
to carry! 

* Easy to empty dust 








BUILT TO LAST! 
Backed by 36 Years’ 
Experience 


It will pay you to see the KENT before you buy! 


THE KENT®* COMPANY, INC. 


434 CANAL STREET ROME, N. Y. 


Representatives in Principal Cities 
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than the peaks of the buildings or much 
higher buildings are next door. When 
the wind blows the wrong way there is 
poor or no chimney draft. Smoke, soot, 
and odor complaints naturally result 
from this. Houses on the side of a hill 
and under tall trees give the same trou- 
ble. 

Trying out chimney top draft-im- 
provement devices which we make our- 
selves, we boil down to the designs we 
show as “A” and “‘B.” Proper dimen- 
sions for these are the problem. With 
“A,” how long should the horizontal 
pipe be made, and of what diameter 
compared to the flue? With “B,” how 
large should larger vertical pipe be? 
How about sizes of the open spaces at its 
top and bottom? 

G. M. D., New York. 


A. Although poor draft and down- 
draft caused by the factors you explain 
can be helped by installing special chim- 
ney tops, we know of no dependable 
collection of data to guide you in select- 
ing the proper designs and dimensions. 
Outright guessing about proper designs 











and dimensions is likely to be the result 
of failing to make many tests on quite 
a number of actual installations. As it 
is not sensible for you to do extensive 
design, development, and testing work 
Just to guide you in making a dozen or 
two of these devices, we recommend that 
you try to locate chimney top devices 
which have been developed by special- 
ists. The best devices of this type which 
you can buy undoubtedly are far better 
than anything you could design and 
manufacture in a hurry. 
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Q. I have installed in my own home 
a floor panel system of copper coils im- 
bedded in concrete. After a while a cou- 
ple of leaks developed. Now, this year 
I built an addition to my house and dug 
up the concrete at the leaks to repair 
them. 

A manufacturer's representative laid 
out the system for me and noted that 
when necessary to drain the system it 
would have to be blown out. Well, I 
realize now that was quite a statement. 
I spent two weeks getting the water out 
using assorted compressors and pumps. 
Finally succeeding in resoldering the 
leaking joints, I tested them with 90 lbs. 
air pressure. Nothing leaked so I re- 
filled the system with water. A week 
later an old leak broke out again. 

I understand that boiler-seal or boiler- 
solder will not do the trick on copper, 
so here I am. What is your suggestion? 


C. A. W., Coatesville, Pa. 


A. The use of the proper solder. and 
flux, correct technique in soldering, and 
thorough testing is producing thousands 
of radiant heating systems entirely and 






k heater. 
we 400°. 


all tubes. 
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lue—no price increase! 
“Turret Top,” for easy cleaning. 


Be ready for the Fall rush — hurry 
your order for stock. Cutaway dis- 
play models available! 





Gulf Oil Corporation * Gulf Refining Company - 


DIVISION SALES OFFICES: 
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Pittsburgh « Atlanta « Toledo 
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MT. HAWLEY MFG. COMPANY 


Mt. Hawley Airport, Peoria, Illinois , 
Manufacturers of a complete line of conversion oi! burners .65 to 20.00 g.p.h. 
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seemingly permanently free of leaks. 
Especially where leaks recur after they 
have been located and repaired, serious 
shortcomings exist in the material or 
technique employed in the efforts to 
make tight joints. 

The heartaches, expenses, and trou- 
bles. caused by leaks create a wish that 
some liquid could be injected into a 
leaky system with the result that, like 
magic, the system would become as tight 
and good as though every joint had been 
soldered properly. Heating engineers in 
general declare that up to now this 
wish has found no fulfillment. Readers 
of FO&OH who have experimented 
with using leak-sealing liquids in leaky 
radiant heating systems are invited to 
report on the results so that summaries 
of these can be published. 

It would be best if you uncovered the 
leaky joint again and made it tight. No 
other method for arriving at even tem- 
porary tightness can be recommended; 
and. you want your system tight for 
years and years. First, double-check to 
make certain you are using the proper 
materials for soldering. Second, review 


‘your soldering tools and methods to 
make certain you are using the best 
available to you. Third, take apart your 
finished joint and examine it to make 
certain good, clean, new solder has 
found its way to every spot it should 
occupy in the joint, and then reassemble 
the joint painstakingly. Fourth, test the 
system by putting 250 lbs. of air pressure 
on it for three days and making certain 
there is no drop in pressure caused by a 
leak. 
* ** * 

Q. What can be done when a furnace- 
duct system heats the house properly in 
coldest weather only with the air filters 
removed? 

C.J.N., Milwaukee. 

A. Check on the possibilities of run- 
ning the circulating blower at higher 
speed by using a larger pulley on the 
motor shaft of a belt-driven blower. If 
you are a perfectionist, you might be 
satisfied only with the results obtainable 
by installing a blower of greater capac- 
ity, able to develop sufficient suction to 
draw the required amount of air through 
the filters. The installation might, on the 





WHERE ELSE CAN YOU 


“OUTDOOR” CONTROL 


... 80 idea! for large build- 


ings, yet priced so low that 
residences everywhere are 


using it. 


SAVES FUEL FOR OWNERS 








other hand, be of a design which per- 
mits easy installation of air filters having 
two or three times the area of those now 
used, Again, check on the possibility of 
switching to air filters which operate un- 
der unusually low pressure difference. 
Either with or without a slight increase 
in the speed of the circulating blower, 
special filters may solve your problem. 
* * tk 
Q. Is 90 or 100 lbs. the correct stand- 
ard pressure for a burner atomizing noz- 
zle? . 
C.F.G., Brooklyn, N. Y. 
A. Consider both pressures as about 
correct, as there’s too little difference 
between them to make appreciable dif- 
ference in the operation of most pressure 
burners. However, 100 Ibs. pressure is 
mentioned more often, as usual for pres 
sure burners, than 90 lbs. Certain au- 
thorities give the service man much rope, 
when preparing instructions on proper 
atomizing pressures. They indicate that 
for special reasons, or to obtain best 
possible performance and dependability 
of operation, an expert may set for atom- 
izing pressures as low as 70 Ibs. and as 
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-.e MAKES MONEY FOR YOU 


Never before a fully automatic ‘“‘out- 
door” type control priced so low! Here’s 
comfort, economy and fuel conservation 


for the residence or larger building at no ay 

more than the cost of an ordinary thermo- Vel); 
static control. A genuine opportunity to Be Reb aee 
make substantial profits. TS 


Does all these things 
automatically 


1. Changes the time of morning start-up 
and night shut-down as the weather 
changes. 2. Regulates day heating to keep 
indoor temperature uniform. 3. Shuts off 
heating when outdoor temperature rises 
above 65°. 4. Use with coal, gas or oil 
in hot water, steam or warm air systems. 
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Thousands of 
installations in every part 
of the country. 


DISTRIBUTORS: WRITE FOR FRANCHISE INFORMATION 


roe WEATHER-MAN 


AUTOMATIC DEVICES CO., INC. © 53 W. Jackson Blvd. @ Chicago 4, Ill. 
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"SNAP-RITE" 


PRE-FABRICATED 


AIR DUCT AND FITTINGS 





A Complete Line of Streamlined 
Duct and Fittings 

Prompt Shipments from Well Assorted 
Stocks 


WRITE OR WIRE FOR CATALOGUE 


GRAY METAL PRODUCTS, INC. 


ROCHESTER 3, N. Y. 
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high as 150 lbs. You should try to follow 
the instructions and suggestions given 
by the manufacturers of the nozzles, fuel 
units, and oilburners you service, how- 
ever. 

eo = * 

Q. What is the advantage and the dis- 
advantage of the one-pipe hot water 
heating system compared to multi-pipe 
systems? What is the limitation of size 
for the application of the single-pipe 
system? How many radiators can be pro- 
vided in a one-pipe system? 

T.H.G., Wallingford, Pa. 

A. For typical residences in which 
circulators are used, one-pipe hot water 
systems have so many important advan- 
tages that few two-pipe systems are be- 
ing installed today. One-pipe systems 
cost much less than two-pipe systems, 
have simpler and neater appearance in 
the basements, and have relatively low 
piping heat losses. 

The one-pipe system has the charac- 
teristic of providing slightly lower tem- 
peratures for the radiators at the ends 
of the circuits; where because of the 
design of a particular system this be- 


comes an important factor, the radiators 
which will be cooler than the hottest 
radiators are properly sized larger to 
compensate for this. Because of this tem- 
perature drop characteristic of a one- 
pipe circuit, where several unit heaters 
are to be connected to one circuit seri- 
ous consideration should be given to 
using the one-pipe and the two-pipe 
systems. For unit heater installations and 
other special systems, often there are ad- 
vantages in making use of the definite 
difference in head pressure between the 
supply main and the return line of a 
well-designed two-pipe system. 

In answer to your second question: 
With relation to heating large homes 
requiring up to, say, 10 gph firing rate, 
there is no limitation of the size of a 
single-pipe system because, with each 
circuit properly designed and with a 
circulator of proper capacity, as many 
circuits as needed can be connected in 
parallel with each other. It may be rea- 
sonable to use, in a particular instance, 
four circuits, each connected to about 
800 sq. ft. of radiation, for example. 
One circulator may be used for the four 


circuits. To go further, a circulator of 
twice the capacity may be used for eight 
such circuits, and the idea may be ex- 
panded to any degree by using additional 
circulators, each connected to a similar 
load. 

The answer to your third question is 
obtained by following the line of thought 
explained above. Using sufficient cir- 
cuits and circulator capacity, any num- 
ber of radiators can be used in a one- 
pipe system. 

We suggest that you obtain data from 
the leading manufacturers of circulators 
on the circuit capacities of one-pipe sys- 
tems. A circuit of a given pipe size and 
circulator size matches some certain 
maximum heating load. You may decide, 
after studying the characteristics of a 
particular line of hot water heating 
specialties and circulators, to carry a 
2,200 sq. ft. radiation load by using a 
2” circulator and 2” one-line circuit. If 
you have, say, six such circuits in a 
building, you might decide to use six 2” 
circulators, or one circulating pump with 
six times the capacity of the 2” circu- 
lators you have in mind. 










your money. 
Even-Flo 


Use Alken-Certified Even-Flo Fuel 
Oil Conditioner in your oil and be 
certain of obtaining the most for 


improves atomization, 











Fuel economy and heating comfort 
depend on proper fire size more than 
on any other single factor. Correct 
adjustment of burner on-and-off cy- 
cling and gph-rate can be made 
quickly and dependably by an amaz- 
ingly simple test which requires only 
the recorder shown below and takes 








giving more complete combustion, 
thereby reducing soot deposit. 

That over 1,000,000,000 gallons 
of fuel oil have been successfully 
treated with Even-Flo is proof that 
it gives “TOPS” in results. 

Write for booklet and FREE dem- 


onstration in your fuel oil. 


ALKEN-MURRAY CORP. 


131 E. 23rd St. 
New York 10, N. Y. 


Individual Water Treatments—Soot Removers 


Certified Alken 


EVEN-FLO 









FUEL OIL CONDITIONER 


ueloil 











f 


less than 20 minutes of a service 
man’s time. 


The simple procedure of the heat 
test for adjusting burner operation 
for minimum fuel consumption and 
maximum heating comfort is clearly 
and completely described in thé 
bulletin above. The bulletin also 
explains how this heat test dramati- 
cally demonstrates the need for re- 
placement of an obsolete installa- 
tion thus opening the way for pro- 
fitable replacement business. Write 
for your free copy today. 


same HT) o1.-near institute oF amenice 
BACHARACH Industrial Instrument Company 


7000 Bennett Street - Pittshurgh 8, Pa. 
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Gas On Wheels 
(Continued from page 64) 


If you are wondering what it takes 
to get into the liquefied gas business, lis- 
ten to Mr. Yeomans again: 

“T would strongly advise against at- 
tempting to enter the LP gas business 
as a dealer without $50,000 as an abso- 
lute minimum, and in these days it is 
advisable to have $75,000 easily avail- 
able. The dealer will need bulk storage 
with a minimum capacity of 20,000 to 
30,000 gallons if he plans a business of 
sufficient size to be profitable, and this 
type of storage must be built to ASME 
specifications for 200 pounds working 
pressure. Depending on the land value, 
labor cost and local regulations, such a 
bulk plant will cost $10,000 to $12,000. 
It must be on a rail siding with facilities 
to pump off a 10,000-gallon tank car 
as needed. 

‘Fueloil dealers who have a going 
business that can absorb all the admin- 
istrative and general overhead probably 
will start to show a profit over their 
direct costs with about 200 LP gas cus- 
tomers averaging 1,000 gallons a year. 


a GRANCO pump on the job 
is like money in the bank! 


Ask a GRANCO Pump owner — 
he'll tell you ‘they save me money!” 
Put a GRANCO Pump on your 


Model DEE 2-inch, 
four-port Truck Pump 


Dealers starting cold, with no other 
business to carry the overhead might 
need 500 such customers before they 
would show a profit. Such estimates, of 
course, are subject to variation due to 
the size of the average customer demand, 
the supply contract the dealer can make, 
size and character of his market and 
similar considerations, not to mention 
the care with which he manages his 
business and watches his costs.” 
Required reading for any dealer con- 
templating getting into the business is 
Pamphlet 58 of the National Board of 
Fire Underwriters. Just as Pamphlet 31 
covers oilburning equipment, Pamphlet 
58 will tell you what are accepted mini- 
mum safety standards for LP gas. Work 
now is going forward to revise this 
pamphlet and expand its coverage. 
More important to the dealer con- 
templating entering the liquefied petro- 
leum gas business are his chances of a 
successful and profitable venture. This 
will depend more on the potential mar- 
ket and the vigor with which he attacks 
it than on the technical aspects of the 
business. A source of gas supply must 
be found (probably with one of the ma- 


jor oil companies), the retail selling 
price determined and a comparison 
made with other available fuels. Though 
the greater market potential probably 
will be found beyond the city gas mains, 
the possible industrial users should not 


be overlooked. 


Willard M. Wright has moved from 
Boston to the company’s general office 
in Philadelphia to become assistant gen- 
eral sales manager, Sun Oil Co. Richard 
D. Drysdale has been named to succeed 
Mr. Wright as New England Regional 
Manager and John C. Weidman, dis. 
trict manager at Revere, Mass., succeeds 
Mr. Drysdale as assistant regional man- 
ager for the middle Atlantic states. 


L. B. Davis, manager of Socony-Vac- 
uum Oil Company’s fueloil and gasoline 
sales department, has been named man. 
ager of the supply and distribution di 
vision of the foreign trade department. 


Ray A. Reed has been appointed by 
Surface Combustion Corp., Toledo 1, 
Ohio, as district salesman in the Minne- 
apolis territory, to specialize on sales 
and servicing of Janitrol heating units. 





Buckeye line: 


truck or pipe line and you'll say 


the same. Because.. 


WITH GRANCO YOU GET 


* Low initial cost. * Lower installation 


cost—flexible four-port design mounts in 


Model DEE mounted, 
with oil-tight gear housing 


any position. * More GPM per Ib. of pump 
weight, * Less maintenance — single rotor, 


fewer moving parts. * Long, 


trouble-free service. * Integral 


dash-pot relief valve. 


BUY GRANCO PUMPS — 
YOU'LL BE MONEY AHEAD! 


Write today for new Pump 
Bulletin 114E, 126B 


GRANBERG dorroisionlas | n ef @) 


OAKLAND 8, CALIFORNIA x Makers of Rotary Positive 
Displacement Pumps and Meters for all Petroleum Products 


Sales and Service at your service throughout the nation 
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For oil 


“IN THE TANK” 
ACCESSORIES Joy 


Oil men know this about Buckeye Oil Burner Acces- 
sories: That the name itself signifies quality, that acces- 
sories bearing this name can be installed and forgotten, 
that fine performance and long life are built into every 
Buckeye fitting. Here are a few selected from the 


Buck 


~«& No. 439 Foot Valve 
Double poppet. Seats, hand- 
lapped to disc for perfect 
accuracy, are the only 
moving parts. All brass 
construction. Full flow. 


No. 438 Foot Valve —> 
Single poppet. Retain 
accuracy after years of 
use. Full capacity for un- 
restricted flow. 


No. 441 Tank Bushing 
Made of iron. Full 
length standard taper 
pipe threads. Conven- 
ient size hexes for 
quick installation. 


burner installations, Buckeye also 


makes fill caps, fill boxes, vents, sludge pumps, 
strainers, check valves and shut-off valves. 


BUCKEYE IRON & BRASS WORKS, Dept. F 


P. O. Box 883, Dayton 1, Ohio 
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Buying the Right Truck 
(Continued from page 58) 


sis careful consideration should be given 
to the correct length wheelbase to insure 
the proper distribution of weight of the 
truck tank, accessories and fueloil load. 
If you already have a tank, give your 
truck dealer full details such as, weight 
capacity, length, height, width, etc. If 
the tank has a rear hose and meter com- 
partment, determine the length of the oil 
carrying portion of the tank for proper 
weight distribution and the overall 
length of the tank for determining the 
correct chassis length. If you want to 
compute the correct wheelbase yourself 

this is the formula we use for conven- 
tional type trucks: 

One-half the length of the tank plus 
the clearance between tank and back of 
cab plus the distance between back of 
cab and centerline of the front axle, 
equals: nine-tenths of the required 
wheelbase. This gives a weight distribu- 
tion approximately 90 per cent on rear 
axle and 10 per cent on front axle. 

It is important to know as accurately 


WALL PANEL 
HEATING 


sy o-Yol fo] | DMR L-X Ife] al-to ME Zola 
small homes — and with 


all the advantages. 


Domestic offers 
oie OY -Yol(-Tamelttaelt lati 
that can’t be beat! 
Write now for 


complete details. 


DOMESTIC MANUFACTURING CO. 


201 Westlake Avenue North 





Thermostat control, 4% cc 
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Seattle 9, Washington 


as possible what the complete loaded 
vehicle will weigh to be sure it is within 
the allowable state law for the license it 
will carry and to make certain the total 
weight does not exceed the maximum 
limit recommended by the truck and tire 
manufacturers. If you do not know the 
approximate weight of your tank these 
figures may help you: 

1,000 gal. tank complete with 

pump, meter, hose and reel 2,750 Ibs. 
1,500 gai. tank complete with 

pump, meter, hose and reel 3,500 Ibs. 
2,000 gal. tank complete with 

pump, meter, hose and reel 4,100 lbs. 

The above are for two compartment 
tanks with skeleton skirting. No. 2 fuel- 
oil is usually estimated to weigh 7.3 Ibs. 
per gallon and No. 5 and No. 6 fueloil 

8 Ibs. per gallon. 

It is usually desirable to purchase a 
tank from one of the larger established 
tank manufacturers. The facilities re- 
quired to properly build a truck tank are 
seldom available to the small local shops. 


The tank manufacturer should be given . 


a body builder’s print of the truck chas- 
sis (supplied by the truck manufacturer) 


@ Air Velocity 


@ Furnace Draft 


_ 





@ Filter Resistance 


@ Fans & Blowers 


@ Gas & Static Pressures 


DWYER Bulletin 250 
gives you full details. 
Write for it! 


« Dwyer 


and should submit a drawing showing 
the tank mounted on the chassis. He 
should also advise the total weight of 
the tank, pump and metering equip- 
ment. This information should then be 
given to your truck dealer so that he 
may determine whether the right size 
chassis has been specified. 

Considerable loading time in the 
course of a year will be saved if you 
specify the minimum number of com- 
partments required to handle the various 
grades of fueloil you expect to deliver. 
We seldom buy tanks of more than two 
compartments. Leak- proof flashing 
around the loading domes is very help- 
ful in keeping a truck clean. The meter 
and hose reel compartment can be lo- 
cated in the rear of the tank or on the 
side. Both locations are satisfactory. We 
prefer the side because we like to save 
that two or three feet of vehicle length 
to make parking easier. 

Full skirting and beaver tail shaped 
rears on tank trucks are strictly up to 
you. They add to the first cost and keep 
the sheet metal and paint shops busy. 
This is particularly true when such units 


MAGNEHELIC : 





THIS IS REALLY IT...a pressure 
gage that’s compact, long lasting, 
and highly accurate — with no 
bearings or links to wear out! 
DWYER Magnehelic Gages, featur- 
ing a helical magnetic linkage, are 
sensitive to 4 of one thousandth of 
an inch magnet movement. Give 
you Plus, Minus and Differential 
readings ... cannot be damaged 
by over or under pressures high as 
5 Ibs. PSI. Portable and stationary 
models, with ranges from 0-4” of 
water up to 0-12” of water. 


Mfg. Co. 


315 SOUTH WESTERN AVENUE, CHICAGO 12, ILLINOIS 
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MAKE FRIENDS THROUGH FUEL SAVING 





STOP EXCESSIVE FUEL LOSS AND BUILD CUSTOMER 


CONFIDENCE — PROFIT WITH FYR-DISK FUEL SAVERS 


Thousands of Fyr-Disk chrome-steel baffles are now in use—their value and utility 
is proven. A carton of these light-weight, (4 Ibs.) quickly installed (10 Min.) fuel 


savers should always be in every serviceman's truck. They provide an effective way 
to eliminate smoky fires by improving combustion, lowering stack temperatures, ® 


retarding flow of heated gases. 


customer a Fyr-Disk pays for itself in less than one season. 


Reduce nozzle size by '/4ghhr and prove to your 


You can really double your money with the generous dealer discount. Retail price @ 
of 12" Fyr-Disk is $9.75. They are individually packaged and sold to the trade in 


i cartons of 5. Immediate shipment. Write for price schedule and full details. ad 
FYR-DISK is currently advertised in the N. Y. Times and Christian Science Monitor ® 
SOLE MANUFACTURERS AND DISTRIBUTORS e 


Bridges Enginecring, Ca, y 17 PRESCOTT ST., ARLINGTON 74, MASSACHUSETTS 





Operate in congested belle areas and 
where they encounter ice and snow con- 
ditions on the roads. They also make 
maintenance and inspection of the truck 
chassis more difficult. They do dress up 
the truck, Perhaps your advertising de- 
partment will pay the added cost. We 
“skeleton skirting” which 
comes down to the top of the chassis 


use so-called 


frame. 
There 


pumps and meters on the market. We 


are numerous good fueloil 
would strongly recommend that you 
purchase this equipment from the dealer 
who provides the best service. When 
trouble occurs on these units your fuel- 
oil truck is out of service and if it is a 
cold day you want to get it back in serv- 
ice in a hurry. 

Be sure you buy a pump and meter 
large enough to discharge oil at the maxi- 
mum rate pratcical for delivery to your 
customers’ tanks. We use as a minimum 


35 gallons per minute. If you havea high 
percentage of large underground tanks, 
you may want to go to 50 or 65 gallons 
per minute. We use 300 gpm pumps on 
our heavy oil trucks. Such pumps are 
usually driven by the truck engines. 

Power is taken from the engine by 
means of a power take-off mounted on 
the side of the transmission. The proper 
operating speed of the pump should be 
determined from the dealer and care 
should be taken to select a power take- 
off that will operate at that speed with- 
out racing the engine. It has been cus- 
tomary to mount the power take-off 
control in the cab of the truck. The 
driver climbs into the cab, depresses the 
clutch, engages the power take-off, re- 
leases the clutch, gets out of the cab 
and makes his delivery. He then has to 
climb back into the cab, disengage his 
clutch, take the pump out of gear and 
release the clutch, etc. 


About ten years ago we chad up a 
6 inch booster brake cylinder to the 
clutch and connected it with copper tub- 
ing and a three way valve to the intake 
manifold of the engine. We mounted 
the three way valve together with the 
power take-off controls on the side of 
the truck near the hose reel and meter. 
This set-up proved to be surprisingly 
free of trouble and saved a lot of wear 
and tear on the drivers, transmissions 
and the power take-off gears and we 
have since standardized this method on 
all of our new trucks. | 

It is desirable to mount the pump so 
that the shaft lines up as nearly perfect- 
ly straight as possible with the power 
take-off shaft. If this can be done it can 
be connected by means of a drive shaft 
equipped with a roller bearing universal 
joint at each end and a splined coupling 
in between, which should operate very 
satisfactorily. If, however, the universal 
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Write or call 
Dean, Evening Division 


15 West 67th St., 





ANNOUNCING 


A specialty sales seminar for oil equipment sales techniques 
— motivations — public speaking — sales psychology — oil | 
burner and equipment orientation under joint sponsorship of 


WALTER HERVEY JUNIOR COLLEGE 


OIL HEAT INSTITUTE OF AMERICA 


Classes begin September 26th 


WALTER HERVEY JUNIOR COLLEGE 
New York, EN 2-8117 


DEP'T. 61 








White for Your Cony of 


| A. R. WEBBER CO., 
1949-50 CATALOG 


Everything for the Oil Burner Trade 


A. R. WEBBER CO., INC. 


NEW HAVEN, CONN. 
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CUTAWAY MODEL 


Ol WITHIN COPPER COlL 


THERMOSTAT ELEMENT 


ENTIRE CHAMBER WATER FILLED 


VISCOS-O-TROL means viscosity control of oil by tempera- 
ture control. 

VISCOS-O-TROL with a rotary oil burner means consistent 
flame volume, consistent peak efficiency, and performance, re- 
gardless of temperature of oil in tank or when delivered. 

The VISCOS-O-TROL provides a uniform flow of pre-condi- 
tioned and heated oil to the atomizing cup. Due to the oil 
being quite thin when heated it atomizes readily and burns 
with a clean, hot, smokeless flame. 

The VISCOS-O-TROL pre-heats the oil differently than the 
ordinary heater inasmuch as the heater element is immersed 
in water instead of coming in direct contact with the oil. This 
prevents carbonizing of oil on the heater element with a subse- 
quent loss of accurate temperature control. 


VISCOS-O-TROL 


(PATENTS APPLIED FOR) 


THE GREATEST ADVANCE IN HEAVY 
OIL BURNER DESIGN IN TWENTY YEARS 


The VISCOS-O-TROL controls temperature of oil to within 
2 degrees F., whereas the ordinary heater in many instances 
does not control within 20 to 40 degrees F. 


The VISCOS-O-TROL cannot accumulate sludge. Oil cannot 
be cracked, separated and gasified. 


Performance superior to any heretofore attained is guaran- 
teed with the installation of VISCOS-O-TROL. Oil heating en- 
gineers pronounce the VISCOS-O-TROL as the greatest major 
improvement in oil burner design in 20 years. Owners that 
have had the VISCOS-O-TROL installed on their existing burn- 
ers enthusiastically support these assertions. 


Every rotary burner installation is a prospect for a 
VISCOS-O-TROL. Dealer inquiries invited. 





SUPERIOR ENGINEERING COMPANY 


1817 Olive Way, Seattle 2, Wash., CA. 4400 














joints have to operate at very much of 
an angle, consideration should be given 
to one of the new flexible shafts for this 
purpose. 

Power to drive the pump on tractor 
trailer units presents somewhat of a 
problem. Since the pump is mounted on 
the trailer, a drive from the tractor must 
be capable of flexing a full 90° while 
the truck is moving. Some operators 
have used a drive consisting of shafts, 
bearings and bevel gears which drives 
up through the fifth wheel. This drive, 
however, contains so many moving parts 
that maintenance is reported to be rather 
high. 

One manufacturer of flexible shafts 
recommends this type of drive for the 
purpose but we have not had the op- 
portunity of checking with any opera- 
tor who has used them. The majority of 
operators in this area have installed small 
one cylinder, four cycle gasoline engines 


directly coupled to the pumps and 
mounted on the trailer. 

This eliminates the complicatd drive 
from the tractor motor but it does not 
eliminate all the troubles. Another crank 
case must be checked for oil, another gas 
tank checked and filled, and another en- 
gine must be inspected and kept in good 
operating condition. Then, too, these 
small motors must be started by hand, 
usually with a rope starter and they 
don’t always start, particularly on very 
cold mornings when the backlog of or- 
ders is greatest. 


The tank meter should, of course, be 
protected by a strainer and should be 
used in conjunction with an air elimina- 
tor. Most meter manufacturers provide 
certain optional equipment such as 
ticket printers and pre-determined shut- 
offs. We have found both of these de- 
vices to be very worthwhile. 

The printed tickets have virtually 


eliminated customers’ complaints of 
shortages, and while the pre-determined 
shut-off is of no value in making an auto- 
matic delivery to a VENTALARM equipped 
tank, it is a great time saver on other 
types of deliveries, such as when a spe- 
cific amount of oil is ordered, when a 
tank is not equiped with a VENTALARM 
and on buried tanks. 


Hose Reel Experience 


While there are a number of hose 
reels on the market, we are pretty well 
sold on the one equipped with ball bear- 
ings and driven by a chain and sprocket. 
Several years ago we equipped some of 
our hose reels with electric motors to 
provide automatic rewinding. These 
have been reasonably satisfactory but 
have required some service. More re- 
cently we have equipped some of our 
trucks that have air operated brakes 
with air operated motors for rewinding 








Code No. C/T #11 





RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG | 

IGNITION CONNECTIONS | 
Made in Two Styles 

CRIMP TYPE and SOLDERLESS 





Code No. S-SOS #11 


THE RAJAH CO. BLOOMFIELD, NEW JERSEY 
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onty tHe [Jalagon Oil Burner 
HAS THE NEW Paratrol 


COMBUSTION HEAD 


Paragon Oil Burner Corp. 
75 Bridgewater Street, Brooklyn 22, N. Y. 
Gentlemen: ~ 

Please rush me. your dealer proposition today. 
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Address 
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Write Us Today About 


THE BURNER FOR 


LOWEST COST HEATING! 


Look for the 


<> Ball Hlame 


APORIZING OIL BURNER 


Low Initial Cost ¢ Completely Automatic 
Economical e Trouble-Free e Underwriters’ Lab. Listed 


KRESNO-STAMM MFG. CO. (America) Inc. 
PALISADES PARK, N. J. 


Kresno-Stamm Manufacturing Co., (Canada) Ltd. 
1452 Drummond St., Montreal 25, P.9. — Factory: Granby, P.9. 











the hoses. While we have found these 
somewhat noisier, they have required 
no service at all. 

There is a new type of drive operated 
by the fueloil under pressure from the 
fuel pump, which we understand is very 
satisfactory, but we have had no first 
hand experience with such equipment 
thus far. 

About twenty years ago fueloil hose 
was a major headache and a full year’s 
service out of a length of hose was un- 
usual. However, with the introduction 
of synthetic oil-resistant rubber this 
problem has largely been eliminated and 
today it is not unusual to get three or 
sometimes four years’ service out of a 
length of hose. 

There are two general types available. 
One has several all cotton braids and 
the other a single cotton braid stiffened 
with a wire wound circumferentially in 
the braid itself. While this wire wound 
hose may be somewhat more susceptible 
to damage if mishandled, it tends to flat- 
ten less and thus provide a better flow 
of oi] while wound on the hose reel. It 


also has a smaller outside diameter, is 
lighter and thus more easily handled by 
the driver. 

We equip our trucks with 100 feet of 
hose with the exception of those serving 
suburban areas, on which we use 125 
feet of hose. 


We believe that on all fueloil trucks 
the fewer coats of paint, provided it is 
good paint, the better the job stands up. 
We use one coat of prime and one coat 
of the best grade of synthetic enamel 
obtainable and we only have to paint 
our light oil trucks once every three 
years. 

At one time we had trouble with our 
lettering wearing out long before the 
truck required painting and our painting 
contractor suggested a solution which 
has solved that problem completely. It 
seems that normally the lettering is done 
with a free flowing lettering paint which 
is not very durable. It is then protected 
with a thin coat of varnish. We now 
have our lettering done with the same 
high grade synthetic enamel which is 
used on the truck itself. This is not as 


easy to apply because it is not as free 
flowing but it is worthwhile trying to 
get your painter to use it. No varnish 
is used on this type of lettering. 


© 


ECKHART MFG. CO., Roselle, N. J., in a 
data sheet pictures and describes the 
Cat-Comb-Spiralator catalytic combus- 
tion monitor head, an integral part of 
Korth gun type oilburners. A labelled 
photograph of the combustion head as: 
sembly highlights its features, with ad- 
vantages explained in accompanying 
copy. 

HARBISON-WALKER REFRACTORIES CO., 
Pittsburgh 22, Pa., covers in a small 
folder its refractories for domestic oil- 
burners. Refractory combustion cham- 
bers are discussed, accompanied by a 
table of dimensions and counts for fuel 
consumptions from 1.0 to 5.0 gph. In- 
sulating fire brick, fireclay brick, plastic 
fire brick, H-W castable refractories 
and Harwaco bond, high temperature 
bonding mortar, also are described. 





SUMMER CLEAN UPS 


E-Z Fuel Oil Soot De- 
stroyer will clean many 
thousands of oil-fired fur- 
naces this Summer. Its 
speed (one application does the job), its thor- 
oughness in eliminating all soot, its safety and 
low cost per job, make E-Z a big profit item. 
(Good for fuel oil soot only.) Keep a 5 lb. Can 
in each service truck, always. Stock the 1 Ib. 
Can for direct sale to customers. If your Dis- 
tributor cannot supply you, order direct. 


No. 1 Pkg. approx. 1 Ib. ...List $1.00 ea. 
No. 5 Pkg. approx. 5 Ibs. ..List $4.50 ea. 


Special discount to Distributors on quantity 
purchases, allows for extending regular discount 
to Dealers and Servicemen. 





HEALY-RUFF COMPANY 


St. Paul 4, Minnesota 


797 Hampden Avenue ° 








Hence has it ! 


WHAT, you say? 


e A low-cost Stainless Steel Oil Heat Unit 
for warm air systems. Offers your cus- 
tomers dependable automatic heat plus 
beauty, comfort and economy ... 
low-priced package. 


@ A conversion burner that’s really a 
dandy ... with exclusive “under the hood” 
features that put sell in your sales talk. 


HERCO OIL BURNER CORPORATION, Lancaster, Pa. 


in one 


Write for literature 
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THE AUER REGISTER COMPANY 








Pictures Help The Sale 


(Continued from page 71) 


Films to train sellers in product, as 
well as in the proper techniques 
for using the visual material; 
to educate or inform distributive 
agencies (if the system is of that 
type), jobbers, agents, dealers; 
to train salesmen employed by 
these same distributive agencies; 
to dramatize the current advertis- 
ing and promotional campaigns for 
all the above groups; 
to reveal the features of new or 
improved products. 

That visuals of whatever type, how- 
ever, are only powerful aids to persua- 
sion in the service of the seller working 
in a resistant market, is the generally 
accepted belief of the Nation’s largest 
and most persistent users. The salesman 
still must do his stuff. But, that they do 
reduce the time and cost of making sales, 
the amount depending upon many local 
factors including nature of the product 
or service, is a matter of record. On the 
other hand, there is now a great deal of 
experience in this field, both as to the 


operate... 


AACE 
GRILLES 


Stamped metal grilles in many designs, sizes to order for 
all purposes—air conditioning, ventilating, radiator enclosure, 
or concealment. In steel (or stainless), aluminum, brass, or 
bronze. Finished in prime, or special finishes or platings. 
Catalog "G' shows all designs, with dimensions, opening 
sizes, full scale details. Sent on request. 











3608 Payne Ave., 
Cleveland 14, Ohio 


JACKSON 








Famous for its SPIRAL efficiency 





It burns oil at the Grate level, not in the Ash-Pit. It is easy to 
install, no combustion chamber to buy. I+ fulfills any Job, 
Domestic or Commercial. Best Bet for a Dealer who wants 
sales. Write for details. 
AMERICO ENGINEERING CO. 
6791 Jackson St., Baseline, Michigan 








8 Burns # 3 Oil 
THOUSANDS OF SATISFIED CUSTOMERS SINCE 1939. 


VERTICAN OIL BURNER 








pianning of the program from educa- 
tion to utility of the visual medium in 
the presence of the prospect and/or cus- 
tomer, and no expectant user can safely 
undertake such a program without such 
experienced assistance. 

Visuals are not being used on the hit 
or miss basis any more, the pioneering 
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HEIL CO., Milwaukee 1, Wis., has issued 
a complete new catalog, covering its line 
of heating units. Both gas and oilfired 
models of furnaces and boilers are in- 
cluded, with cut-a-way views of each 
reproduced to highlight construction and 
operating features. Conversion oilburn- 
ers also are featured in a similar way, 
with small drawings illustrating sales 
points for all units. The 12-page catalog 
has been prepared for the consumer. 


era is over. 


WALSH REFRACTORIES CORP., St. Louis 
7, Mo., captions a new bulletin on plas- 
tic fire brick “Here’s Longer Life for 
Your Furnace Linings.” Information 
includes views of refractory anchors and 
data on estimating requirements. 


Silent Sioux QUALITY +¥s PRICE 
are UNBEATABLE in Today’s Winter Air Conditioner Market! 


Silent Sioux's unbeatable QUALITY equals your top quality a . . . betters them 
with lower PRICE! Silent Sioux's unbeatable PRICE equals your 

betters them with top QUALITY! This Silent Sioux winning combination is the answer to 
all your competition. Complete "' 
easy to install. You'll also want to know about Silent Sioux 
version burners. For greater sales and lower inventory—send for full detai 


package’’ unit . . . easy to buy 


ow price competition . . 


+ « - economical to 


Oilheating Trends 
(Continued from page 11) 

few requests for quotations but few 
buyers, with most buyers looking for 
lowest prices” . . . “Low-priced gypsy 
burners and companies make it difficult 
for dealers with salesmen and overhead” 
.. . "Would like to know what per- 
cent mark-up other dealers use after 
cost and overhead.” Edit. note: This 
is a difficult figure to get on a com- 
parative basis principally because some 
dealers take most of their profit out in 
personal salary while others take mod- 
est salaries and thus minimize their 
overhead ratios. In the January 1949 
issue appeared this analysis of the 1948 
experience of some 700 oilburner deal- 
ers who sent in their figures: The aver- 
age burner cost was $117; other instal- 
lation material represented $100; instal- 
lation labor was $48; and average sell- 
ing price $422. This left $157 for gross 
profit which had to include all overhead, 
sales expense and profit. This gross profit 
figure represented 37% of the selling 
price or a mark-up of 59% over their 
material and labor costs. 


seed * con- 
s. 











@ 85,000 BTU OUTPUT... Heats the Larger 
6 and 7 Room Home. ‘ ; 

e@ FORCED DRAFT with FB-14 Silent Sioux ; Silent Sioux Oil Burner Corp. 
Burner Orange City, lowa 

© FORCED CIRCULATION at 1200 C.F.M. : Dept. FO99: At no obligation, send 

@ COMPLETE "PACKAGE" UNIT with full information about Winter Air Con- 


ditioners and Conversion Burners. 


burner, blower, belt, pulleys, limit con- 

trol, fan switch, oil control, fused en- | Name | 

trance switch, wall thermostat, and : 

draft regulator. 
SILENT SIOUX OIL BURNER CORPORATION : city 
Dept. FO99 


Orange City, lowa |__....__. 














RAYFIELD BURNERS 
mi FOR No. 4 or No. 5 
| ii. HEAVY OILS 


& MODEL JR. 
1.00 to 5.00 GALS./HR. 
MODEL D4 
3.00 to 12.00 GALS./HR. 


+ Fully Automatic 

- Self Cleaning Nozzle 

- Self Lubricating 

- All Electric Operation 

- Pays for itself from savings 
- Burns the cheaper No. 5 oil 


i « ee 
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Margins and Markets 


(Continued from page 56) 


was selling on a premium of 60¢ and 
80¢ a hundred, if he had sold on the 
major’s posted price, he would have 
been operating in the red during this 
period by some 40¢ or more per hun- 
dred gallons. The individual returns of 
the various dealers who supplied infor- 
mation for this study show that nine 
out of the twelve would have been in a 
loss position of from a few cents per 
hundred to 50¢ or 60¢ per hundred gal- 
lons. In the present study, one dealer, 
in spite of the premium, showed a loss, 
and another dealer was just over the 
break-even point. 

This study raises an interesting con- 
jecture. If these better dealer operations 
would be in a loss position selling on 
the majors posted price level, how is the 
major making money on his retail opera’ 
tion? It can be safely assumed that he 
isn’t and that his allocations of cost to 
heating oil distribution are faulty. 


and 1/.” sizes. 






Permits pumping of oil but 
closes to prevent syphoning 
in case of suction line break. 
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HEAT RECLAIMERS 


Low in Price—Automatic—Easy Installation 


- Installs on Boilers, Furnaces or Stoves 
- For use with Coal, Gas, Oil or Wood 
- Increases output of ANY gravity warm air furnace 


Heats Basements, Play Rooms, Garages, etc. 


- The hotter the stack—the more heat reclaimed 
- Saves wasted heat now going up the chimney 


RAYFIELD COMPANY - 


2010-18 SO. 


Item 
Net Sales 
Cost of Goods Sold 
Gross Margin 


o CONS 6 © 0 be Be 6 ww 6 6 8 eo HS SF 
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Expenses 
Selling, Operating & Delivery .... 
Administrative 


Let us examine the tables as prepared 
by Professor Cannon, CPA, of the Col- 
lege of Business Administration, Uni- 
versity of Washington and certain of 
his comments regarding ranges in opera- 
tion. 

In Table 1, the data are expressed 
as percentages of sales. In Table 2, the 
same data appear on a_per-hundred- 
gallons basis. These are averages for the 


« twelve dealers submitting figures. 


- PREFERRED 
Anti-Syphon Valves — 


APPROVED BY 
UNDERWRITERS’ LABORATORIES, INC. 


For Oils Up To No. 5—Valves 
C5 and Ci0 are available in 34” 


For Oils Up To and Including 
No. 5—Valves B5 and B10 are 
available in 34,” and 1” sizes. 
(1” size is built up from 34,” 
size with fittings.) 


PREFERRED UTILITIES MFG. CORP. | 4} 


1860 BROADWAY, NEW YORK 23, N. Y. 


Net Sales 
The figure $12.00 is the average sell- 


HALSTED ST. « 


RAYFIELD — SHELL 
HEAD OIL 
BURNERS 


COMBUSTION 


for CATALYTIC “ 
OILS TO 

*3 GRADE . 
2 MODELS & 
1.00 to 3.00 GALS./HR. CAPACIT 
1. Shell Head Economy 12 to 15% COz 








2. Clean boilers with perfected combustion 
3. Burns Catalytic oils easily 

4. Quiet—No Vibration or pulsation 

5. Cuts user’s oil bills 14 to 36% 

6. The ideal replacement oil burner 


CHICAGO 8, 


ILL. 


TABLE 1 TABLE 2 
Percentages Costs or Selling 
of Sales Prices per 100 Gallons 

100% $12.00 
15% 9.00 
25% 3.00 
13% $ 1.60 

7% 85 

20% $ 2.45 

5% ; 


ing price per 100 gallons for both stove 
and furnace oil. Variations among deal- 
ers are traceable to the size of the aver- 
age delivery—reflecting price differen- 
tials that exist for quantity deliveries. 


Cost of Goods Sold 


This average is a composite of costs 


of all oil handled. 
Gross Margin 


The highest gross margin reported 
(all grades together) was $3.61 per 100 
gallons, the lowest, $1.94, being influ- 
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OIL-FIRED FLOOR FURNACES 


Only H6inucheohigh 


BTU CAPACITIES OF 
* 50,000 * 60,000 





ORAN COMPANY 


2230 S. THIRD STREET 
COLUMBUS 7, OHIO 


Underwriter's 
Approved 


September 


1949 





















A NEW LOW COST CONTROL 


For Natural Draft Burners 
Easy to install—just plug it in. No licensed elec- 
trician required. 
Emergency operating lever—automatically resets. 
Accurate dependable Thermostat with positive night 








cut off. 


HIGH QUALITY—LOW PRICE 


D. H. McCORKLE CO. Box E, Station A, Berkeley, Calif. 




















enced by the type of oil handled. 


Note: Professor Cannon, in deter- 
mining averages used figures of all op- 


markets all over the country. If the ma- 
jor suppliers in this market are to adopt 


a Expenses erators and struck the median of the a semblance of a realistic attitude, their 
; Total expenses averaged $2.45 per range. Had he used weighted averages marketing policies should be changed in 
hundred gallons or approximately 20% for the industry the operating profit be- the following ways: 
including $1.60 of selling, operating fore taxes, interest, etc. would have been (1) In order to maintain healthy 
and delivery expense and $.85 of ad- considerably lower, probably nearer to dealer relations, they should stop the 
ministrative expense. The ranges here 35¢ per 100 gallons. The purpose of this practice of posting prices that will in 
were from $1.00 to $2.00 for the former study was to view the industry not in effect dictate future retail price levels 
and administrative expenses from $.40 its worst light but on an average operat- of the dealers. (2) They should with- 
to $1.16 per hundred gallons. ing basis. We, therefore, can assume draw immediately from marketing in 
let Py that these figures show the industry in these communities entirely. There are 
Met Frage its best position. ample independent dealers to handle the 
Deducting from the average gross We think the averages of the dealers, market. (3) They should recognize that 
ove margin on sales (weighted by the higher as indicated by Table 1 and Table 2, their wholesale pricing practices have 
eal apparent margin on small sales of stove are extremely significant. They prove established dealer costs that are unten- 
yer’ oil) of $3.00 the average total expenses conclusively that the dealer cannot con- able in relation to tomorrow’s selling 
en of $2.45, the remaining average oper- tinue to exist under the present condi- prices. They should not have to be re- 
‘ ating profit is $.55 per 100 gallons—or tions which prevail in the market. The minded of the necessity for better dealer 
about ¢ per gallon. The net results major has exacted an unconscionable discounts or margins. (4) Serious con- 
for the twelve dealers vary from a low premium for his product, from both the sideration should be given to a price re- 
sts of $.03 per hundred gallon loss toa high dealer and the homeowner, in the light duction at the wholesale level to bring 
of $1.16 per 100 gallons profit. These of oil price levels in effect in this area the Pacific Northwest prices into line 
are operating profits before taxes, inter’ prior to and during the war. with market prices in the rest of the 
est or miscellaneous adjustments not With economic conditions as they are country. 
ted comparable between different opera- today, the suppliers have maintained This is not an appeal. It is a state- 
eS tions. these high prices in the face of softening ment of fact and unless these changes in 
flue 











MODEL AL 
AUTOMATIC 
OIL BURNER 


Modern design, providing 
extreme beauty, efficiency 
and practicability. Featur- 
ing qualities and economy 
together with simplicity of 





Speed!! 
your Fuel Oil 
deliveries with a 


POWER 
HOSE REEL 


Note simplicity 
in design! 





construction and operation. 





WEATHERALL ENGINEERS, INC. 
387 CHARLES STREET 








PROVIDENCE 4, RHODE ISLAND 








Hand Operated Hose Reels also available. 
Your Inquiries Are Welcome. 


R. H. WISHMAN CO. 


204 W. UTICA ST. BUFFALO 9, N. Y. 
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WINS SATISFIED CUSTOMERS... 


The Gorton System of Vaporizing and Equalizing existing steam. heating systems for automatic heating 
provides quick automatic equal distribution of heat to every room ... The flow of heat is automatically 
controlled so that all rooms receive equal distribution of heat. 


. GETS RID OF THE COLD ROOM PROBLEM 
GET THE FACTS...WRITE TODAY! ...FOR BULLETIN NO. II5D 


NO PIPING CHANGES REQUIRED . 


GORTON HEATING CORP. 


Manufacturers of High Grade Heating Equipment Since 1887 


CRANFORD 


marketing policy are put into effect, 
dealer-supplier relations will reach a 
new all time low. We have no quarrel 
with the major oil companies on their 
tremendously high profits. For the in- 
dustry to be strong—to expand—to in- 
crease both use and availability of prod- 
uct, profits should be commensurate with 
investment in plants and facilities. 

We have a definite quarrel with their 
apparent lack of realism, however. On 
one hand they publish reports of tre- 
mendous profits, yet quickly point out 
that “costs of operation have increased,” 
stress declines in “unit” profits and ap- 
parently blandly ignore that distributors 
have experienced similar increased “costs 
of operation.” The distributor is sup- 
posed to handle these increased costs 
without any appreciable betterment of 
his margin position, in some instances on 
a lower spread than he formerly received 
and at todays product cost at half the 
percentage return. 

The heating oil distributor is the “for- 
gotten man” in the equation. On today’s 
market he is a contributor to the profit 


WRITE US FOR 
COMPLETE 
INFORMATION 


FLANGE OR FOOT MOUNTED @ FIRE TESTED © PRECISION MADE 


ENGINEERING 
ILLINOIS 


SUNDSTRAND 
ROCKFORD, 


NEW 


position of the major oil marketer. He 
has been forced into this position by 
the major’s dominance of the retail price 
level through retail postings and direct 
competition. 

At present, with the national oil sup- 
ply picture definitely in a surplus con- 
dition, with general economic conditions 
slowing down, and commodity prices 
reflecting these conditions in lower 
levels, competition in oil heat marketing 
will intensify. Competition we welcome. 
It is the lifeblood of our economy, A 
dictated marketing level tends to mag- 
nify ills in the day-by-day working re- 
lations of the distributor and his sup- 
plier. We have reached the saturation 
point of present conditions. The next 
move, and it must be immediate, is up 
to the major oil companies. 


© 


NATIONAL RADIATOR CO., Johnstown, 
Pa., in bulletin No. 540, entitled “In- 
visible Warmth,” National 
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tems. Dimensions, connection 
ments are presented for all models. 
Seven types of enclosures also are de- 
scribed, accompanied by dimensions, 
roughing-in data and installation sug- 
gestions. 


END 672, 4 cycle, 6 cylinder, 150 hp 
diesel engine, is featured in a catalog 
available from Mack Trucks, Inc., New 
York 1, N. Y. Liberally illustrated with 
drawings and photos, the text presents 
in non-technical language the advan- 
tages of automatic timing, controlled 
combustion and fuel distribution. Com- 
plete table of specifications is included. 


OWENS-CORNING FIBERGLAS CORP., To- 
ledo 1, Ohio, has released “A Compara- 
tive Study of Air Filtering Costs in Cen- 
tral Systems.” The 4-page folder con- 
tains data on the cost of air filtration, 
with comparative figures on installation 
and maintenance costs of cleanable units 
and replacement type air filters. A form 
is included to calculate comparative costs 
for a specific installation. 
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Speeds up Service Calls 
and 


Builds Customer Goodwill 


For Coal, Gas, Vaporizing Rotary or Gun 
Oil Burners, Stoves, Furnaces and 
Boilers. 
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